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Measuring 


Readers  rate  their 
vendors  on  service  and 
support,  and  only  three 
make  the  Honor  Roll. 


It’s  never  fun  to  call  a  vendor  for  technical 

support,  but  which  firm  makes  the  experience  | 
as  painless  and  productive  as  possible?  | 

We  polled  646  buyers  of  internetwork  hardware, 
servers  and  groupware  and  asked  them  to  evaluate 
their  primary  vendors  on  more  than  a  dozen  service  and 
support  attributes.  The  results,  reported  in  the  inaugural 
Nehvork  World  Service  and  Support  Survey,  show  buyers 
are  generally  satisfied,  but  there’s  room  for  improve¬ 
ment.  Only  three  vendors  scored  85  or  better  to  earn  a 
spot  on  the  Network  World  Honor  Roll. 

Turn  to  page  49  to  see  how  A 
your  vendors  fared. 


E-mail  overload 
drives  many 
users  bananas 

By  Paul  McNamara 

Try  to  imagine  your  e-mail 
in-box  accumulating  300  to 
600  messages  .  .  .  not  while 
you  are  away  on  vacation,  but 
every  day. 

This  nightmare  scenario  is 
already  a  reality  for  belea¬ 
guered  power  users  and  could 
become  the  norm  for  many 
more  end  users  as  person-to- 
person  e-mail,  subscriber  lists 
and  spam  continue  to  prolifer¬ 
ate,  experts  say. 

“Anytime  you  see  a  small 
group  [of  users]  experiencing 
a  phenomenon,  you  immedi¬ 
ately  ask  whether  they  are  lead¬ 
ers  or  just  strange,”  said  Dave 
Crocker,  a  principal  with 
Brandenburg  Consulting  in 
Sunnyvale,  Calif.  In  this  case 
the  mega-mail  recipients  are 
clearly  leaders  whose  experi¬ 
ences  portend  a  challenge  for 
other  end  users,  as  well  as  for 
e-mail  administrators,  Crocker 
said. 

Recipients  who  get  100  to 
200  messages  per  day  are 
already  common  and  no  one 
See  In-box,  page  82 


Feds  fumble 
phone  fund 

Fees  passed  along  to  corporate  users  have  been  an  issue. 


By  David  Rohde 

Washington,  D.  C. 

Government  officials  threw 
the  nation’s  decades-old  system 
of  universal  telephone  service 
into  turmoil  last  week,  a  situa¬ 
tion  that  could  have  a  big 
impact  on  corporate  users’ 


Can  you  get  around  paying 
universal  service  fees? 
Page  80. 


Get  more  online 

O  FCC  statements  and  documents 
related  to  universal  access 
O  Articles  on  the  controversy 
between  FCC  commissioners 


P- 


and  carriers  about 
passing  the  cost 
on  to  users 


phone  bills. 

The  Federal  Communi¬ 
cations  Commission,  under  a 
withering  tide  of  criticism  from 
Capitol  Hill,  was  scheduled  at 
press  time  to  decide  whether  to 
scale  back  an  ambitious  pro¬ 
gram,  E-rate,  that  promises  to 
provide  Internet  access  to  the 
nation’s  classrooms. 

The  E-rate  program  has  the 
potential  to  add  $2.25  billion 
per  year  to  the  nation’s  phone 
bill  for  universal  service.  E-rate 
is  part  of  the  universal  service 
program,  which  originally  sub¬ 
sidized  ordinary  telephone 
lines  in  rural  and  other  high- 
cost  areas. 

The  E-rate  program  has 
resulted  in  a  wave  of  new  sur¬ 
charges  by  carriers  —  first  on 
corporate  users’  voice  and  data 
services  and  now  increasingly 
on  residential  phone  bills. 

See  Universal,  page  80 


IBM  plans  network  product 


By  Marc  Songini 

Research  Triangle  Park,  N.C. 

IBM’s  network  business  may  be 
down,  but  it  has  no  intentions  of 
staying  out. 

In  a  wide-ranging  interview 
with  Network  World  editors,  IBM 
Networking  Hardware  Division 
(NHD)  executives  said  the  com¬ 
pany  will  introduce  a  new 
router,  Internet  servers,  bun¬ 
dled  applications  and  service 


provider  packages  this  year. 

The  IBM  moves  are  designed 
to  put  some  products  behind 
NHD’s  recent  reorganization 
rhetoric  {NW,  April  27,  page  1). 
NHD  is  trying  to  recharge  its 
sagging  network  business  by 
rolling  out  new  Ethernet  and 
TCP/IP  products,  as  well  as  mak¬ 
ing  the  division  a  serious  suppli¬ 
er  to  telco  and  ISP  vendors. 

“The  key  for  IBM  is  execu¬ 


tion,”  said  Frank  Dzubeck,  presi¬ 
dent  of  the  Washington,  D.C.- 
based  consultancy  Commu¬ 
nications  Network  Architects. 

IBM  can  build  cost-effective 
products  from  scratch  from  the 
chips  up  —  unlike  its  competi¬ 
tors.  “If  IBM  can  take  advantage 


blowout 

of  that  it  can  be  successful,” 
Dzubeck  added. 

Last  week,  IBM  rolled  out  the 
first  fruits  of  its  new  plan:  a  low- 
end,  low-cost  family  of  Ethernet 
hubs  and  switches.  For  exam¬ 
ple,  IBM  announced  an  8/16- 
See  IBM,  page  84 


Vendors’  DSL 
tests  don’t  go 
far  enough 

By  Tim  Greene 

Atlanta 

Smarting  from  criticism  over 
a  lack  of  compatibility,  digital 
subscriber  line  (DSL)  vendors 
are  now  pushing  for  interoper¬ 
ability  among  their  superfast 
modems. 

Unfortunately,  the  efforts  of 
the  vendors  are  helter-skelter, 
with  each  vendor  hand¬ 
picking  the  companies  it  will 
work  with. 

DSL  vendors  last  week  took 
advantage  of  Supercomm  ’98  to 
announce  their  interoperability 
plans  —  schemes  that  may  be 
more  for  show  than  substance. 
“The.se  announcements  are  par 
See  DSL,  page  82 


iDon  Haile,  vice  president  of  development 
for  IBM’s  Networking  Hardware  Division, 
addresses  some  controversial  NHD  issues 
In  a  recert^a^ssion  with  Network  World 

,pin  other  news,  IBMIs  Global  Services  division 
ife  is  enhancing  its  remote  and  Internet  access 
services.! 


STEVE  BORNS 


End-to-end  networking 

solutions 

LAN  Connectivity 
Hubs,  NICs  and  Switches 
for  networks  of  all  sizes 

Remote  Access  Solutions 

l"^  High-availability  access  to 
the  corporate  network 

Network  Management 

1  An  array  of  tools  to  lower 
total  cost  of  ownership 

Shouldn’t  y< 

connectio 

come  from  the  people  who 

actually  know 

the  machines  youVe  connecting? 

With  a  full  line  of  networking  products  and  as  the  world's  leading  provider  of  computers,  Compaq 
knows  end-to-end  solutions.  Going  beyond  traditional  networking  products  that  work  with  networks 
of  all  sizes.  Innovations  like  pioneering  Gigabit  technology,  Windows  Nr-based  RAS  and  other  solutions 
that  give  users  higher  availability  for  remote  access  and  LAN  connectivity.  All  of  which  utilize  open 
industry  standards  and  deliver  a  lower  total  cost  of  ownership.  So  contact  us  today.  We'll  hook  you  up. 

1-800-544-5255  www.compaq.com/products/networking 


®1998  Compaq  Computer  Corporation.  All  rights  reserved.  Compaq  registered  U.S.  Patent  and  Trademark  Office.  Windows  NT  is  a  registered  trademark  of  Microsoft  Corporation.  All  other  brands  and  product  names  are  trademarks  or  registered  trademarks  of  their  respective  companies 


SBdgate  software 


where  are  the  critical 

problems?? 
where  are  the 
critical 

problems? 


MM 


will  the  real  problems 

please  Stand  OUt? 


Seagate  NerveCenter™.  the  sophisticated  event  management  application  from  Seagate  Software,  enables  automatic 


filtering  and  correlation  of  network  events,  highlighting  ones  that  are  critical. 


three  minor  blips  may 


not  be  important  by  themselves,  but  what  if  they  occur  all  at  once???? 


Behavior  Models  train  NerveCenter  to  think  like  your  best  network  and  system  administrators,  enabling  it  to  recognize 


relationships  between  events  -  and  correct  or  alert  you  to  them. 


do  i  have  to  be  a  rocket  scientist 


pl^to  set  i  t  a  1 1  up?  With  NerveCenter's  graphical  behavior  models,  you  can  visualize  the  rela- 


tionship  between  events,  making  it  easier  to  get  started.  Less  time  wasted  on  small  stuff.  More  time  for  what’s 


important.  That’s  what  Seagate  Software's  new  era  of  information  availablity,  access,  and  analysis  is  all  about. 


e  May  yo  u  tva  it  f  / 1™ 

afreeevaluat  i  o,n  ,  1.-800-729-7894  ext.  82213  orwww.seagatesoftware.com 


a  f  r  e  e  e  V  a  I  u  a  t  i  o  n  ,  1  - 8  0  0  -  7  2  9  -  7  8  9  4  ext.  8  22  1  3  o  r  w  w  w  .  s  e  a  g  a  t  e  ; 

•  -  --'.c'f  iT-v.  ■  .-A..-  ,  .- 

-  •  ■■^1988  Seagate  Software,  Inc.’, Seagate  Software  and  the  Seagate  logo  are  trademarks  of  Seagate  Technology.  Outs 


NerveCenter 


ide  Of  the  US  and  Canada  call  1 '407-531  *7501 . 
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PHILLIP  PARKER 


To  quickly  get  to  any  online 
info  referenced  in  Network 
World,  enter  its  DocFinder 
number  in  the  input  box 
on  the  home  page. 


How  to  contact  us 

WRITE:  Network  World,  161  Worcester  Road, 
Framingham,  MA  01701:  CALL:  (508)  875-6400; 
FAX:  (508)  820-3467;  E-MAIL:  nwnews@nww.com; 
CIRCULATION:  (508)  820-7444;  nwcirc@nww.com; 

STAFF:  See  the  masthead  on  page  14  for  more 
contact  information;  REPRINTS;  (612)  582-3800. 


HOW  TO  GET  ONTO 
NETWORK  WORLD  FUSION 

Click  on  Register  on  the  home  page  and  follow 
the  instructions.  Subscribers,  keep  your  NWF 
number-  highlighted  on  the  front  cover's  mailing 
label  -  handy  during  registration.  Nonsub — | 
scribers  must  fill  out  an  online 
registration  form. 


Only  on  Fusion 

Y2K.  How  big  an  issue  is  it  for  your  net¬ 
work  and  network  devices  -  and  what 
are  you  doing  about  it?  We’ve  set  up  a 
forum  to  discuss  the  Year  2000  issue. 

DocFinder:  7542 


On  the  job.  Does  your  staff  talk  to  each  other 
about  salary  and  job  offers  they  get  -  even 
internal  offers?  If  so,  how  does  that  affect 
your  salary  negotiabons  and  ability  to  hold 
on  to  workers?  See  how  other  network  man¬ 
agers  are  dealing  with  this  and  add  your 
comments  to  our  forum.  DocFinder:  7543 


Keeping  Current.  Fred  McCli- 
mans  says  two  big  Bills  (Gates 
and  Clinton)  are  missing  the 
boat  when  it  comes  to  increasing 
the  technical  awareness  of 
today’s  students  (and  tomorrow’s  workers). 
Battle  to  the  death  with  telecom  carriers  over 
the  E-rate,  anyone?  DocFinder:  7544 

Certification.  “Wired  Windows"  columnist 
Dave  Kearns  questions  the  value  of  some 
vendor  certification  programs.  What  do  you 
think?  Jump  into  our  certification  forum  and 
let  us  know.  DocFinder:  7545 


FIRST-CLASS 
WEB  SITE 

American  Airlines’  John  Samuel  says 
the  company  has  pumped  $1  million 
into  a  dynamic  Web  site  redesign. 
Page  39. 


ADDING  ATM  OOMPH 

Xylan  is  bolstering  its  OmniSwitch  with 
ATM  hardware,  plus  a  software  upgrade. 

Page  17. 
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News 

7  Compaq  finalizes  Digital  Equip¬ 
ment  Corp.  buy. 

8  Feds  buck  own  crypto  policies. 

8  Cabletron  buys  its  way  in  to 

xDSL,  spends  $58  million  to 
acquire  FlowPoint. 

9  Microsoft  creates  mini-industry 
for  terminals. 

10  Network  Associates’ Larson: 

“We’re  no  conglomerate.” 
CEO  says  company  is  keeping 
its  management  and  security 
focus. 

10  Proteon  gets  a  new  name,  read¬ 
ies  new  router  options. 

14  FTC  sues,  Intel  stands  firm. 

14  Cable  &  Wireless  pipes  up  about 
MCI  merger  moves. 

84  NHD’s  Haile:  IBM  still  alive  and 
kicking. 

Local  Networks 

1 7  Xylan  adds  new  ATM  software 
for  OmniSwitch;  upgrades  its 
switch  OS  to  support  tunnel¬ 
ing  and  VLANs. 

1 7  Sun  readying  64-bit  version  of 
Solaris;  Merced  chip’s  delay 
may  prove  to  be  a  blessing  for 
Sun,  observers  say. 

1 8  Plaintree  snags  $6.2  million 
investment  from  Nortel. 

22  Dave  Kearns:  Another 

Windows  NT  security  hole. 

Internetworks 

25  HP:  Three  can  play  at  this 
management  game. 

25  Tawe  management  tool  targets 
Cisco  nets. 
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0  0  B  D  B 

Electronic  commerce 

E-commerce  takes  a  business-to- 
businesstack.  Page  42. 
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The  Software  Minute 

Extending  your  enterprise  in  a  connected  world. 


New  technology  speeds  move  from  “show  &  tell”  sites  to  real  e-business.  The  new  IBM  WebSphere™ 
Application  Server  makes  it  easier  to  develop  high-performance,  database-oriented  Web  applications. 
It  combines  a  runtime  environment  for  Java™  servlets  with  connectors  to  common  database  formats, 
industry-standard  object  request  brokers  and  enterprise  middleware.  Runs  on  http  servers  from 
Netscape,  Microsoft,®  Apache  Server  and  Lotus®  Domino  Go  Webserver.™  Download  free  code 
and  info  at  www.softvvare.ibm.com/minAippserver. 

Ebminate  traffic  jams  at  high-demand  sites.  Technology  developed  for  the  world  s  busiest  Web  sites 
is  now  available  in  the  IBM  WebSphere  Performance  Pack.  Proven  at  the  Nagano  Olympic  Games, 
the  U.S.  Open  and  other  supersites,  WebSphere  Performance  Pack  provides  load  balancing, 
caching  and  file  management  to  reduce  congestion,  increase  availability  and  improve  performance 
at  any  scale,  www.software.ibm.com/min/perform 

Integrate  business  functions  at  the  drop  of  a  hat.  MQSeries®  Integrator  is  a  comprehensive  business 
integration  tool  kit  designed  to  automate  integration  of  business  applications  and  data  regardless 
of  what  systems  they’re  on.  It  removes  the  burden  of  modifying  apps  every  time  they’re 
connected  to  a  new  system,  simplifying  links  within  organizations  and  with  customers  or  partners. 
Preconfigured  templates  for  major  packaged  apps  and  e-business  extensions  provide  a  head 
start  on  many  integration  tasks,  www.software.ibm.com/min/mqseries 

Help  protect  your  assets  from  unauthorized  access.  IBM’s  eNetwork™  software  security  and  directory 
integration  solution  provides  scalable,  manageable  and  comprehensive  end-to-end  security  and 
a  cross-platform  LDAP  directory.  Addresses  core  security  requirements  for  single  sign-on,  firewalls, 
virtual  private  networks,  authentication,  encryption,  virus  protection  and  management.  For 
availability  by  platform,  visit  www.software.ibm.com/min/security. 

Keep  your  PC  and  your  PalmPilot  on  the  same  page.  Lotus  EasySync™  provides  bidirectional 
information  synchronization  between  Lotus  Notes®  or  Lotus  Organizer®  97  GS,  and  the  IBM 
WorkPad®  PC  companion  or  3Com  PalmPilot  connected  organizer.  Only  $49  at  your  local  software 
retailer  or  online  at  www.software.ibm.com/min/easysync. 


The  IBM  home  page  is  located  at  www.ibm.com.  All  IBM  product  and  service  names  may  be  trademarks,  registered  trademarks  or  service  marks  of  International  Business  Machines  Corporation  in  the  United  States  and/or  other 
countries.  Lotus,  Lotus  Notes  and  Organizer  are  registered  trademarks  and  Domino  Go  Webserver  and  EasySync  are  trademarks  of  Lotus  Development  Corporation  in  the  United  States  and/or  other  countries.  Java  is  a  trademark  of 
Sun  Microsystems,  inc.  in  the  U.S.  and  other  countries.  Microsoft  is  a  registered  trademark  of  Microsoft  Corporation.  Other  company,  product  and  service  names  may  be  the  trademarks  or  service  marks  of  others.  ©  1998  IBM  Corporation. 


The  all-time  hit  record  for  a  Web  site:  Nagano  Olympic  Games,  February  20, 1998.' 
103,429  hits  per  minute  -  supported  by  IBM  e-business  technology . 
now  available  in.the  WebSphere  tamily.-T- .- 


lsY2K 
Standing 
between 
you  and 
e-business? 

New  VisualAge® 
2000  took  can 
significantly 
accelerate 
remediation  and 
testing.  S/390®  shops 
can  ako  benefit 
from  a  12-city 
seminar  tour 
starting  in  June. 
u'ww.softuare.ibm. 
com  /rn  i  n/ia2000 


Volume  I,  Issue  6 


Solutions  for  a  small  planet” 


News  briefs,  June  15, 1998 


News 


Lord  Stanley  never  had  this  in  mind 

■  WTien  it  comes  to  hockey, 
no  one  would  argue  that  Philip 
Lawlor  or  Doug  Humphrey  is 
a  die-hard  fan.  But  tliis  year’s 
Stanley  Cup  championship 
matchup  between  the  Wash¬ 
ington  Capitals  and  Detroit 
Red  Wings  has  inspired  these 
respective  CEOs  of  Apex 
Global  Internet  Senices,  Inc. 

(AGIS)  and  SkyCache,  Inc.  to  put  tlieir  money  where  their  high- 
tech  gear  is.  Dearborn,  Mich.-based  AGIS  has  said  it  udll  hand 
t)\’er  one  year’s  worth  of  high-speed,  dedicated  Internet  access 
senices  and  20  AGIS  coffee  mugs  and  T-shirts  to  SkyCache  if  the 
Washington  Capitals  win  the  Cup.  Laurel,  Md.-based  SkyCache 
said  it  will  give  up  one  year  of  high-speed  satellite  data  senice 
plus  20  SkyCache  T-shirts  and  mugs  to  AGIS  if  the  Red  Wings 
win.  The  CEOs  call  this  a  “gentlemen’s  agreement,”  but  every'- 
one  else  is  calling  it  a  bet. 

Cisco  swallows  poison  pill 

■  Cisco  Sy’stems,  Inc.’s  board  of  directors  last  w^eek  approved  a 
shareholder  rights  plan  designed  to  protect  the  network  com¬ 
pany’s  investors  in  the  event  of  a  hostile  takeover  bid.  Known  in 
the  business  w'oiid  as  a  “poison  pill,”  the  plan  is  a  strategic 
maneuver  to  make  the  company’s  stock  less  attractive  to  poten¬ 
tial  bidders.  Cisco  said  it  is  not  currently  the  target  of  a  takeover 
bid  but  added  that  such  moves  are  not  uncommon  among 
large  corporadons.  The  plan  would  kick  in  if  a  person  or  com¬ 
pany  acquires  or  announces  an  offer  to  acquire  15%  or  more  of 
the  company’s  common  stock. 

Dear  Lou:  Forget  Microsoft 

■  Consumer  rights  activist  Ralph  Nader  wrote  an  open  letter 
to  IBM  Chairman  and  CEO  Louis  Gerstner  urging  him  to 
increase  his  company’s  support  for  the  moribund  OS/2  oper¬ 
ating  system  and  decrease  IBM’s  support  for  Windows.  In  his 
letter,  dated  June  8,  Nader  expressed  his  surprise  that  IBM 
would  not  bundle  OS/2  with  IBM  Aptiva  computers.  “Millions 
of  OS/2  users  are  bitterly  disappointed  at  IBM’s  failure  to  pro¬ 
mote  and  improve  the  OS/2  platform  .  .  .  Nader  said.  He 
requested  that  IBM  “stop  forcing  customers  w'ho  buy  IBM  per¬ 
sonal  computers  to  purchase  Microsoft  Windows.”  At  the  very 
least,  urged  Nader,  IBM  should  mimic  Netscape  Communica¬ 
tions  Corp.’s  example  and  release  the  source  code  for  OS/2. 

Lotus  delays  Domino,  Notes  products 

■  Versions  5.0  of  Lotus  Development  Corp.’s  flagship  Notes 
and  Domino  products  will  not  reach  open  beta  until  July,  a 
month  later  than  previously  announced,  the  company  told 
reporters  last  week.  However,  Lotus  executives  insisted  the 
upgrades  will  still  ship  as  planned  before  the  year  is  out.  The 
Notes  5.0  messaging  and  collaboration  client  is  being  designed 
to  perform  much  like  a  Web  browser,  with  forward  and  back¬ 
ward  navigation  buttons,  bookmarks  and  native  support  for 
both  rendering  and  creating  HTML. 

Solaris  security  scare 

■  Internet  Security  Systems,  Inc.,  in  collaboration  with  Sun 
Microsystems,  Inc.,  has  discovered  a  security  vulnerability  in 
Sun’s  Solaris  operating  system  that  involves  buffer-overflow 
problems  in  some  versions  of  its  Network  Information  Service+ 
(NlS-t-).  Depending  on  the  configuration  of  its  NIS+  server,  a 
remote  intruder  can  gain  root  access  to  a  vulnerable  system  or 
cause  the  NIS-t-  server  to  crash.  Sun  has  provided  a  patch  for 
the  problem  that  is  available  at  ftp://ftp.cert.org/pub/ 
certbulletins/VB-97.03,  the  directory  that  ships  with  Solaris. 


Compaq  airs  post-merger  plan 


By  Tim  Greene 

With  the  way  cleared  to  buy 
Digital  Equipment  Corp.,  Com¬ 
paq  Computer  Corp.  last  week 
laid  out  plans  to  use  Digital’s 
impressive  service  force  to  shore 
up  Compaq’s  traditionally  weak 
customer  support. 

After  Digital  shareholders 
approved  the  $9.1  billion  deal, 
Compaq  CEO  Eckhard  Pfeiffer 
said  his  company  also  planned 


and  availability. 

Toward  the  goal  of  network 
and  systems  integration,  Com¬ 
paq  will  set  up  an  outsourcing 
program  for  customers  called 
Euture  Sourcing,  with  projec¬ 
tions  for  that  business  to  grow 
30%  per  year.  In  addition, 
Compaq  this  week  will  intro¬ 
duce  Active  Answers,  hard¬ 
ware/  software  packages  de¬ 
signed  to  solve  common  enter- 


spiite|he  scene 

The  merger  of  ■*  ■' 

Compaq  and 
Digital  was 
approved  by 
shareholders 
last  week.  A 
day  before 
the  vote, 
it  was 
announced 
that  the  StUl 
Digital  ' 

CEO  would 
play 
s  at 


to  do  the  following: 

•  Rally  around  Digital  Unix 
and  migrate  away  from  other 
Unix  flavors  Compaq  currently 
supports,  including  those  from 
The  Santa  Cruz  Operation,  Inc. 
and  Tandem  Computers,  Inc. 

•  Use  the  Digital  Alpha  chip 
in  its  high-end  64-bit  servers 
rather  than  wait  for  the  Merced 
chip  being  developed  by  Intel 
Corp. 

•  Lay  off  2,000  of  its  own 
employees,  in  addition  to  the 
15,000  the  company  announced 
it  would  cut  from  Digital. 

In  setting  direction  for  the 
post-merger  Compaq,  the  com¬ 
pany  said  it  wants  to  be  No.  1  in 
industry  services.  “They  have 
had  a  fairly  weak  service  com¬ 
ponent,  and  this  acquisition  is 
heavily  weighted  in  that  direc¬ 
tion.  I  think  they  bought  Digital 
more  for  its  service  force  than 
anything  else,”  said  Virginia 
Brooks,  an  analyst  with  Aber¬ 
deen  Group,  Inc.  in  Boston. 

Compaq  said  it  has  the  num¬ 
bers  to  back  up  its  fighting  ser¬ 
vice  words.  The  company  now 
has  25,000  service  professionals 
in  1 14  countries,  including  3,000 
Unix  specialists,  2,000  Microsoft 
engineers  and  12,000  Microsoft 
professionals.  Compaq  will  have 
three  key  areas  of  focus:  network 
and  systems  integration,  opera¬ 
tions  management,  and  support 


prise  net¬ 
working  problems.  A 
library  of  Active  Answer  pack¬ 
ages  will  be  available  to  cus¬ 
tomers  via  a  Compaq  extranet. 

MTiile  it  wants  to  build  closer 
ties  to  customers,  Compaq  said 
it  also  wants  to  build  closer  ties 
between  Unix  and  NT.  The 
company  plans  to  do  that  with 
middleware  that  will  let  the  two 
talk  to  each  other,  and  with  the 
development  of  an  “NT-friendly 
Unix.” 

Compaq  wants  to  make  NT 
friendlier  to  enterprise  man¬ 
agers.  The  company  said  it  will 
pull  pieces  from  some  operat¬ 
ing  systems  Compaq  has  inher¬ 


ited,  such  as  Open  \'1VIS,  and 
move  them  into  NT  to  make 
the  Microsoft  Corp.  operating 
system  more  suitable  for  run¬ 
ning  an  enterpri.se.  “NT  doesn’t 
have  full-blown  enterprise  capa¬ 
bility  yet.  I  think  they  are  trying 
to  address  that,”  Brooks  said. 

Beyond  announcing  product 
directions,  the  company  set  five 
business  goals:  be  No.  1  in  cus¬ 
tomer  satisfaction;  give  channel 
partners  the  ability  to  deliver 
broader  services;  attract  the  best 
talent;  expand  Compaq’s 
share  of  messag¬ 
ing  and  other 
high-growth  mar¬ 
kets,  including  NT 
and  ISP  sales;  and 
become  a  $50  bil¬ 
lion  IT  service  pro¬ 
vider  by  2000.  Com¬ 
paq  also  wants  to  be 
No.  1  in  primarv'  and 
secondary  network 
storage  and  plans  to 
give  a  higher  percentage 
of  its  research  and  devel¬ 
opment  resources  to  stor¬ 
age  than  to  other  areas. 
Compaq  also  added  a  lit- 
de  dazzle  to  its  image  with  a 
new  logo. 

The  Digital  deal,  in  die 
works  since  Januarv’,  closed  last 
Thursday  after  Digital  share¬ 
holders  voted  in  favor  of  it. 

The  combined  company 
will  maintain  three  campuses: 
Cupertino,  Calif,  for  high-end 
Tandem  gear,  Houston  for  mid¬ 
range  Compaq  hardware,  and 
Maynard,  Mass,  for  its  worldwide 
service  center. 

Digital  CEO,  Chairman  and 
President  Robert  Palmer  an¬ 
nounced  his  resignation  one  day 
before  the  vote.  Palmer  report¬ 
edly  received  a  severance  pack¬ 
age  of  $6  million.  ■ 


For  the  answer  to 
this  week’s  question  and  more 
net  trivia,  visit  Network  Worid  Fusion  and 
enter  2349  in  the  DocFinder  box. 

Ws  week 's  guestion: 

Which  company  is  using  the  code  name 
“Platinum”  for  its  next  e-mail  product  release? 


umw.nwfusioH.eom 
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Feds  buck  own  crypto  policies 


Ellen  Messmer 

Washington,  D.C. 

The  federal  government  has 
long  been  dictating  encr)'p- 
tion  standards  that  agencies, 
and  sometimes  corporations, 
must  use. 

But  according  to  critics,  many 
agencies  of  the  U.S.  government 
are  failing  to  follow  these  basic 
crypto  guidelines.  Some  simply 
ignore  government  digital  signa¬ 
ture  and  key-recovery  mandates, 
critics  charge.  Others  seek  per¬ 
mission  to  avoid  the  guidelines. 

To  get  around  using  a  partic¬ 
ular  encryption  standard,  an 
agency  has  to  write  up  a  study 
to  convince  its  own  chief  infor¬ 
mation  officer  (CIO)  to  grant  a 
waiver,  an  act  that  could  create 
a  backlash  from  the  White 
House  or  Congress. 


By  Tim  Greene 

New  York 

Bell  Atlantic  is  forging  ahead 
with  building  a  new  long¬ 
distance  network,  even  though 
federal  regulations  currently 
forbid  the  company  from  sell¬ 
ing  long-haul  services  over  it. 

The  company  last  week  said 
it  will  spend  |200  million  over 
the  next  four  years  to  install 


For  instance,  the  Social 
Security  Administration  (SSA) 
last  week  went  public  with  its 
wish  not  to  have  to  buy  products 
conforming  to  the  Digital  Sig¬ 
nature  Standard 
(DSS),  officially 
known  as  Federal 
Information  Pro¬ 
cessing  Standard 
(FIPS)  186.  SSA 
CIO  John  Dyer 
argued  that  “com¬ 
pliance  with  the 
FIPS  would  ad¬ 
versely  affect  the 
accomplishment  of 
the  mission  of  the 
SSA,”  and  that  it 
was  hard  to  find  commercial 
products  with  DSS. 

The  SSA  became  the  third 
agency  to  give  itself  a  waiver  for 


petitors,  according  to  Robert 
Rosenberg,  president  of  Insight 
Research  Corp.,  a  Parsippany, 
N.J.,  telecommunications  mar¬ 
ket  research  firm. 

About  one-third  of  long¬ 
distance  costs  come  from  an 
access  fee  long-distance  carriers 
pay  to  local  phone  companies 
for  completing  calls.  If  Bell 
Atlantic  ran  its  own  long-haul 


DSS.  The  Department  of 
Agriculture  and  the  Environ¬ 
mental  Protection  Agency  have 
already  done  the  same.  This  has 
all  been  cause  for  rejoicing  at 
RSA  Data  Security, 
Inc.,  whose  encryption 
technology  is  widely 
used  for  digital  signing 
in  products  such  as 
Lotus  Notes.  Most 
RSA-based  products  do 
not  support  FIPS  186. 

With  some  glee, 
RSA’s  president  Jim 
Bidzos  last  week  set 
out  to  expose  agencies 
that  continue  to  use 
and  buy  RSA-based 
products  without  getting  an  offi¬ 
cial  waiver.  This  long  list  not 
only  includes  the  General 
Services  Administration  and  the 
Veterans  Administration,  but 
agencies  such  as  the  National 
Security  Agency,  Federal  Bureau 
of  Investigation  and  the  Central 
Intelligence  Agency,  which  were 
the  main  backers  of  DSS  in  the 
first  place. 

Others  violating  federal  pro¬ 
curement  rules  include  the 
National  Library  of  Medicine, 
NASA,  the  U.S.  Postal  Service 
and  the  Executive  Office  of  the 
President,  critics  charge. 

Key  recovery  —  also  known 
as  key  escrow  in  some  circles  — 
was  also  raked  over  the  coals 
last  week. 

The  White  House  has  directed 


BELt  ArUNnC  SIARTS  ITS  LONG-DISTANCE  DRIVE 


RBOC  builds  long-distance  net 


RSA's  Bidzos  stirs  the 
encryption  pot. 


agencies  to  buy  software  prod¬ 
ucts  that  will  give  law  enforce¬ 
ment  a  way  to  look  at  the  plain 
text  of  the  user’s  encrypted  data 
without  the  user  knowing.  The 
software  industry  is  strongly 
opposed  to  mandatory  key 
escrow  because  it  will  involve  a 
mammoth  redesign  of  products. 

A  contingency  of  software 
executives,  including  Microsoft 
CEO  Bill  Gates,  last  week  held  a 
closed-doors  meeting  with  U.S. 
Department  of  Justice  head 
Janet  Reno  and  FBI  Director 
Louis  Freeh  on  the  matter.  In 
addition,  the  Business  Software 
Alliance,  a  software  trade 
group,  released  a  report  detail¬ 
ing  the  high  costs  for  corpora¬ 
tions  to  adopt  mandatory  key- 
escrow  systems  (see  graphic). 

While  nothing  concrete 
seemed  to  come  out  of  the 
meeting  with  the  government 
officials,  the  software 
executives  were  able  to 
air  their  frustrations. 

“Having  all  of  us 
deliver  breakable  en¬ 
cryption  means  there 
won’t  be  privacy  of  med¬ 
ical  and  financial  infor¬ 
mation,”  argued  Gates. 
Corporations  do  want  to 
manage  their  own  key- 
recovery  systems,  but 
their  demand  is  very  dif¬ 
ferent  from  what  the 
government  wants  in 
terms  of  a  back  door. 
Customers  want  keys 
stored  in  their  corpo¬ 
rate  directory. 

The  U.S.  Depart¬ 


ment  of  Commerce,  which 
approves  products  with  encryp¬ 
tion  for  export,  also  weighed 
in  on  the  issue  at  a  conference 
hosted  by  the  Electronic 
Privacy  Information  Center 
held  here  last  week. 

The  Department  of  Com¬ 
merce’s  Bill  Reinsch,  undersec¬ 
retary  for  export  controls,  said 
he  planned  to  make  his  agency 
staff  buy  key-recovery  systems  — 
even  though  they  really  didn’t 
want  to.  “A  number  of  our 
licensing  people  said  we  don’t 
need  to  buy  key-recovery  fea¬ 
tures  —  it’s  not  viable,”  said 
Reinsch.  But  for  the  Depart¬ 
ment  of  Commerce,  which  has 
been  in  the  center  of  the  key- 
escrow  debate  due  to  its  role  in 
reviewing  vendors’  product 
plans,  it  would  be  politically 
embarrassing  not  to  use  key 
recovery,  Reinsch  admitted.  ■ 


The  key  costs  of  escrow 


A  government-imposed  scheme  for  the 
“escrowing”  of  keys  with  approved  third- 
party  services  would  carry  the  following 
costs: 

$7.7  billion  per  year  and  $38.5  billion 
over  five  years  as  corporations  and 
consumers  that  use  encryption  buy 
new  software. 

M  Three  million  businesses  would  spend 
a  combined  total  of  $112  million  each 
year  just  choosing  a  government- 
approved  key-escrow  agent  to  hold 
their  encryption  keys  and  would  pay 
another  $4.2  billion  to  set  up  and 
maintain  agreements  with  service 
providers. 


The  RBOC  plans  to  spend  about  $200  million  on  the  first  phase  of  its 
voice  and  data  long-distance  network.  Here’s  how  the  net  will  be  designed: 


Philadelphia 
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Boston 


New  York 


Fiber-optic 
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primarily 

leased 

from  other 

carriers. 


ATM  and  Synchronous  Optical 
Network  (SONET)  hardw'are 
for  the  network,  which  will 
support  services  in  Boston, 
New  York,  Philadelphia  and 
Washington,  D.C. 

If  the  carrier  is  allowed  to  go 
ahead  with  its  service  plans. 
Bell  Atlantic’s  cost  for  deliver¬ 
ing  long  distance  could  be 
much  less  than  that  of  its  corn- 


operation,  the  company  would 
not  have  to  pay  those  fees. 

William  Homa,  network  man¬ 
ager  for  supermarket  chain 
Hannaford  Bros.  Co.  in 
Scarborough,  Maine,  .said  he 
hopes  Bell  Atlantic’s  long-haul 
ATM  prices  would  be  low 
enough  for  Hannaford  to  afford 
extending  its  ATM  network  to 
stores  outside  of  Maine.  ■ 


Cabletron  buys  its  way  into  xDSL 

Company  acquires  two  firms  for  $38  million. 


By  Jim  Duffy 

Rochester,  N.H. 

Cabletron  Systems,  Inc.  last 
week  entered  the  broadband 
remote  access  market  by 
announcing  it  would  acquire 
FlowPoint  Corp.  and  Ariel 
Corp.’s  Communications  Sys¬ 
tems  Group  for  a  combined 
sum  of  $58.5  million. 

Ariel  develops  end-to-end 
asymmetric  digital  subscriber 
line  (ADSL)-to-ATM  systems, 
which  give  PC  users  high-speed 
access  to  the  Internet,  corporate 
intranets  and  online  services. 
Ariel’s  Horizon  II  is  a  carrier- 
class  xDSL  Access  Multiplexer 
for  high-density  DSL  central 
office  concentration. 

FlowPoint  makes  customer 
premise  xDSL  and  ISDN  Inter¬ 
net  and  intranet  access  routers 
for  businesses  and  home  offices. 


With  the  acquisitions,  Cable¬ 
tron  is  attempting  to  tap  a  mar¬ 
ket  that  is  expected  to  grow 
from  $95  million  in  1998  to  $1.6 
billion  by  2001,  according  to 
International  Data  Corp.  in 
Framingham,  Mass.  The  market 
is  being  fueled  by  customer 
demand  for  bandwidth  to 
accommodate  Internet-powered 
applications  such  as  those  for 
electronic  commerce,  distance 
learning,  graphics-heavy  Web 
sites,  telecommuting,  telemedi¬ 
cine,  and  integrated  voice,  video 
and  data  seiwices. 

DSL  can  support  bandwidths 
up  to  8M  bit/sec  using  the 
existing  telephone  infrastruc¬ 
ture  and  can  offload  data  trans¬ 
mission  from  the  public 
switched  telephone  network, 
according  to  Cabletron. 

Cabletron  competitors  Bay 


Networks,  Inc.,  Cisco  Systems, 
Inc.  and  3Com  Corp.  are  aggres¬ 
sively  moving  into  the  DSL  mar¬ 
ket  as  well.  Cisco  recently  an¬ 
nounced  eight  new  DSL  prod¬ 
ucts  for  customer  premises  and 
service  providers  that  leverage 
the  company’s  acquisition  of 
NetSpeed,  Inc.  Cisco  also  ac¬ 
quired  the  Dagaz  unit  of 
Integrated  Network  Corp.  for 
international  DSL  requirements 
but  has  yet  to  show  a  product 
from  that  purchase. 

Bay  resells  Paradyne  Corp.’s 
HotWire  rate-adaptive  DSL, 
high-bit-rate  DSL  and  symmet¬ 
ric  DSL  products  for  the  cus¬ 
tomer  premises  and  central 
office.  And  3Com  offers  DSL 
modems  and  concentrators  for 
Ethernet  and  ATM  netrvorks. 

Under  terms  of  the  agree¬ 
ments,  Cabletron  will  acquire 
FlowPoint  for  $25  million  in 
cash  or  stock,  (iabletron  will 
acquire  Ariel’s  Communica¬ 
tions  Systems  Croup  for  $33.5 
million  in  cash.  ■ 
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Microsoft  creates  mini-industry  for  terminals 


By  John  Cox 

New  York 

Microsoft  Corp.  this  week  will  release 
its  Windows  terminal  software  at  PC 
Expo  here,  and  in  the  process  launch  a 
mini-industry  supported  by  an  array  of 
terminal,  server,  applications  and  utili¬ 
ties  vendors. 

Microsoft  is  also  expected  to  reveal 
the  price  of  its  long-awaited  NT  4.0 
Terminal  Server  Edition 
(TSE).  According  to  sever¬ 
al  sources,  Microsoft  plans 
to  charge  $1,129  for  a  10- 
user  TSE  server  license. 

Customers  must  also  buy  a 
standard  NT  Workstation 
4.0  license  and  a  Client 
Access  License  for  each 
device  accessing  the  server,  which  to¬ 
gether  would  add  up  to  about  $200  per 
client. 

Experts  believe  most  users  will  also 
want  to  add  MetaFrame  software  from 
Microsoft  partner  Citrix  Systems,  Inc. 
MetaFrame  clusters  servers,  boosts  WAN 
performance,  and  supplies  administra¬ 
tion  tools.  Sources  expect  Citrix  to 
charge  $4,995  for  MetaFrame. 

Larger  users  probably  won’t  be 
deterred  by  Microsoft’s  pricing.  But 
smaller  customers  may  find  TSE’s  price 
painful  if  they’re  using  Citrix’s  Win- 
Frame,  which  comes  with  a  concurrent- 
user,  rather  than  Microsoft’s  per-user, 
license. 

“My  large  customers  just  blink  and 
say,  ‘So  what?’  ”  said  Bill  Botti,  president 
of  Computer  Networks,  Inc.,  a 


Terminal  leader  pushes  new  Wyse  choice. 


Pleasanton,  Calif.,  systems  integrator 
and  WinFrame  reseller.  “The  little  guys 
are  totally  up  in  arms  because  it  costs 
more  than  Citrix’s  concurrent-user  pric¬ 
ing,”  Botti  said.  “But  if  you  have  to  run 
NT  4.0  applications,  youjust  have  to  bite 
the  bullet  and  pay  Microsoft.” 

At  PC  Expo,  terminal  stalwarts  will  be 
showcasing  the  new  generation  of 
Windows-based  terminals,  which  run  a 
stripped-down  version  of  the  Windows 
CE  operating  system  and  use  Microsoft’s 
Remote  Desktop  Protocol  to  access 
applications  running  on  the  TSE  server. 

Wyse  Technology,  for  example,  will 
unveil  the  Winterm  3000  line,  with  vari¬ 
ously  sized  color  monitors,  ranging  in 
price  from  $799  to  $1,289.  Boundless 


Technologies,  Inc.,  Network  Computing 
Devices,  Inc.  and  Tektronix,  Inc.  will  show 
similar  devices,  most  of  which  will  also 
support  Citrix’s  Independent  Computing 
Architecture  protocol,  which  offers  better 


performance  in  WAN  settings. 

Motorola  Corp.  will  unveil  a  reference 
design  for  a  mobile  Windows  terminal. 
Computer  builders  will  be  able  to  license 
the  design  to  speed  development  of  this 


class  of  device. 

These  and  an  array  of  other  vendors 
will  be  showing  their  wares  at  the 
Microsoft  Partners  Pavillion  at  the  Jacob 
Javits  Convention  Center.® 


The  one  server  to  buy  when 
you’re  buying  more  than  one. 


Four  Pentium®  233MMX 
utility  servers  with  256MB 
RAM  and  two  3.5"  drive 
bays 

10/100  switching  smart 
hub 

12"  color  TFT  LCD  pop¬ 
up  display  with  keyboard 
and  mouse 

Server  with  Dual  Pentium® 

Pro  200  CPU,  256MB 
RAM,  CD-ROM,  and  three 
3.5"  drive  bays 

Server  with  Pentium®  Pro 
200  CPU,  256MB  RAM, 
CD-ROM,  and  three  3.5" 
drive  bays 

Server  with  Pentium®  II 
333  CPU,  512MB  RAM, 
and  five  3.5"  drive  bays 

See  us  at  PC  Expo,  Booth  #622 


Pre-wired  19"  x  84"  relay 
rack  with  power  bus. 
Racks,  servers,  and 
accessories  customized  to 
fit  your  needs 

Fibre  Channel  or  SCSI 
external  storage  and  RAID 
systems  with  up  to  72GB 
of  storage  per  8  drive  array 

CD-ROM  tower  with 
network  server  and  hub 

Video/keyboard/mouse 
switch  with  on-screen 
controls 

100%  cluster/failover 
security  with  Vinca® 
StandbyServer  failover 
software  for  Windows  NT® 
and  Novell®  (three  servers 
for  one-to-one  backup) 

Software-controlled  UPS 


Crystal  high- density  rackmount  servers. 


For  nearly  a  decade.  Crystal  Group  Inc.  has  been  providing  space-saving,  high  reliability  computers/servers 
to  the  communications  industry  worldwide.  Crystal’s  rackmount  servers  are  available  with  multiple  FIDE  or 
SCSI  hard  drives,  CD-ROM,  AC  or  DC  power  and  industrial  level  cooling.  Our  industry  standard  PICMG  2.0 
PC-compatible  ISA/PCl  architecture  allows  the  latest  in  processing  technology  from  Intel,  Cyrix  and  AMD. 
On-board  system  monitoring  and  alarm  capabilities  are  available  along  with  a  complete  line  of  rack  mounted 
accessories  like  Fibre  Channel  storage  and  cluster/failover  backup  systems.  No  matter  how  many  servers  you 
need,  let  Crystal  Group  build  a  rack  system  for  you.  Crystal  Group  Inc.  Doing  things  no  one  else  can. 


1  -800-378- 1 636  http://crystalpc.com 
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Novell  and  Netware  are  registered  trademarks  of  Novell,  Inc 


Windows  NT  is  a  registered  trademark  of  Microsoft  Corporation  •  Pentium  is  a  registered  trademark  of  Intel  Corpc'iation  •  Vinca  ts  a  registered  trademark  of  Vinca  Corporation 
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News 


Net  Associates  CEO  continues  to  reinvent  firm 


Network  Associ¬ 
ates,  Inc.’s  plan  to 
buy  antivirus  soft¬ 
ware  rival  Dr. 
Solomon’s  Group  pic  for  about 
S640  million  represents  just  the 
latest  in  a  string  of  acquisitions 
by  the  aggressive  software  com¬ 
pany,  itself  the  product  of  a 
blockbuster  merger  consum¬ 
mated  in  December  between 
McAfee  Associates  and  Network 
General  (>orp. 

Network  Associates  Chair¬ 
man  and  C>EO  Bill  Larson  last 
week  spoke  with  Netxuork  World 
Senior  Editor  Andy  Eddy  about 
the  thinking  behind  the  compa¬ 
ny’s  acquisition  binge  and  prod¬ 
uct  strategy. 

What’s  going  on  with  all  these 
acquisitions? 

What  we  did  this  year  in 
restructuring  the  company  is 
use  our  balance  sheet  to 


acquire  great  products  and 
engineering  teams  that  enable 
us  to  have  the  broadest  range  of 
best-of-breed  products,  and 
[redefine]  the  minimum 
requirements  of  what  it  takes  to 
do  business  in  the  network- 
security  market. 

In  light  of  the  handful  of 
acquisitions  Network  Associates 


has  announced  this  year,  how 
would  you  describe  the  com¬ 
pany’s  focus? 

It’s  security  and  manage¬ 
ment.  We  intend  to  be  leader  in 
distributed  .systems  manage¬ 
ment  as  the  market  shifts  from 
enterprise  operating  environ¬ 
ments  being  predominantly 
Unix  to  Windows  NT.  We’re 
going  to  ride  the  Windows  NT 
wave  in  to  the  enterprise,  lever¬ 
aging  the  fact  that  NT  has  vul¬ 
nerabilities  or  limited  capabili¬ 
ties  in  security  and  in  its  man¬ 
ageability. 

What’s  your  strategy  for  com¬ 
peting  against  the  likes  of 
Computer  Associates  Inter¬ 
national,  Inc.  and  Tivoli 
Systems,  Inc.? 

With  this  latest  transaction, 
we’ve  increased  our  installed 
ba.se  by  20%  to  25%,  to  well  in 
excess  of  50  million  desktops. 


We  have  a  great  opportunity  to 
use  our  Virus  Scan  and  Dr. 
Solomon’s  Anti-Virus  Toolkit 
installed  bases  on  the  desktop 
to  embed  agent  technology  for 
software  distribution,  authenti¬ 
cation,  sniffing  and  network- 
performance  monitoring  and 
have  these  agents  link  back  to 
our  Net  Tools  console. 

The  high  ground  is,  he  who 
owns  the  desktop  will  own  the 
next  generation  of  systems 
management.  [CA  and  Tivoli] 
are  really  server-to-server  com¬ 
panies. 

The  characters  in  Network 
Associates’  “Who’s  Watching 
Your  Network”  series  of  print 
and  TV  ads  have  been  some¬ 
what  striking:  a  pierced  and  tat¬ 
tooed  “cracker”  and  a  disgrim- 
tled  janitor,  among  them.  How 
does  this  ad  campaign  speak  to 
the  company’s  attitude? 

We’re  a  young,  aggressive 


company  out  to  change  the  par¬ 
adigm,  and  we’re  changing  the 
economics  regarding  minimum 
product  requirements  needed 
to  compete  in  this  market. 

Clearly  you’ve  seen  compa¬ 
nies  like  Check  Point 
[Software  Technologies,  Ltd.] 
and  Security  Dynamics 
[Technologies,  Inc.]  face 
issues.  Check  Point  only  grew 
4%  sequentially  on  a  $30  mil¬ 
lion  revenue  base,  while  we 
grew  9%  on  $188  million. 

The  reason  for  that  is  we’ve 
delayed  [customer]  purchases 
of  Check  Point  firewalls 
because  we’re  offering  a  superi¬ 
or-value  proposition  in  total 
network  security. 

For  the  price  of  a  Check 
Point  firewall,  I’ll  give  you  cer¬ 
tificate  authority  and  encryp¬ 
tion  [technology  too]. 

Our  firewall  is  the  one  used 
by  the  CIA,  and  the  package 
includes  three  kinds  of  intru¬ 
sion  detection. 

You’ll  see  a  lot  of  people 
imitating  our  ads  over  the  next 
couple  of  years.  ■ 


Net  Associates  calls  on  Dr.  Solomon’s  in  $640m  deal 


OpenRoute  preps  router  add-ons 


By  Nancy  Well 

Santa  Clara,  Calif. 

etwork  A.ssociates,  Inc.  last  week 
announced  plans  to  buy  rival 
antivirus  .software  vendor  Dr. 
Solomon’s  Group  pic  for  about  $640 
million,  a  move  that  further  consoli¬ 
dates  the  number  of  competitors  in  the  net¬ 
work  security  market. 

Mergers  and  acquisitions  have  drastically 
changed  the  face  of  the  security  market  over 
the  past  year,  and  Network  As.sociates  has 
been  leading  the  way.  The  company,  itsell' 
the  product  of  a  blockbuster  merger 
between  McAfee  Associates  and  Network 
General  Corp.  late  last  year,  has  already 
announced  a  handful  of  acquisitions  this 
year,  mostly  involving  .security  product  com¬ 
panies  (see  graphic). 

Network  A.ss(jciate.s  offi¬ 
cials  .said  I  he  comj)any  is 
stockpiling  .security  soft¬ 
ware  companies  to  offer 
customers  more  complete 
product  jtackages  at 
aggressive  prices. 

.Soon  alter  this  latest 
ac(|ui.sition  is  complete. 

Dr.  Solomon’s  Anti-Vims 
Toolkit  will  be  avtiilable 
with  Network  Associates’ 
entei  |)ri.se  sec  urity  suites, 
the  'Total  Vims  Defiuise 
.Suite  and  Net  Tools 
.Secure. 

“Me  won’t  be  talking  in 
a  yea  I  from  now  about  the 
aiitivims  market  or  the 
emiyption  market  or  the 


firewall  markets,”  said  Bill  Larson,  chairman 
and  GEO  for  Network  Associates,  which  post¬ 
ed  revenue  of  more  than  $600  million  last 
year.  Increasingly,  integrated  .security  software 
packages  will  be  offered,  he  said. 

One  analyst  .said  the  acquisition  should 
benefit  asers. 

“A  lot  of  IS  managers  deploy  more  than 
one  antivirus  package,”  said  Jim  Balderston, 
an  industry  analyst  at  Zona  Research,  Inc.  in 
Redwood  City,  Calif.  “If  an  anti-virus  package 
is  Just  a  database  of  known  pathogens,  you’ll 
feel  more  secure  if  you  have  two  databases 
that’ll  provide  overlapping  coverage.” 

Weil  is  a  correspondent  for  IDG  Nexos  Service’s 
Boston  bureau.  Network  World  Senior  Editor 
Andy  Eddy  contributed,  to  this  article. 


Acquisition  action 


Network  Associates  was  formed  In  December  as  a  result  of  a  $1.3  billion 
merger  between  Network  General  and  McAfee  Associates.  Since  then, 
Network  Associates  has  been  on  a  spending  spree. 

December ’97;  r  February '98: 

Acquires  encryption  company  Pretty  Announces  acquisition  of  Trusted 

Good  Privacy  for  about  $36  million.  Information  Systems,  a  firewall 

vendor,  for  about  $300  million. 


March  '98 


Airs  plan  to  buy 
help  desk  product 
vendor  Magic 
Solutions  for  about 
$110  million. 


May '98: - 

Agrees  to  buy  Secure  Networks, 
a  vendor  of  network  security 
auditing  and  other  tools;  terms 
of  the  deal  were  not  disclosed. 


June  '98: 

Announces 
intention  to  buy  Dr. 
Solomon's  Group, 
a  maker  of  antivirus 
products,  for  about 
$640  million. 


By  Jim  Duffy 

Westboro,  Mass. 

OpenRoute  Networks,  Inc., 
known  as  Proteon,  Inc.  for  the 
past  25  years,  this  week  will 
unveil  several  modules  for  its 
remote  access  router. 

The  new  options  for  Open- 
Route’s  GTX  1000  router  enable 
users  to  support  an  additional 
LAN,  as  well  as  a  wider  variety  of 
WAN  links,  company  officials 
said.  The  modules  also  open  up 
new  applications  for  the  GTX 
1000,  such  as  tenant  services, 
which  involve  locating  routers  in 
the  ba.sement  of  an  office  build¬ 
ing  to  provide  ’Net  access  and 
virtual  private  network  (VPN) 
services  to  each  tenant  in  that 
birilding. 

With  a  legticy  in  token-ring 
networ  k  interface  cards  —  lurbs 
and  r'oirters  when  it  was  known 
as  Proteon  —  OpenRoute  is  now 
focitsingon  remote  attd  Internet 
access  for  small  and  mid-size 
corrt|)anies. 

The  GTX  1000  base  irnit 
comes  with  an  integral  Ethernet 
port  and  three  skrts  for  W.\N 
inter  laces.  The  seven  new  rnod- 
irles  for  the  GTX  1000  inchrde: 
lOBase-'T;  56K  bit/.sec  rrrodern; 
5()K/61K.  DSl'/(TSU:  T-l /frac¬ 
tional  T-1  DSiyOSU;  E-l/fr-ae- 
tional  E-1  D.SU/G.Sl>;  and  ISDN 
U  attd  S/'T  Basic  Rate  Interface 
cards  with  sirpport  for  analog 
voice  and  lax.  ^^'ith  the  new 


modules,  OpenRoute  now 
claims  it  can  offer  a  router  that 
supports  dual  LAN  and  WAN 
interfaces  for  about  $1,400, 
excluding  software. 

Cisco  Systems,  Inc.,  mean¬ 
while,  offers  a  dual  LAN,  single 
WAN  router  —  the  Cisco  1605 
—  for  about  $1,500. 

“The  dual  Ethernet  was  one 
we  were  beating  [OpenRoute] 
up  on  for  awhile,”  said  Marc 
Erans,  chief  technical  officer  at 
network  integrator  The  Destek 
Networking  Group,  Inc.  in 
Nashua,  N.H.  “From  a  fire¬ 
walling  or  multitenant  situation, 
it’s  a  r  eal  win.  Most  other  routers 
are  much  higher  end  pricewise.” 

OpenRoute  also  announced  a 
new  vei'sion  of  its  routing  soft¬ 
ware  that  r\ill  inn  on  tire  GTX 
1000.  Release  3.2  includes  sup- 
port  for  Dynamic  Host 
Configuration  Protocol  clients 
and  seivers,  which  lets  users 
automate  the  assignment  of  IP 
addresses  and  subnet  masks, 
OpenRoute  said.  Version  3.2 
also  supports  the  point-to-point 
protocol  over  frame  relav,  point- 
to-multipoint  multicasting  and 
dial-on-demand  \’PNs. 

The  base  GTX  1000  costs 
$1,195.  The  modules  are  priced 
from  $195  to  $795.  Sofnvare 
costs  $49  to  $799,  depending  on 
feature  set. 

'C*  OpenRoute:  (508)  898- 
2800 
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c  y  b  e  f  s  pace,  no  one  con  hear  you  scream 


WHfCH  le  WHY  YOU  NEED  MCAFEE®  TDTAL  S  ERVICE  D  ESK FROM  NETWORK  ASSOCIATES:*'  NO  OTH 


ER  HELR  DESK  IS  BETTER  AT 


OPENING  THE  UINES  OF  COMMUNICATION  BETWEEN  THE  IS  TEAM  AND  EVERYONE  ELSE.  AND  NOW  THAT  WE’VE  TEAMED  UP  WITH  MAGIC 
Solutions®  Network  Associates  is  the  undisputed  help  desk  leader  for  NT.  More  than  ever,  McAfee  Total 

network 


ServiceDesk  is  the  choice  for  peo 


PLE  WHO  WANT  TO  RAISE  END  USER  PRODUCTIVITY, 


VOICES.  CALL  1  -SOa-3  3  Z-S  g  6  6  ,  DEPT.  aZ39,  OR  VISIT  W  W  W  .  N  A I  .  C  O  M  /  M  K/F  .  A  S  P 


s 


ASSOCIATES 

Who’s  watching  your  network 


SSSSS"  ©1998  Itawwktesiicimes  tat 


Are  you  planning  to  move  your  messaging 
onto  a  single  platform? 

Put  down  that  crowbar  and  let’s  talk. 


01998  Microsoft  Corporation.  All  nghts  reserved.  Mrcrosoft  Outlook.  Where  do  you  want  to  go  today?  and  Windov^  NT  are  either  registered  trademarks  or  trademarks  of  Microsoft  Corporation  In  the  United  States  and/or  other  countries. 
Other  product  and  company  names  mentioned  herein  may  be  d»e  trademarks  of  their  respective  owners. 


Unify. 


There  are  a  lot  of  solid  arguments  for  putting  everyone  and  everything  onto  one  messaging  platform.  A  com¬ 
pany  can’t  communicate  when  its  e-mail  systems  spew  gibberish  at  each  other.  A  lot  of  older  systems  only 
know  how  to  send  e-mail.  It’s  tough  to  manage  umpteen  different  systems  and  directories.  And  the  sheer 
volume  of  messages  can  slow  e-mail  to  a  drawl.  Unifying  your  messaging  platforms  can  solve  these  problems. 

But  you  know  what  moving  to  a  single  platform  can  mean: 

Alternative  one:  Yank  everything  out  by  the  roots,  data  and  all.  Rebuild  your  entire  communications  infra¬ 
structure.  Spend  a  year  living  in  the  crawl  space.  Your  basic  IT  nightmare. 

Alternative  two:  Microsoft^  Exchange  Server. 

With  Exchange,  you  can  forget  about  starting  from  scratch.  Instead,  think  about  interoperability  and  integra¬ 
tion.  Take  the  messaging  systems  that  got  you  here  and  migrate  your  users  and  data  onto  a  unified  platform. 
You  can  do  it  right  now. 

Microsoft  Exchange  Server  connects  to  the  messaging  and  collaboration  systems  your  company  already  has. 
It  comes  with  built-in  connectors  to  Lotus  Notes,  cc:Mail,  Microsoft  Mail  and  mainframe  messaging.  Wizards 
help  walk  you  through  the  process  of  migrating  your  systems  onto  Exchange.  It  supports  every  standard 
Internet  protocol.  And  Exchange  connects  the  widest  range  of  devices,  from  palmtops  to  high-end  worksta¬ 
tions,  from  16-  and  32-bit  PCs  to  PowerMacs. 

With  Exchange,  you  connect  all  of  your  users,  wherever  they  are,  whether  you  have  80  employees  or  80,000. 
There  is  simply  no  limit,  because  Exchange  has  unlimited  message-store  capabilities.  With  its  tight  integration 
with  Windows  NT®  Server,  Exchange  can  keep  your  critical  communications  running  24/7/365.  And  with  the 
heightened  security  of  Windows  NT,  your  company’s  messages  remain  private. 

Along  with  interoperability  and  integration.  Exchange  cranks  up  every  aspect  of  corporate  communication  and 
collaboration.  It  comes  with  the  Microsoft  Outlook™  98  client,  so  users  and  groups  can  take  control  of  their 
days  with  desktops  full  of  calendaring,  contact  and  task  management  tools.  Exchange  merges  with  Microsoft 
Office,  so  users  can  create  work,  exchange  work,  collaborate  on  work.  And  by  connecting  everyone  and  every¬ 
thing,  Microsoft  Exchange  Server  becomes  the  core  of  your  company’s  Digitai_Nervous_System. 

Microsoft  Exchange  Server  is  the  all-inclusive  platform  that  unifies  your  company’s  messaging.  So  get  every¬ 
one  and  everything  working  on  the  same  page  without  all  the  rubble. 


Where  do  you  want  to  go  today?® 


Micn}soft 


www.microsoft.com/6XChange/  evaluation/ 


News 


FTC  sues,  Intel  stands  firm 

Feds  claim  Intel  reneged  on  deals  with  Compaq,  Digital  and  Intergraph. 


By  IDG  News  Service 

As  expected,  the  U.S.  Federal 
Trade  Commission  (FFC)  last 
week  voted  3-1  to  issue  an 
antitrust  complaint  against 
Intel  Corp.,  alleging  that  the 
chip  giant  withheld  vital  tech¬ 
nology  information  from  three 
competing  vendors.  The  FTC 
also  charged  that  Intel  is  using 
its  monopoly  power  to  “cement 
its  dominance  over  the  micro¬ 
processor  market.” 

The  commission  is  asking  for 
a  “notice  of  contemplated 
relief,”  which  would  prevent 
Intel  from  continuing  to  en¬ 
gage  in  the  conduct  described 
in  the  complaint. 

The  government  agency’s 
action  boils  down  to  the  issue  of 
access  to  mformation.  Wlien 
Digital  Equipment  Corp., 
Intergraph  Coiqi.  and  Compaq 
Computer  Corp.  sought  to 
enforce  microprocessor  patents 
they  hold  against  Intel  and  other 
computer  companies  that  buy 
Intel  products,  Intel  retaliated  by 
cutting  off  those  three  vendors 
from  essential  technical  infonna- 
tion.  Intel  also  threatened  to 
stop  supplying  the  three  compa¬ 
nies  with  microprocessors, 
alleged  William  Baer,  director  of 
the  FTC  Bureau  of  Competition. 

Intel  promotes  and  markets  its 
microprocessors  by  giving  cus¬ 


tomers  technical  information 
before  chips  are  released  com¬ 
mercially.  That  wny,  PC  makers 
can  be  ready  to  release  new 
machines  either  at  die  same  time 
that  Intel  releases  new  chips  or 


Intel’s  Barrett  said  he  disagrees  “with  the 
premise  of  the  FTC’s  charge  against  us.  ” 

soon  thereafter.  In  return,  Intel 
customers  are  subject  to  non-dis¬ 
closure  agreements. 

The  arrangement  creates  a 
mutually  beneficial  relationship 
between  Intel  and  computer 
vendors,  but  Intel  has  reneged 
on  these  agreements  as  a  form  of 
retaliation  against  Digital,  Inter¬ 
graph  and  Compaq,  the  FTC 
alleged. 

A  lawsuit  filed  by  workstadon 


maker  Intergraph,  which  alleged 
that  Intel  used  coercive  tacdcs  to 
obtain  free  rights  to  Intergraph’s 
microprocessor  patents,  is  a  key 
to  the  FTC  case.  In  April,  a  fed¬ 
eral  Judge  granted  a  preliminary 
injunction,  ordering 
Intel  to  provide  advance 
product  information 
and  technical  support  to 
Intergraph.  Intergraph 
contends  that  Intel  used 
its  control  of  non-disclo¬ 
sure  information  to 
coerce  Intergraph  into 
giving  up  patent  licens¬ 
es.  Intel  has  appealed 
the  injunction. 

Intel  has  engaged  in 
similar  tactics  with  both 
Digital  and  Compaq, 
Baer  said.  “Intel  sought 
to  deliberately  injure 
these  three  companies,” 
he  added. 

With  Digital,  Intel 
demanded  prototype  informa¬ 
tion  on  Digital’s  Alpha  chip  tech¬ 
nology  and  then  “warned  cus¬ 
tomers  of  Digital  not  to  work 
with  Digital,”  Baer  said. 

In  April,  the  FTC  approved 
Intel’s  acquisition  of  Digital’s 
semiconductor  business,  settling 
a  patent  dispute  between  the 
finns.  But  the  agency  made  the 
approval  contingent  on  Digital 
licensing  Alpha  technology  to 


basic 


Cable  &  Wireless  pipes  up  about  MCI  merger  moves 


By  Denise  Pappalardo 

Cable  &  Wireless  pic  has 
declared  it  will  not  sit  by  quietly 
while  MCI  Communications 
Corp.  negotiates  with  regulators 
to  secure  its  $37  billion  merger 
with  WorldCom,  Inc. 

Cable  &  Wireless  last  week 
filed  a  complaint  with  the  U.S. 
District  Court  for  the  District  of 
Columbia.  Cable  &  Wireless  is 
seeking  an  injunction  that 
would  require  MCI  to  comply 
with  the  agreement  to  sell  part 
of  its  Internet  business  to  Cable 
&:  Wireless  for  $625  million. 

MCI’s  agreement  with  Cable 
&  Wireless  states  that  if  MCI 
must  sell  off  more  of  iLs  Internet 
business  to  gain  European 
Commission  (EC)  and  Depart¬ 
ment  of  Justice  approval  of  its 
merger  with  WorldCom,  then 
Cable  &r  Wireless  gets  first  crack 
at  buying  that  business. 

Fhe  Cable  &  Wireless  com¬ 


plaint  caught  MCI  officials  by 
surprise.  “The  terms  of  MCI’s 
agreement  with  Cable  & 
Wireless  have  not  changed,”  an 
MCI  spokesman  said. 

But  it’s  easy  to  see  why  Cable 
&  Wireless  has  concerns, 
observers  said. 

“MCI  has  a  lot  of  balls  in  the 
air  between  its  deal  with 
WorldCom  and  its  deal  with 
Cable  &:  Wireless,”  said  Dan 
Taylor,  managing  director  of 
telecommunications  at  Aber¬ 
deen  Group,  Inc.,  a  Cam¬ 
bridge,  Mass.,  consulting  firm. 
“[MCI  was]  hoping  that  the 
deal  with  Cable  &  Wireless 
would  get  the  regulators  off 
[MCI’s]  back,  but  it  hasn’t 
worked.  Cable  Sc  Wireless  wants 
to  be  sure  that  if  MCI  is  going 
to  give  up  any  other  Internet 
assets,  they  will  get  first  rights 
of  refusal.” 

MCI  last  month  agreed  to  sell 


part  of  its  Internet  business, 
which  includes  the  carrier’s 
’Net  backbone  and  all  of  its 
wholesale  ISP  customers,  to 
Cable  &  Wireless.  The  deal  was 
made  in  hopes  that  it  would 
clear  the  way  for  WorldCom  and 
MCI  to  merge. 

But  MCI’s  pre-emptive  strike 
has  not  quelled  regulatory  reluc¬ 
tance  to  approve  the  deal.  The 
EC  late  last  week  stated  that  the 
partial  sale  of  MCI’s  Internet 
backbone  to  Cable  &  Wireless 
will  not  clear  the  way  for  the 
MCI/  WorldCom  merger. 

Still,  this  does  not  mean  that 
additional  simple  compromises 
would  not  do  the  trick,  said 
Willy  Fielin,  a  spokesman  for 
the  European  Union  Del¬ 
egation  of  the  EC  in 
Washington,  D.C. 

The  delegation  wants  to 
ensure  that  MCI  will  not  try' 
to  lure  back  its  wholesale 


FTC-approved  chip  makers. 

Only  when  Digital  settled  its 
patent  lawsuit  with  Intel  did  the 
chip  maker  agree  to  again  pro¬ 
vide  technical  information 
about  Intel  microprocessors, 
according  to  the  FTC. 

Intel  fights  on 

Intel  President  and  CEO 
Craig  Barrett  last  week  said  he 
disagreed  with  the  premise  of 
the  FTC  antitrust  complaint,  and 
that  Intel  will  appeal  in  the  U.S 
“federal  court  system  should  the 
FTC  conclude  with  an  adminis¬ 
trative  finding  against  us. 

“We  disagree  with  the  basic 
premise  of  the  FTC’s  charge 
against  us.  We  believe  we  have 
abided  by  all  the  laws,”  Barrett 
added. 

The  point  of  contention,  Intel 
officials  said,  is  whether  Intel  had 
the  right  to  withhold  intellectual 
property  from  companies  that 
were  suing  it  —  namely  Digital, 
Intergraph  and  Compaq.  Intel 
officials  have  acknowledged  that 
their  company  didn’t  share  intel¬ 
lectual  property  during  legal  bat¬ 
tles  with  those  customers. 

As  Intel  understands  it,  under 
U.S.  law  a  company  being  sued 
over  intellectual  property  can 
“assert  its  legal  right  to  intellec¬ 
tual  property  rights”  —  or  with¬ 
hold  intellectual  property  —  as  a 
defense  against  the  attacker, 
Intel  officials  said. 

Thus,  through  its  complaint 
the  FTC  is  trying  to  “assert  a 
new  legal  theory  which  is  not 
supported  by  [the]  antitrust  law 


ISP  customers  in  a  few  years, 
Helin  said. 

The  EC’s  concern  may  lead 
to  a  regulatory  watchdog 
being  assigned  to  oversee  the 
divestiture  of  MCI’s  wholesale 
Internet  business  to  ensure 
that  a  complete  divestiture 
occurs,  he  said. 

But  industry  watchers  said 
MCI  may  have  to  give  up  more, 
such  as  its  residential  Internet 
access  customers. 

None  of  the  parties  involved 
would  comment  on  the  de¬ 
tails  of  the  negotiations  with 
regulators. 

The  EC  has  stated  that  if 
WorldCom  sold  UUNET  Tech¬ 
nologies,  Inc.,  the  carrier’s 
Internet  darling,  the  MCI/ 
WorldCom  merger  would  sail 
through  the  regulatory  approval 
process.  However,  W’orldCom 
doesn’t  consider  this  to  be  a 
serious  option.  ■ 


of  the  U.S.,”  Barrett  .said. 

Intel  officials  also  questioned 
the  overall  validity  of  the  anti¬ 
trust  case,  given  that  Intel  has 
continually  lowered  prices  on  its 
products  and  spurred  the  growth 
of  the  computer  industry.  ■ 
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More  possibilities 
than  you  ever  imagined 
in  a  single  box. 


Consider  the  variety  of  service  alternatives  and  application 
demands  you  face  today.  Wouldn’t  it  be  nice  to  have  a  single 
box  that  lets  you  choose  the  best  service  for  each  application 
and,  at  the  same  time,  saves  you  money?  Now  you  can, 
with  ATLAS. 

ATLAS  is  a  new  integrated  access  system  from  ADTRAN. 
Capable  of  both  dedicated  and  switched  access,  this 
versatile  host-site  platform  consolidates  voice,  data,  and 
video  onto  a  single  digital  circuit  -  lowering  monthly 
payouts,  optimizing  your  pipeline  and  reducing  network 
management  to  its  simplest  form.  And  it’s  available  for  a 
fraction  of  what  most  alternatives  cost. 

ATLAS.  It’s  the  only  network  access  solution  that  covers 
the  spectrum. 

CALL  800  9ADTRAN  (800  923-8726)  FOR  A  FREE  BROCHURE. 

www.adtran.com/atlas 
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ATLAS  800 

The  new  integrated  access 
system  from  ADTRAN 
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Local  Networks 

Covering:  LAN  Hubs  •  Switches  and  Management  •  Operating  Systems  •  Servers»Thin  Clients 


Briefs 


■  The  Desktop 
Management  Task 
Foree  (DMTF|  has  offi¬ 
cially  taken  over  ownership  of 
the  WBEM  initiative,  an  effort 
to  establish  Web-based  manage¬ 
ment  standards. 

WBEM  standards  will  be 
developed  across  various  DMTF 
working  groups. 


Tb  access  a  list  of  frequently 
asked  questions  about  the 
DMTF’s  role  overseeing  WBEM, 
visit  the  consortium’s  Web  site  at 
wunv.dmtf.org. 

The  WBEM  effort  was 
launched  by  BMC  Software,  Inc., 
Cisco  Systems,  Inc.,  Compaq 
Computer  Corp.,  Intel  Corp.  and 
Microsoft  Corp. 

The  DMTF,  founded  in  1992, 
is  a  consortium  focused  on 
establishing  PC  management 
standards. 

®  DMTF:  (503)  225-0725 

■  3Com  Corp.  has  dis¬ 
closed  plans  for  adding 
policy-based  net¬ 
work  technology 

across  its  product  lines. 

In  the  third  quarter,  the  com¬ 
pany  unll  add  Lightweight 
Directory  Access  Protocol 
(LDAP)  client  support  to  its  LAN 
switches. 

This  will  enable  the  switches 
to  access  user-based  network 
access  and  quality-of-service 
policies  from  any  LDAP 
directory. 

In  the  fourth  quarter,  3Com 
unll  release  a  policy  server  and 
policy  administration  applica¬ 
tion;  support  for  Netscape 
Communications  Corp.,  Novell, 
Inc.  and  Siemens  AG  directories; 
and  IEEE  802.  Ip  software  for 
non-3Com  network  interface 
cards. 

In  1999,  3Com  will  support 
Microsoft  Corp.  ’s  Active 
Directory  and  unveil  policy- 
based  security,  configuration 
and  monitoring  applications. 


Xylan  adds  new  software, 

ATM  hardware  for  OmniSwitch 

Company  upgrades  its  switch  OS  to  support  tunneling  and  VLANs. 


By  Robin  Schreier  Hohman 

Calabasas,  Calif. 

Xylan  Corp.  is  beefing  up  its 
chassis-based  OmniSwitch  with 
new  ATM  cell  switching  mod¬ 
ules,  new  software,  and  support 
for  digital  subscriber  line,  cable 
modem  and  other  high-speed 
data  network  services. 

The  OmniSwitch  is  a  multi¬ 
layer  switch  that  integrates  LAN 
and  ATM  switching,  WAN  con¬ 
nectivity,  virtual  LANs,  IP-based 
firewalls  and  high-speed  rout¬ 
ing.  It  has  a  cell  ATM  architec¬ 
ture  and  can  switch  ATM  to  the 
desktop,  LAN  and  WAN. 

The  new  products  are 
designed  to  increase  the  switch’s 
ability  to  handle  voice  and  video, 
control  bandwidth  and  increase 
quality  of  service  (QoS) . 

Xylan  is  also  looking  to  make 
a  name  for  itself  in  the  carrier 
equipment  market  with  the 
addition  of  features  that  enable 
the  OmniSwitch  to  work  as  a 
broadband  access  concentrator. 
Enabling  the  switch  to  serve  as 
a  concentrator  is  vital  for  han¬ 
dling  high-speed  connections. 

A  concentrator  sits  between 
a  user’s  access  equipment, 
such  as  a  cable  modem,  and  a 
carrier’s  network.  It  allows 
value-added  services  such  as 
address  management,  multi¬ 
layer  switching  and  QoS. 

Upgrading  the  OS 

Version  3.2  of  the  Xylan 
Operating  System  (XOS)  has 
several  new  additions,  including: 

•  Virtual  path  tunneling, 
which  lets  a  user  build  a  private 
high-speed  network  across  a 


Get  moiB  online: 

o  A  look  at  Cabletron’s 
move  to  ATM 

o  Xylan  financial 
and  stock  info 


public  ATM  service. 

•  Soft  permanent  vir¬ 
tual  circuits,  which 
allow  a  network  man¬ 
ager  to  specify  two 
devices  that  need  to  be 
connected,  leaving  tbe 
switch  to  configure  the 
links  in  between. 

•  Autbentication  services, 
which  increase  network  security 
by  requiring  users  to  enter  an 
ID  and  password. 

•  Port  mapping,  which  can 
segregate  traffic  into  self- 
contained  partitions,  enabling 
scalability. 

•  802. IQ  Tagging  Support, 
which  allows  for  VLANs. 

The  new  XOS  software  is 


The  Xylan  CSM-U  combines  voice  and  data. 


shipping  now  with  a  list  price  of 
1 1,250  and  an  upgrade  price  of 
$450.  Licenses  for  Authen¬ 
tication  Services  software  lists 
for  $1,995  for  one  switch, 
$4,995  for  five  switches  and 
$9,995  for  an  unlimited  num¬ 
ber  of  switches. 

New  modules 

On  the  hardware  side,  Xylan 


has  introduced  the  ASM2, 
which  allows  companies  to 
extend  LANs  to  an  ATM  back¬ 
bone.  The  new  ASM2  uplink 
module  uses  “traffic  shaping”  to 
specify  sustained  cell  rates, 
peak  cell  rates  and  maximum 
burst  size  parameters  for  up  to 
eight  groups  of  users. 

An  OC-3  version  is  shipping 
now  and  is  available  for  one  or 
two  ports  of  single-mode  or 
multimode  fiber.  Xylan  is  plan¬ 
ning  to  release  an  OC-12 
module.  The  ASM2  lists  for 
between  $7,950  and  $16,950. 

The  new  CSM-U  module  is 
designed  to  combine  voice  and 
data  networks  and  is  shipping 
now.  The  OC-3c  modules  are 
available  in  two-port  densities 
for  copper,  multimode,  single¬ 
mode,  long-reach  lasers  and 
single-mode,  intermediate- 
reach  lasers.  There  are  also 
four-port  modules  for  T-1,  E-1, 
T-3  and  E-3  connections.  The 
CSM-U  costs  from  $9,800  to 
$37,800. 

®  Xylan:  (818)  880-3500 
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Sun  readying  64-bit  version  of  Soiaris 

Merced  chip  5  delay  may  prove  to  be  a  blessing  for  Sun,  observers  say. 


^  A 


By  Marc  Songlnl 

Mountain  View,  Calif. 

Sun  Microsys¬ 
tems,  Inc.  is  get¬ 
ting  ready  to  roll 
out  a  64-bit  edition 
of  its  Solaris  oper¬ 
ating  system  that 
could  enable  cus¬ 
tomers  to  run 
mainframe-caliber 
applications  on 
high-end  servers. 

In  addition.  Sun 
predicted  that  the 
replacement  for  its 
32-bit  operating  system  will 
appeal  to  customers  looking  to 
port  applications  to  centralized 
servers  from  smaller  distrib¬ 
uted  servers. 

Sun  plans  to  roll  out  the  64- 
bit  Solaris  2.7  this  fall  for  the 
company’s  SPARC-based  ser¬ 
vers,  including  the  high-end 
Starfire  Enterprise  10000.  Sun 
also  recently  issued  a  beta  edi¬ 
tion  of  64-bit  Solaris  to  a  host  of 
server  partners,  including  NCR 
Corp.,  that  plan  to  deliver 
servers  powered  by  Intel 


Corp.’s  upcoming  64-bit 
Merced  processor. 

Sun  claimed  the 
new  edition  of 
Solaris  will  be  well 
suited  for  running 
data  warehouse 
applications,  han¬ 
dling  large  graphics 
files  and  executing 
complex  scientific 
simulations. 


r 


Sun  is  pepping  Solaris 
2. 7,  a  64-bit  version  of  the 
operating  system. 


NT  5.0  challenger 

The  combina¬ 
tion  of  64-bit 
Solaris  and  Sun’s  64-bit  SPARC 
chip  could  prove  attractive  for 
customers  who  cannot  afford  to 
wait  around  for  servers  based 
on  Intel’s  64-bit  Merced  proces¬ 
sor  and  Microsoft  Corp.’s 
Windows  NT  5.0.  NT  5.0  won’t 
ship  until  next  year,  and  Intel 
now  expects  Merced  to  be 
delayed  possibly  until  2000. 

“This  will  give  Sun  more 
time  to  work  the  bugs  out,”  said 
Amir  Ahari,  an  analyst  with 
market  research  firm  Inter¬ 
national  Data  Corp.  in  Fram¬ 


ingham,  Mass.  “Sun  must  be 
loving  this.” 

Users  such  as  David  Buckley 
of  Nicholas  Applegate  Capital 
Management  in  San  Diego,  are 
looking  forward  to  the  Solaris 
upgrade  for  supporting  data 
warehouse  applications.  End 
users  will  have  “larger,  more 
addressable  space.  It’ll  be  faster, 
and  things  will  load  right  into 
the  memory,”  said  Buckley,  who 
is  manager  of  Unix  systems. 

Customers  who  already  own 
32-bit  Solaris  machines  will  be 
comforted  to  know  that  the  64- 
bit  Solaris  architecture  will  be 
backward-compatible  with  exis¬ 
ting  32-bit  applications,  accord¬ 
ing  to  Sun. 

In  other  Solaris  news.  Sun 
also  announced  that  it  was 
offering  a  special  version  of  the 
operating  system  for  ISPs. 
Solaris  for  ISPs  has  manage¬ 
ment,  monitoring  and  Java  sup¬ 
port.  Sun  claims  it  will  allow 
ISPs  to  offer  special  high-end 
services  for  their  customers. 
The  price  starts  at  $5,995. 

©  Sun:  (800)  786-7638 
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_ Local  Networks _ 

Plaintree  snags  $6.2  million  from  Nortel 


By  Robin  Schreier  Hohman 

Ontario 

Colin  Beaumont  thinks  Plaintree 
Systems,  Inc.  has  so  much  promise,  he’s 
come  out  of  retirement  to  head  up  the 


switching  company.  Once  on  board, 
Beaumont  quickly  convinced  Nortel  to 
buy  a  19%  equity  stake  in  the  company, 
which  translates  in  to  roughly  $6.2  mil¬ 
lion  in  cash. 


Beaumont  retired  two  and  a  half  years 
ago  as  chief  engineer  of  Bell-Northern 
Research,  Nortel’s  research  and  devel¬ 
opment  subsidiary. 

Beaumont’s  first  plan  of  business  is  to 


increase  sales,  largely  based  upon 
Plaintree’s  core  product,  the 
WaveSwitch  9200,  he  said.  The  company 
will  get  an  endorsement  in  that  area 
because  Nortel  has  licensed  Plaintree’s 
data  switching  technology  as  part  of  the 
deal.  Both  companies  also  agreed  to 
develop  high-capacity  data  switches  for 
the  carrier  market. 

Although  Plaintree  has  won  industry 
praise  for  its  WaveSwitch  9200  Gigabit 
Ethernet  backbone  monster  switch,  the 
company  is  still  losing  money. 

“With  a  small  company  like  this,  when 
your  sales  dip  and  you’re  really  staffed 
up  to  move  a  new  thing,  you  burn  up 
cash  very  quickly,”  Beaumont  said. 

In  fiscal  1998, 
Plaintree  had  rev¬ 
enue  of  $16  million, 
with  a  net  loss  of  $24 
million.  That  was  a 
steep  decline  from 
1997,  which  saw  rev¬ 
enue  of  $29  million 
with  a  net  loss  of  $13 
million. 

That’s  one  of  the 
reasons  Plaintree 
needs  the  clout  of  a 
high-powered  com¬ 
pany  such  as  Nortel  behind  it. 

For  Nortel,  Plaintree  offers  a  cheap 
way  in  to  the  large  backbone  market. 
There  has  been  speculation  for  months 
that  Nortel  might  buy  a  Gigabit  Ethernet 
switching  vendor,  to  compete  with 
Lucent  Technologies,  Inc. 

Lucent  recently  paid  $1  billion  in 
cash  to  acquire  handover,  Md.-based 
Yurie  Systems,  Inc.,  an  ATM  vendor. 
Before  Lucent  bought  Yurie,  Lucent 
was  selling  Yurie’s  switches  under  an 
OEM  agreement. 

The  WaveSwitch  9200,  which  was 
released  in  mid-1997,  was  one  of  the 
first  Gigabit  Ethernet  switches  to  hit 
the  market. 

It’s  a  very  large,  chassis-based  back¬ 
bone  switch  with  a  maximum  switching 
capacity  of  48  million  packet/sec.  It  can 
support  32  Gigabit  Ethernet  ports,  64 
FDDI  SAS  or  32  DAS  ports,  128 
lO/lOOM  bit/sec  copper  or  fiber  ports, 
or  384  Ethernet  ports. 

Plaintree  is  focusing  on  the  swatch’s 
ability  to  seamlessly  move  in  front  of  a 
router,  without  insisting  you  replace  the 
router,  redo  subnets  and  reprogram  IP 
addresses. 

‘You  don’t  have  to  do  anything  to  the 
routers;  that’s  the  key  point  to  the  w'hole 
thing,”  said  Paul  Weiss,  vice  president  of 
marketing  at  Plaintree. 

“We  already  know  where  the  IP 
addresses  are  because  we  are  essentially 
examining  the  Layer  3  headers  of 
ever}'  packet  that  comes  into  the  sw'itch. 
We  build  our  own  tables  and  know 
where  the  paths  to  those  things  are,” 
Weiss  said.  ■ 


The  Best  Way  to  Monitor  Your  Network 


A  critical  server 
is  down.  The  clock  1 
is  ticking.  And  you 
don't  even  know  it! 

It’s  every  network  administra¬ 
tor  and  ISP’s  worst  nightmare. 

A  server  or  router  goes  down 
with  a  problem  that  you  could 
fix  in  a  flash — if  only  you 
knew  about  it.  But  until  you 
do,  diat  downtime  costs  your 
company  plenty. 

It’ll  never  happen  witli  WhatsUp"  Gold  from  Ipswitch— the  high-powered, 
low-cost  enterprise  monitoring  tool  for  Windows  95  and  NT.  WhatsUp 
Gold  keeps  you  informed  by  mapping  your  network,  monitoring  critical 
devices,  and  notifying  you  immediately  when  there’s  a  problem. 

Get  the  First  Alert  Wherever  you  are,  whatever  you’re 
doing,  WhatsUp  Gold  alerts  you  to  network  problems  with 
desktop  alarm,  alpha-page,  phone  message,  and  e-mail. 


Get  Web  Access  to 
Live  Data  You’re  always  on 
top  of  network  status  with 
WhatsUp  Gold’s  Web  access  to 
live  network  data.  Use  any 
Web  browser  to  view  live 
network  information — 
including  the  status  of  all 
servers,  routers,  and  services. 


[ 


Download  a  FREE  copy 


Get  the  Big  Picture 

Scalable,  enterprise  maps — 
with  icons  representing  every  department  or  location — give  you  net¬ 
work  status  at  a  glance.  Or  zoom  in  to  see  detail  on  each  device.  Your 
device  mapping  capability  is  unlimited  with  WhatsUp  Gold  features 
like  the  Map  Creation  Wizard  and  object-oriented  drawing  tools. 

The  Bottom  Line  With  WhatsUp  Gold,  your  quality  of  service 
goes  up — and  your  stress  level  goes  down.  Because  whenever  a 
problem  occurs — wherever  you  are — you’re  always  the 
first  to  know.  Find  out  more  about  WhatsUp  Gold 
atwww.ipswitch.com. 


www.ipswitch.com/nwwl 
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0)998  Ipjwitcb.  lac.  All  rights  resBrvsd.  WhatsUp  Gold  and  its  logo  ore  registered  trademarks,  and  Ipswitch  and  its  logo  are 
IPSWITCH  trademarks  of  Ipswitch.  Inc.  All  other  eames  and  products  are  trademarks  or  registered  trademarks  of  their  respective  owners. 


Also  available 
through  Tech  Data 


Jf  Tech  Data 


WaveSwitch  9200  is 

key  to  Plaintree’s 
future. 
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Contest  opens  April  27, 1998.  To  enter,  visit  wvw.Scom.conVettiernetieader/nw,  complete  the  on-line  entry  form  and  provide  an  essay  in  500  words  or  tess  describing  your  most  successful  3Com  Ethernet  network  imptemen- 
tation.  Entries  must  be  received  by  May  22, 1998  at  11:59  PM  ET,  Entries  become  the  property  of  Sponsor,  and  cannot  be  returned.  Limit  one  entry  per  person.  Winners  will  be  notified  by  June  20. 1998.  Open  to  legal  resi¬ 
dents  ot  the  50  United  States,  and  Canada  (excluding  Quebec),  21  years  ot  age  or  older,  except  employees  of  3Com,  Network  World,  their  immediate  families,  respective  atliliates,  subsidiaries,  agents,  advertising  agencies 
and  Marden-Kane,  Inc.  A  panel  of  3Com  judges  will  select  a  group  of  finalists,  with  the  tinal  judging  to  be  determined  by  Marden-Kane,  tnc.  All  decisions  are  final  and  binding.  Prizes  consist  ot:  One  (1)  Grand  Prize  of 
$10,000.00  in  3Com  Ethernet  equipment  (not  for  resale)  which  will  be  awarded  to  the  business  indicated  on  entry  form,  and  a  $500.00  cash  prize  to  author  of  the  winning  essay  and  Four  (4)  First  Prizes  ot  $250.00  in  cash, 
lor  a  total  approximate  retail  value  of  $11,500.00.  The  author  of  each  complete  entry  automatically  receives  a  free  3Com  25th  Anniversary  of  the  Ethernet  t-shirt.  Void  where  prohibited  or  restricted  by  law.  To  obtain  complete 
official  rules,  send  a  self-addressed  stamped  envelope  before  May  22, 1998  to:  3Com's  Ethernet  Business  Solution  Contest.  PO  Box  16216.  Encino,  CA  91416.  Complete  rules  also  appear  on  website  address  listed  above. 


More  connecterd 


Win  $10,000  worth  of  valuable 
3Com  Ethernet  products  for 
your  company.  You’ll  definitely 
make  friends  in  the  executive 
suite  when  adding  SCom’s  out¬ 
standing  10/100/1000  Ethernet 
networking  products  to  your 
network— and  nobody  has  to 
sign  a  purchase  order! 


Act  Fast!  Entries  must  be 
received  by  May  22nd.  All 
qualified  entrants  who  submit 
complete  entries  will  receive 
a  commemorative  25th 
Anniversary  of  Ethernet  T-shirt 


and  You  Get  the 
Presents! 


the  business  goals  your  3Com 
Ethernet  Solution  a  chieved  for 
your  compa  the  i  chnri  gy 


Want  some  publicity  for  that 
awesome  network  you  imple¬ 
mented?  We’ll  announce  the 
winner  of  3Com’s  Ethernet 
Business  Solution  Contest  at  a 
PC  Expo  press  conference,  and 
highlight  the  winning  essay  on 
3Com’s  web  site  and  on 
Network  World  Fusion  for  the 
world  to  see. 


3Com  wants  to  salute  IT  heroes  who  are  helping  their 
companies  become  faster,  stronger  and  more  efficient. 
So  tell  us  how  your  company  is  using  its  3Com  Ethernet 
enabled  network  to  create  innovative  business  solu¬ 
tions— and  we’ll  give  you  the  hero  treatment! 


eth  ^^r^k^m.r/n^AII 
mu  .be  cynpiete'^to'b^-cgrjsid- 
ered.  Contest 
Canada  6%  'T' 


Besides  winning  $10,000  worth 
of  3Com  Ethernet  products  for 
their  company,  the  author  of  the 
first  place  essay  will  receive 
$500  in  cash.  Plus,  four  finalists 
will  win  $250  each.  And,  every¬ 
one  gets  a  free  25th  Ethernet 
Anniversary  T-shirt  just  for 
entering! 


Ethernet 


There  are  2,600,000  IT  professionals  out  there  and 
14,819,756,871  daily  problems  to  solve. 

Obviously,  something’s  got  to  give. 


It’s  fairly  obvious  that  the  role  of  the  IT  person  has  changed  considerably 
in  the  past  few  years. 

In  most  cases,  It’s  gone  from  policeman  to  fireman,  from  telling  people 
what  they  can  and  can’t  have,  to  putting  out  fires  caused  by  all  the  stuff 
they  went  and  got  anyway. 

One  way  to  make  things  simpler  Is  to  have  key  parts  of  your  system 
Integrated. 

Not  surprisingly,  this  Is  one  of  the  biggest  advantages  of  our  software. 
We  built  Microsoft''  Windows^  Office,  BackOffice''  and  Visual  Studio"  from 
the  ground  up  to  work  together  In  the  same  familiar  way. 

More  Integration  =  fewer  problems,  which  means  you’ll  have  the  time  to 
focus  on  more  strategic  Issues  like  building  a  system  that  meets  the 
unique  and  dynamic  needs  of  your  company. 

We  call  this  kind  of  system  a  Dlgltal_Nervous_System. 


■  I'i'tti  <  hhhuhUuh  AH  nuItU  Mii  hMoMirili-H  Vltiuil  'iHiiHti,  WIihim  iIm  yiui  hihI  m 


A  Digital_Nervous_System  relies  on  distributed  PCs  and  integrated 
software  to  make  information  flow  more  rich,  rapid  and  accurate. 

It  helps  organizations  act  faster  and  make  more  informed  decisions. 

It  helps  users  focus  on  the  task,  not  the  technology. 

It  helps  you  go  from  fireman  to  architect. 

Windows,  Office,  BackOffice  and  Visual  Studio  provide  an  ideal  foundation 
for  your  Digital_Nervous_System  because  they’re  integrated.  They  also 
work  with  an  industry’s  worth  of  applications,  so  incorporating  new 
software  solutions  is  easier.  Taking  advantage  of  hardware  advances  is 
easier.  Integrating  Internet  capabilities  is  easier. 

Of  course,  none  of  this  will  help  you  sleep  better  at  night. 

You’ll  Just  lie  awake  thinking  of  more  important  things. 


Where  do  you  want  to  go  today?® 


Miciosoft^ 

www.micro9oft.com  digit8l_norvoi*-i 


Local  Networks 


Another  Windows  NT  security  hole 


ell,  well  —  there’s  another  big  flap 
about  Windows  NT  and  security. 
Counterpane  Systems  recently  an¬ 


nounced  that  it  has  discovered  flaws  in 
Microsoft’s  implementation  of  Point-to- 
Point  Tunneling  Protocol,  which  is  used 


in  many  commercial  virtual  private  net¬ 
works  (VPN) .  The  flaws  supposedly  lead 
to  password  compromise,  disclosure  of 
private  information  and  server  inoper¬ 
ability  in  VPNs  running  under  Windows 
NT  and  95. 

A  look  at  the  white  paper  —  describ¬ 
ing  the  problem  (www.counterpane. 
com/pptp.pdf.zip)  —  shows  that  the 
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data  communications 


RAD  Data  Communications,  Inc.  http://www.rad.com  e-mail:  market@radusa.com  Toll  Free:  1-800-444-7234  International;  Telephone:  972-3-6458181 


major  crux  of  the  security  problem  is 
that  old  bugaboo:  the  weak  encryption 
NT  uses  for  backward  compatibility  with 
pre-NT  (that  is,  LAN  Manager)  systems. 
I  wrote  about  this  last  year  {NW,  Aug.  4, 
1997,  page  22),  spotlighting  LOphtCrack 
1.5,  an  application  used  to  break  into 
NT  servers.  Not  surprisingly,  LOpht’s 
chief  spokesperson,  the  well-known 
hacker  Mudge,  is  listed  as  co-author  of 
the  Counterpane  study. 

Now  there  are  other  deficiencies 
pointed  out  in  the  white  paper,  but  it’s 
the  backward-compatible,  weak  authenti¬ 
cation  that  gets  the  most  play.  But  as 
Microsoft  points  out  in  its  response 
(www.microsoft.com/communications/ 
pptpfmal.htm),  a  fix  for  this  —  allowing 
you  to  turn  off  the  LAN  Manager  authen¬ 
tication  —  was  posted  on  Microsoft’s 
Web  site  more  than  a  year  ago. 

Another  flaw  noted,  however,  was  that 
some  installations  of  Windows  95  were 
unable  to  use  the  stronger  NT  authenti¬ 
cation  method  and  had  to  rely  on  the 
weak  Lan  Manager 
authentication. 

Neither  Counter¬ 
pane  nor  Microsoft 
was  able  to  pin¬ 
point  for  me  a  way 
to  identify  which 
Windows  95  instal¬ 
lations  could  not 
use  NT  authentica¬ 
tion.  1  did  learn 
that  all  installations  of  Windows  98  will 
support  strong  authentication  “out  of 
the  box.”  1  just  might  revise  my  thinking 
on  the  business  use  of  this  new  operat¬ 
ing  system,  which  appears  to  be  targeted 
at  the  home  entertainment  market. 

There’s  even  better  news  to  come  late 
tills  year,  or  early  next  year,  with  the 
release  of  Windows  NT  5.  The  default 
authentication  method  will  be  an  imple¬ 
mentation  of  MIT  Version  5  Kerberos. 
While  it  will  still  be  possible  to  turn  on 
LAN  Manager  and  NT  authentication 
(again,  for  backward  compatibility),  in 
general,  the  LOpht  will  have  to  find  anoth¬ 
er  way  to  bash  Microsoft  and  NT  Server. 

Kearns,  a  former  network  administrator,  is  a 
freelance  writer  and  consultant  in  Austin, 
Texas.  He  can  be  reached  at  wired®  vquill.com. 

Tip  of  the  week 

Like  UnixWare  and  Novell  DOS  before 
it,  NetWare  for  Macintosh  will  be  spun- 
off  to  another  company  for  future  devel¬ 
opment  and  support.  Later  this  month, 
it  will  be  announced  that  Prosoft 
Engineering  (iuww.prosofteng.com),  best 
known  for  custom  softzuare,  will  acquire 
all  of  Novell’s  Macintosh  products.  It’s 
rumored  that  the  first  new  product  will 
be  an  improved  NetWare  client  for 
Macintosh,  one  including  native  TCP/ 

IP  support.  The  downside  is  that 
Macintosh  connectivity  will  no  longer  be 
included  in  the  NetWare  “Red  Box”  but 
will  have  to  be  purchased  separately. 
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'•••  Business  Internet. ..it’s  about 
connecting  with  your  customers. 
And  being  confident  they  can 
connect  with  you. 
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Golf  fans  worldwide  want  to 
connect  with  the  U.S.  Open. 
So  they  visit  usopen.com  on 
the  Internet.  Their  ticket  to  the 
event  is  DIGEX  -  an  Intermedia 
Communications  company. 


DIGEX  provides  the  “links”  to 
the  San  Erancisco  event  and 
USGA  headquarters  in  New 
Jersey.  For  maximum  availability, 
usopen.com  is  managed  at 
DIGEX  Web  site  facilities  on 
both  the  East  and  West  coasts. 
The  DIGEX/Intermedia  coast- 
to-coast  network  ensures  high¬ 
speed  access  for  the  thousands 
of  fans  who  will  visit  each  day. 


(U  Cisco 

1  Powered  Networkn 


DIGEX  was  selected  for  its 
high  performance  network  and 
for  its  #1  rated  customer 
service.  But,  most  of  all,  for 
its  reliability.  That  reliability 
is  built  on  the  DIGEX  Cisco 
Powered  Network  -  the  first 
Internet  backbone  to  use  100% 
Cisco  routers  exclusively. 
Whether  your  company  is  new 
to  the  Internet  or  totally  depen¬ 
dent  on  it,  when  you  connect 
with  Cisco  and  DIGEX  you 
Connect  with  Confidences^ 


DIGEX 


SM 


AN  INTERMEDIA  COMMUNICATIONS  COMPANY 


www.digex.net  1-888-30-DIGEX 
NASDAQ:  ICIX  www.intermedia.com 


on  tite  Internet 
with  BusinesVDSL  and 


Imagine  speeding  along  to  your  Internet  destination  up  to 
200  times  faster  than  with  the  modem  you’re  now  using, 
it’s  possible  with  Business  DSL 


What's  more,  for  the  cost  of  that  single-user  DSL  solution  you’ve  heard  about,  Business  DSL 
will  let  you  share  access  with  everyone  in  your  office— more  than  100  users — increasing  productivity. 

You'll  get  the  tastest,  most  feature-rich,  as  well  as  the  easiest-to-use,  share  and  install  DSL 
access  solution  around.  Just  plug  it  into  your  existing  network.  And  it's  always  on. 

Quite  a  departure  horn  your  current  access  solution,  wouldn't  you  say?  To  learn  more, 
call  888.867.4736.  Or  visit  om  Web  site:  www.flowpoint.com. 

And  get  yoiii  business  Hying. 

FlowPoint]  '' 

Faster,  Sim  pier  Smarter  Houters 
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Covering: 


Briefs 


■  Cisco  Systems, 

Inc.  has  unveiled  a  two- 
slot  version  of  its 
7200  series  router 

to  support  services  such  as  high¬ 
speed  LAN  interconnect,  virtual 
private  netuxrrking  and  Inter¬ 
net  access  The  Cisco  7202  can 
be  used  as  an  enterprise  WAN 
gateway,  and  its  quality-of-ser- 
lice  ( QoS)  features  can  help 
manage  WAN  resources,  Cisco 
said. 

The  7202  supports  OC-3  ATM 
and  T-3  WAN  interfaces.  It  is 
available  now  at  prices  ranging 
from  $16,250  to  $18,600. 

(DCisco:  (408)  5264000 

■  Teltrend,  Inc.  this 
week  wUl  release  Network 
iO,  a  three-member  branch- 
office  router family  that  inte¬ 
grates  a  firewall  and  encryp¬ 
tion  features.  The  iQ  routers  are 
suited  for  building  virtual  pri¬ 
vate  networks  over  the  Internet 
or frame  relay  networks.  The  iQ 
800  and  iQ  1000  are  designed 
for  branch  offices,  and  the 


Network  iQ  3000  is  for  large 
branch  offices  and  headquarter 
sites.  The  bases  support  IP,  IPX 
and  AppleTalk  routing.  They 
can  link  uith  ISDN,  leased  lines 
or  frame  relay  connections.  All 
models  are  available  now.  Base- 
model  prices  are  $795 for  the  IQ 
800,  $1,395 for  the  iQ  1000  and 
$4,495 for  the  iQ  3000. 

<£>  Teltrend:  (415)  439-5227 

■  IBM  last  week  announced 
an  Nweys  Manager 

for  HP-UX  Version  1.2 
module  that  includes  element 
manager  and  remote  monitor 
(RMON)  capabilities.  The  soft¬ 
ware  lets  users  manage  any 
IBM  SNMP-capable  device  from 
any  HP-UX  ivorkstation.  The  ele¬ 
ment  manager  and  RMON  soft¬ 
ware  cost  $9,995  and  $8,000, 
respectively.  Both  packages  will 
be  available  Aug.  28. 

IS  IBM:  (800)  4234968 


Internetworks _ 

TCP/IP  •  SNA  •  Network  Management  •  Muxes,  Routers  and  WAN  switches  •  Remote  Access 


HP:  Three  can  play  at  this  mgmt.  game 


By  Jim  Duffy 

Seattle 

Having  ceded  enterprise 
management  mindshare  to 
Computer  Associates  Inter¬ 
national,  Inc.  (CA)  and  Tivoli 
Systems,  Inc.,  Hewlett-Packard 


Co.  (HP)  is  determined  to 
become  a  leader  in  the  nascent 
IT  service-management  market. 

At  the  recent  OpenView 
Forum  International  user  group 
conference,  HP  emphasized 
that  it  has  solid  products  and 
implementation  plans  for 
deploying  IT  service  manage¬ 
ment.  IT  service  management  is 
the  practice  of  tying  IT  opera¬ 
tions  and  resources  to  business 
objectives. 

At  the  conference,  HP 
announced  a  variety  of  improve¬ 


ments  and  future  enhancements 
to  its  two  key  OpenView  service 
management  packages  —  IT/ 
Operations,  for  measuring  sys¬ 
tem  availability,  and  IT/ 
Administration,  for  change  and 
configuration  management  (AW, 


June  8,  page  6). 

But  HP  executives  also  used 
the  meeting  to  remind  users 
that  the  company  is  firmly  com¬ 
mitted  to  the  OpenView  plat¬ 
form  and  will  continue  to  invest 
in  it.  HP  has  been  restating  sup¬ 
port  for  OpenView  since  last 
summer,  when  a  company  exec¬ 
utive  resoundingly  endorsed 
CA’s  Unicenter  TNG  as  a  “pre¬ 
ferred”  enterprise  manager. 

“We  have  the  commitment  all 
the  way  from  the  top  to  invest 
and  grow  the  OpenView  busi¬ 


ness,”  said  Olivier  Helleboid, 
general  manager  of  HP’s 
OpenView  software  division,  as 
he  replayed  3-month-old  videos 
of  HP  CEO  Lew  Platt  affirming 
the  company’s  support  for 
OpenView’  and  for  software  in 
general.  “I  think  the  message  is 
pretty  clear,  ”  Helleboid  said. 

The  message  was  not  so  clear 
last  summer.  That’s  when  Dick 
Watts,  an  executive  in  HP’s 
server  division,  shared  a  dais  v\ith 
CA  CEO  Charles  Wang,  and 
delivered  a  firm  endorsement  of 
Unicenter  and  announced  an 
agreement  to  btmdle  it  v\ith  HP 
servers. 

The  deal  led  many  industrv 
observers  to  count  OpenMew 
out  as  a  viable  competitor  to 
Unicenter  and  to  Tivoli’s  TME 
10  framework  for  enterprise 
management. 

But  enterprise  management 
is  evolving  into  IT  service  miuv 
agement,  Helleboid  said,  so  HP 
believes  CA  and  Tivoli  will  have 
to  catch  up. 

HP  bv  no  means  has  the  IT 
service-management  market 
cornered.  Tivoli  is  getting  readv 
to  unveil  a  seivice-management 
roadmap  using  products  from 
its  acquisition  of  senice-desk 


developer  .Software  .\nistrv.  Inc 
(AWMavlUpage  1  . 

C\  has  service-  and  help>-desk 
products  that  can  easih  be  posi¬ 
tioned  as  service-management 
offerings. 

Helleboid  believes  HP's  big¬ 
gest  advantage  over  CA.  and  Tiv¬ 
oli  is  that  OpenAiew  allow’s  users 
to  build  a  service-management 
infirastructure  incrementalh-. 

HP  has  separate  OpenMew 
offerings  for  service  defirution. 
deplovment  and  monitoring. 

CA  and  Tivoli  offer  all- 
encompassing  enterprise-man¬ 
agement  frameworks  that  take 
months  —  sometimes  vears  — 
to  implement,  and  cost  hun¬ 
dreds  of  thousands  of  dollars. 
“iVe  are  clearlv  in  the  Big 
Three,  and  we  feel  verv  good 
about  that,"  he  said.  ■ 

Get  mom  online: 

•  A  look  at  HP's  recent 
management  announcements 

•  Overviews  of  other 
vendors'  service-level 
management 


Software  and  services 
will  account  for  10%  of 
HP’s  $50  billion  annual 
revenue  by  2000,  says  HP 
CEO  Lew  Platt. 


Tawe  management  tool  targets  Cisco  nets 

Performance  monitoring  module  xoorks  with  HP's  OpenViniK  IBM/Tivoli's  \etVirw  mgmt.  platforms. 


By  Marc  Songinl 

Durham,  N.C. 

Tawe  Software  Co.  this  week 
will  roll  out  software  for  track¬ 
ing  and  predicting  the  perfor¬ 
mance  of  Cisco  Systems,  Inc. 
routers. 

The  company’s  new  Per¬ 
formance  Reporting  Module 
for  Cisco  Networks,  like  Tavve’s 
other  applications,  is  designed 
to  enhance  broad  management 
platforms  such  as  IBM’s 
NetView  and  Hewlett-Packard 
Co.’s  OpenView. 

The  Performance  Reporting 
Module  is  designed  to  give  net 
administrators  a  (juick  read  on 
how  their  Ci.sco  devices  are  hold¬ 
ing  up,  said  Tim  Clark,  head  of 
sales  and  marketing  at  Tawe. 
NetView  and  OpenView  can 


prove  unwieldv  when  it  comes  to 
getting  information  about  spec¬ 
ific  devices  iti  a  huny,  he  .said. 

Tawe’s  graphical  user  iitter- 
face-based  tivol  comes  luectvnfig- 
ured  to  collect  information 
about  router  peiibnnaiue,  atul 
dis[)lav’s  the  data  in  easv-t(>-read 


PROHLE:  TAWE  SOFTWARE  CO. 

Founded:  1996 
Headquarters;  Durham,  N.C. 
President:  Anthony  Edwards 
Financials:  Privately  owned 


rejiorts  that  can  Ix'  disnibuted  to 
desigitated  statT  memlx'rs. 
Sv'tvict'-level  atul  maintenance 
updates  are  antong  the  ixqxvns 
that  the  softw-atr  can  generate. 

The  software  also  collects 
information  on  tralfic  lewis  to 
help  net  administrators  foixxast 
netwoi  k  perform.ince. 
In  addition,  adminis¬ 
trators  can  vise  I'awe's 
stdtware  to  vlefuie 
thresholds  that  will  tiig- 
ger  alarms  if  a  routei 's 
performance  ihops 
beUwv  thv'  vleriueil  le\«d, 
I  he  software  iuchules 
,u\  (Went  ciutel.uiou 
engine  that  c,vn  help 
pinpoint  the  o'ot  cause 
ol  ,i  pioblem. 

l.i\\t''s  sottw.ux'  "gives 


wu  a  gvxxf,  quick  pictuw  of  the 
network  perfonuance  without 
[having  to  reh  tcxv  much  on' 
using  (.i^x'uMew  or  NetMew." 
s,iid  Rolx'rt  D.ivic's,  sc'ukvr  tev  h- 
uic.il  sjxx'ialist  at  Unitevf 
Cu.u'.intv  Cv'ip,,  a  Cixx'uslxvix^. 
N.C,,  firm  with  a  7'Hkseat  net¬ 
work,  He  s,vid  the  mvxfule 
sluvnUI  Ix'  tyinicularh  u.'X'ful  for 
m^mitoring  the  he.ilth  of  WAN 
litvks  aiul  btxause  “vxithont 
knowing  t.'isv'o  vvxle  von  can  still 
get  inh'nuatkvn." 

live  Performance  Rejx'rting 
,\hHlule  fvu  Cisco  Networks 
st,u  ts  at  $  Lthk*'. 

Dvwxn  the  ivvvd,  Tiwe  plans 
to  twll  out  new  nvxxlnles.  inclml- 
ing  one  fin  managing  Bav 
Netwvuks,  Inc,  devices, 

T  r,ivNe: 


Employees:  Six 

Principal  products:  Netwoik  monitoiiog 
and  performance  tools 
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Internetworks 


Five  steps  to  product  nirvana 


hile  the  product  set  has  changed 
dramatically  since  I  first  began 
testing  internetworking  gear  in  the 
1980s,  the  goals  of  product  designers 


seem  to  remain  constant.  From  the  ear¬ 
liest  two-port  bridges  to  tbe  latest  high- 
density  Layer  “X”  switches,  vendors 
largely  follow  an  unwritten  but  consis¬ 


tent  development  course  as  products 
move  through  their  life  cycles. 

Extrapolating  from  the  hundreds  of 
tests  The  Tolly  Group  has  conducted 
over  the  years,  I  can  identify  at  least 
three  areas  of  “absolutes”  that  are  targets 
for  design  engineers. 


It  takes  Marketing  half  an  hour  to 
download  the  research  document. 
Customers  can’t  access  your  web 
site.  It’S  time  for  Xedia's  Access 
Point.  The  platform  that  gives 
you  true  Quality  of  Service  so 
you  can  manage  bandwith  and 
make  your  IP  network  more 
productive,  more  secure  and  more 
cost  effective.  That's  your  solution  if 
you  choose  to  accept  it.  For  a  white 
paper,  check  out  www.xedia.com. 


1.800.98.XEDIA  -  WWW.XEDIA.COM 


•  Wire-speed  throughput 

Whether  relevant  to  an  actual  cus¬ 
tomer  environment  or  not,  wire  speed 
has  long  been  the  most  fundamental 
engineering  imperative  for  designers  of 
bridges,  routers  and  switches.  Thus, 
implementing  functions  in  silicon  and 
optimizing  software  components  are  typ¬ 
ically  the  first  actions  taken  as  a  product 
begins  its  life  cycle.  As  speeds  increase  — 
from  lOM  to  lOOM  to  lOOOM  bit/sec  — 
the  challenge  to  achieve  wire-speed 
throughput  is  revisited. 

•  Infinite  capacity 

Once  wire-speed  performance  is 
commonplace,  it  is  time  to  raise  the 
bar.  The  question  then  becomes  one  of 
load  or  capacity.  If  two  devices  boast 
wire-speed  throughput,  one  that  sup¬ 
ports  this  load  for  50  simultaneous 
data  streams  is  better  than  one  that  can 
do  that  for 
only  25  data 
streams. 

Thus,  we  see 
test  beds  grow¬ 
ing  larger  and 
larger.  Where 
tests  of  a  few 
dozen  ports 
were  common-  Kevin  Tolly 
place  just  a  few 

years  ago,  today  it  is  not  uncommon  to 
test  configurations  involving  over  one 
hundred  switch  ports.  The  ideal  prod¬ 
uct,  of  course,  can  handle  an  infinite 
load. 

As  with  the  engineering  absolute  of 
wire  speed,  the  target  of  handling  an 
infinite  load  typically  serves  engineering 
interests  more  than  customer  interests. 
Who  designs,  say,  a  100-port  switch  to 
operate  at  full  load  on  every  port  all  the 
time? 

•  Maximum  function 

Once  the  practical  limits  of  raw 
power  have  been  reached,  vendors  turn 
to  function.  Early  products  achieved 
wire  speed  with  virtually  every  value-add 
component  —  even  essential  ones  such 
as  spanning  tree  —  shut  off.  Realizing 
that  network  managers  need  functions 
such  as  network  management,  high- 
density,  wire-speed  switch  vendors  have 
started  to  add  back  functionality.  The 
critical  aspect  to  note  is  that  this  added 
functionality  does  not  degrade  perfor¬ 
mance.  Thus,  you’ll  find  testing  that 
shows  wire-speed  performance  both 
before  and  after  resource-intensive 
functions  such  as  RMON  have  been 
enabled. 

Vendors  need  to  do  all  of  this  and 
drive  down  the  cost  to  build  these 
devices  until  it  is  as  close  to  zero  as  pos¬ 
sible.  Good  value  to  the  customer  with 
good  margins  for  the  vendor  makes 
everyone  happy. 

Tolly  is  president  of  The  Tolly  Group,  a  strate¬ 
gic  consulting  and  independent  testing  firm  in 
Manasquan,  N.J.  He  can  he  reached  at  (732) 
528-3300,  ktolly@tolly.com  or  unmv.tolly.com. 


Take  everything  yc 
know  about  frame 
relay  and  forget  it. 


Visual  UpTime  shatters  the 
idea  of  unreliable  frame  relay. 

Still  have  the  idea  that  frame  relay  isn't  rehahle 
enough  for  critical  business  apphcations? 

Forget  it. 

Visual  UpTime®  shatters  preconceived  notions  on 
frame  relay  rehahihty  by  radically  improving 
performance  and  availabdity.  How?  Visual  UpTime 
monitors  and  troubleshoots  frame  relay  in  real  time 
so  you  can  quickly  resolve  network  problems  and 
maintain  optimum  performance.  And  no  system  monitors 
SLA  parameters  better  than  Visual  UpTime,  with  Web 
reports  on  SLA  metrics  such  as  throughput,  delay,  and 
availability.  Together  these  capabilities  ensure  the  WAN 
rehahihty  and  performance  you've  been  demanding  for 
critical  business  apphcations. 

So  forget  the  old  ideas  and  embrace  a  new  one  - 
one  that  major  carriers  and  RBOCs  have  embraced  by 
incorporating  Visual  UpTime  into  their  offerings.  Ask  your 
service  provider  for  frame  relay  service  based  on  Visual 
UpTime.  If  they  don't  offer  Visual  UpTime... then  contact 
us.  We'U  teh  you  who  does. 


Visual  Networks,  Inc. 

2092  Gaither  Road 
Rockville,  MD  20850 
(301)  296-2300 

www.visualnetworks.com/reliable 
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Y2K  is  a  complete  pain. 

It’s  also  an  opportunity  to  improve  your  network. 


*For  more  information  about  Windows  NT  Server  and  Year  2000  see  www.microsoft.com/ntserver/y2k. 

tPrice  reduction  applies  to  version  upgrades  from  any  previous  version  of  Windows  NT  Server  and  competitive  upgrades — consult  your  reseller  for  a  complete  list  of  qualifying  competitive  products.  Discount  is  up  to  20%  off  estimated 
retail  price  of  Windows  NT  Server  4.0.  Reseller  prices  may  vary.  Promotion  does  not  apply  to  Windows  NT  Server  4.0  Academic  product.  All  price  reductions  effective  through  11/15/98.  Offer  good  in  U.S.  and  Canada  only. 

01998  Microsoft  Corporation.  All  rights  reserved.  Microsoft,  Where  do  you  want  to  go  today?  and  Windows  NT  are  either  registered  trademarks  or  trademarks  of  Microsoft  Corporation  in  the  United  States  and/or  other  countries. 
Other  product  and  company  names  mentioned  herein  may  be  the  trademarks  of  their  respective  owners. 


Upgrade  to  Microsoft  Windows  NT  Server  4.0  today. 


Get  one  step  closer  to  the  next  millennium. 

Get  a  great  file/print  server. 

Get  an  outstanding  application  server. 

Get  them  unified  on  one  platform. 

Get  up  to  20%  off  and  a  free  Services  for  NetWare  CD-ROM. 

Ironic,  isn’t  it?  That  an  inconvenience  of  Y2K’s*  immensity  might  actually  do  your  network  some  good  after  all.  But  consider  it 
this  way:  since  there’s  no  getting  away  from  that  major  network  upgrade,  maybe  there’s  something  you  can  get  out  of  it.  For 
instance,  here’s  what  happens  when  you  upgrade  to  Microsoft®  Windows  NT®  Server  4.0: 

Windows  NT  Server  4.0  delivers  proven  file/print  performance.  Using  the  industry-standard  Netbench  performance  tool, 
Windows  NT  Server  4.0  outperforms  Novell  NetWare  4.11  by  nearly  17%  in  file/print  throughput  tests. 

Windows  NT  Server  4.0  unifies  file/print  and  applications  on  one  platform.  It’s  the  ideal  choice  for  supporting  key  business 
applications,  including  groupware  like  Microsoft  Exchange  Server.  There  are  already  over  4,000  applications  for  Windows  NT 
Server  available  today.  And,  of  course,  running  your  applications  and  file/print  on  a  common  platform  simplifies  the  manage¬ 
ment  of  your  network — giving  you  more  time  to  focus  on  achieving  your  long-term  goals. 

Windows  NT  Server  4.0  is  the  easy  way  to  prepare  for  the  future.  It’s  already  the  leading  intranet  platform — in  fact,  according 
to  IntelliQuest,  it’s  the  platform  that  56%  of  corporate  Web  applications  are  being  built  on.  And  with  features  like  remote 
access  services,  virtual  private  networking  and  out-of-the-box  integration  with  Microsoft  Proxy  Server,  you  can  enable  cost- 
effective,  secure  communication  across  the  Internet  among  employees,  customers  and  partners.  It’s  an  exceptional  Web  server 
too — according  to  NetCraft,  more  than  half  a  million  Internet  sites  are  currently  running  on  Windows  NT  Server. 

Windows  NT  Server  4.0  reduces  total  cost  of  ownership.  A  recent  study  by  the  Business  Research  Group  compared  it  to 
NetWare  in  a  mixed  environment,  and  revealed  that,  as  a  unified  platform,  Windows  NT  Server  4.0  lowers  the  costs  of  providing 
file/print  sharing  and  application  support  by  nearly  20%. 

And  if  you  upgrade  now  you’ll  save  up  to  20%  off  the  estimated  retail  price.^  You’ll  also  qualify  for  a  free  Services  for  NetWare 
CD-ROM  (ERP  $149)  that  makes  it  easier  for  you  to  transition  your  NetWare-based  network  to  Windows  NT  Server  4.0. 

So  the  question  is  not:  How  can  I  minimize  the  inconvenience  of  having  to  upgrade  my  file/print?  The  question  is:  How  can  I 
maximize  the  benefit  of  doing  so?  It  seems  that  Y2K  is  about  more  than  just  surviving  the  turn  of  the  millennium.  Windows  NT 
Server  proves  that  it’s  equally  about  making  the  most  of  what’s  left  of  the  1900s,  and  getting  the  2000s  off  to  a  flying  start. 


Upgrade  to  Windows  NT  Server  4.0  and  save  up  to  20%1 


Act  now  to  get  a  FREE  Services  for  NetWare  CD-ROM. 


Get  details  at:  www.microsoft.com/ntserver/upgrade/ 


Where  do  you  want  to  go  today?* 


Microsoft 


Think  network  computing  doesn't  affect  profit  performance?  Think  again,  And  that's  why  you  shouid  taik  to 


support  services  from  Sun.  We  can  heip  you  create  a  powerful  best-of-class  solution  to 


optimize  your  present  IT  infrastructure. .  .and  stay  ahead  of  the  rapid-fire  changes  that  affect 


us  all.  To  make  sure  these  solutions  work  for  you,  we've  teamed  with  the  likes  of  SAP,  Baan, 


Oracle,  PeopleSoft,  Lotus  and  Computer  Associates  (to  name  but  a  few).  And  we  make  it  simple.  Our  Global 


Solution  Centers  give  you  the  expertise  you're  looking  for  24  hours  a  day,  7  days  a  week-in  every  time  zone  on 


earth.  Of  course,  we  offer  mission-critical  support,  professional  services  and  education.  (We  are,  in  fact,  the 


largest  supplier  of  UNIX®-based  computing  services.)  To  find  out  how  we  can  help  connect  your  network  to  your 


profits  visit  our  Web  site  at  www.sun.com/service/ad/ss.html  or  call  us  toll-free.  THE  NETWORK  IS  THE  COMPUTER.™ 


GET  THE  CONNECTION? 
CALL  SUN  1-800-470-5401 


Ol  998  Sun  Microsystems.  Inc  All  RiQiits  Reserved.  Sun.  Sun  Microsystems,  the  Sun  bgo,  and  The  Network  Is  The  Computer  are  trademarks  or  registered  trademarks  ot  Sun  Microsystems,  Inc  in  the  U.S.  and  ottier  countries.  UNIX  is  a  registered  trademark,  exclusivety  licensed  through  X/Open  Company,  Ltd.  All  other  trademarks  are  the  property  ot  their  respective  owners. 


Covering: 


Briefs 


■  Emerging  national  broad¬ 
band  carrier  Qwest 
Communications 
Internationai,  Inc. 

took  one  step  forward  and  one 
step  back  in  its  drive  to  ramp  up 
its  installed  base.  On  June  5,  the 
company  completed  its  acquisi¬ 
tion  of  long-distance  carrier 
LCI  International, 
Inc.  But  the  day  before,  a 
Seattle  federal  judge  halted 
Qwest’s  marketing  of  voice  ser¬ 
vices  through  US  WEST,  Inc., 
saying  the  arrangement  was 
tantamount  to  letting  US  WEST 
into  the  long-distance  business 
without  regulatory  approval. 
Qwest  President  Joseph  Nacchio 
said  Qwest  will  continue  to 
market  on  its  own  in  US  WESTs 
territory.  AT&T  hailed  the  deci¬ 
sion,  even  though  it  had  said  it 
wanted  to  enter  into  similar 
deals  with  Bell  companies  with 
the  court’s  approval  fHW,  May 
25,  page  8). 

■  Ericsson,  Inc.  is  mov¬ 
ing  its  data  and  IP  equipment 
operations  stateside.  The 
Swedish-based  company  is  open¬ 
ing  a  Boston  headquarters  and 
has  appointed  Michael 
Thurk  as  its  executive 
vice  president  and 
general  manager  o/ 
the  Datacom  Networks  and  IP 
Services  Business  Unit.  Thurk 
has  nearly  20  years  of  experi¬ 
ence  in  the  communications 
industry,  14  of  which  were  spent 
at  Digital  Equipment  Corp.  His 
most  recent  management  posi¬ 
tion  was  president  ofXyplex 
Networks. 

■  Ericsson,  Inc.  also 
announced  Phone 
Doubler  Quick  Call 
f  PDQC},  a  software  system 
that  lets  World  Wide  Web  shop¬ 
pers  click  a  button  on  a  Web  site 
to  immediately  talk  with  a  call 
center  agent.  PDQC  is  expected 
to  work  with  any  call  center 
switching  system  when  it  is 
available  next  quarter.  But  the 
software  is  designed  to  work 
only  with  Ericsson’s  Internet 
Protocol  Telephony  solution  for 
Carriers  gateway. 

(D Ericsson:  (972)  583-5481 
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MCI  sets  pricing  for  frame  reiay  SVCs 


By  David  Rohde 

Richardson,  Texas 

After  years  of  hearing  that  it’s 
“just  around  the  corner,”  users 
are  finally  going  to  get  a  crack 
at  the  dial-up  equivalent  of 
frame  relay  connections. 

MCI  Communications  Corp. 
late  last  week  was  scheduled  to 
file  its  long-awaited  tariff  for 
frame  relay  switched  virtual  cir¬ 
cuits,  becoming  the  first  U.S. 
carrier  to  enter  the  SVC  market. 

SVCs  are  temporary  paths 
through  a  frame  relay  network, 
with  a  call  set-up  and  tear-down 
routine  similar  to  telephone 
calls.  Unlike  frame  relay  perma¬ 
nent  virtual  circuits  (PVC), 
SVCs  do  not  have  to  be  provi¬ 
sioned  in  advance  between  two 
user  sites  in  the  network. 

An  advance  copy  of  MCI’s 
SVC  pricing  provided  to 
Network  World  shows  that  MCI 
will  offer  the  service  for  the 
same  basic  price  as  its  PVC 
offering:  5.5  cents  per 

megabyte  up  to  the  committed 
information  rate  or  4.5  cents 
per  megabyte  for  data  bursts  up 
to  the  carrier’s  port  speed. 

However,  MCI  will  set  a  much 
higher  pricing  cap  for  SVCs 
than  for  PVCs.  At  lower  speeds. 


the  maximum  monthly  charge 
—  the  level  at  which  all  further 
usage  is  free  —  for  SVCs  is 
triple  that  for  PVCs. 

MCI  officials  said  they  had  to 
set  the  levels  that  way  to  make 
sure  they  did  not  cannibalize 


their  own  existing  frame  relay 
traffic.  “This  was  the  best  way  to 
make  sure  that  customers  don’t 
dump  all  their  PVCs,”  said 
Melanie  Hanssen,  MCI’s  execu¬ 
tive  manager  for  frame  relay 
services. 

Despite  the  cap,  SVCs  can  still 
save  money  over  PVCs.  Reason: 
Users  don’t  have  to  mesh  their 


circuits  among  multiple  sites. 
Once  an  SVC  is  established  for  a 
given  site,  that  single  SVC  can 
reach  all  of  the  other  SVC  sites. 
Under  traditional  frame  relay 
networking,  the  number  of 
PVCs  can  multiply  to  several 


times  the  number  of  user  sites 
just  to  make  sure  they  can  all 
communicate  with  one  another. 

For  these  reasons,  SVCs  are 
well-suited  to  any  application 
that  requires  broadcast  mes¬ 
sages  from  any  site,  such  as  an 
intranet  application,  Hanssen 
said.  She  caudoned  that  each 
SVC  site  must  have  a  router  or 


frame  relay  access  device 
(FRAD)  that  supports  the  Frame 
Relay  Forum’s  SVC  implementa- 
don  agreement.  Cisco  routers 
that  support  Release  11.2  of 
Cisco’s  Internetwork  Operadng 
System  fit  the  bill. 

In  addition,  “someone  who 
has  a  number  of  sites  that  need 
to  connect  at  high  bandwidth  at 
intermittent  times  could  use 
this,”  said  Dawson  Newberry, 
MIS  director  for  MCI  customer 
Gerald  Metals,  Inc.  in  Stam¬ 
ford,  Conn.  The  problem  is 
that  the  SVC  pricing  would 
have  to  be  compared  not  so 
much  with  frame  relay  PVCs 
but  with  private  lines,  Newberry 
said.  “For  me,  private  lines  are  a 
better  deal  because  I  have 
enough  traffic  to  justify  them, 
and  I  can  run  both  voice  and 
data  on  them.” 

The  carrier  is  not  ready  to  do 
call-by-call  accounting  to  boost 
the  SVC  usage  charges.  That 
means  MCI  will  inidally  charge 
a  flat  rate  and  change  the  SVC 
tariff  to  the  full  usage-based 
pricing  when  the  testing  of  call- 
by-call  bill  accounting  with  its 
Bay  Networks,  Inc.  switches  is 
complete.  That  will  probably  be 
in  August,  Hanssen  said.  ■ 


A  HIGHER  CEILING 

Users  can  rack  up  potentially  higher  monthly  charges  on  an  MCI  SVC  than 
on  a  frame  relay  PVC: 


Maximum  monthly  charge 


Speed,  bit/sec  PVCs* 

SVCs* 

64K  . $16 

$48 

56Kto64K 

$141 

512K  '  '^P^7;“'$472 

$1,180 

$2,363 

*  These  are  monthly  caps;  actual  chaiges  for  both  PVCs  and  SVCs  are  5.5  cents  per  megabyte 
up  to  the  subscribed  speed  of  the  circuit  or  4.5  cents  per  megabyte  for  bursts  up  to  the 
carrier’s  port  speed. 

SOURCE:  MCI,  Washington,  D.C 


Gric:  Roam  if  you  want  to 

Internet  consortium  plants  stake  in  IP  telephony. 


By  Denise  Pappalardo 

ISP  consortium  Gric  Com¬ 
munications,  Inc.,  last  week 
announced  its  first  IP  telephony 
service. 

The  company’s  GricPhone  is  a 
voice-over-the-Internet  service 
that  will  ultimately  let  users  make 
PC-to-PC  and  phone-to-phone 
calls  from  around  the  world.  But 
before  you  call  Fiji  from  your  lap¬ 
top,  note  that  this  service  is  a 
long  way  from  ubiquity. 

Gric  primarily  offers  Internet 
roaming  and  settlement  ser¬ 
vices  over  its  virtual  network. 
The  company’s  backbone  con¬ 
sists  of  a  mesh  of  more  than  300 
ISPs’  partner  networks.  The  ser¬ 
vices  let  Gric  ISP  partners  offer 
their  Internet  access  service 
customers  local  dial-up  access 


to  the  Internet  from  around  the 
world  using  their  standard  ID 
and  password. 

Expanding  on  the  idea  of 
portable  services  and  applica¬ 
tions,  the  GricPhone  service  is 
expected  to  let  users  make  voice 
calls  over  dte  Internet  regard¬ 
less  of  their  location,  said  Bill 
Cartmill,  senior  product  man¬ 
ager  for  GricPhone.  By  dialing  a 
toll-free  number,  users  should 
be  able  to  make  Internet  voice 
calls  from  anywhere. 

But  the  random  nature  of 
the  Internet  may  threaten  the 
acceptance  of  voice  over  the 
’Net  because  there  is  too  much 
unpredictable  delay,  said  Dan 
Merriman,  a  vice  president  at 
Giga  Information  Group,  Inc., 
a  Cambridge,  Mass.,  consulting 


firm.  Currently,  voice  over  the 
Internet  is  not  going  to  replace 
corporate  public  switched  tele¬ 
phone  network  calls,  he  said. 

Gric  is  trying  to  address  IP 
voice  delay  issues  by  guarantee¬ 
ing  maximum  latency  will  not 
exceed  400  msec  across  the  net¬ 
work.  If  one  of  Gric’s  ISP  part¬ 
ners  can’t  meet  that  guarantee, 
the  ISP  will  not  be  able  to  offer 
the  Gric  service,  Cartmill  said. 


Gric’s  IP  voice  services 


Gric  Communications’  new  voice- 

over-IP  services  include: 

►  The  ability  for  users  to  take 
voice-over-IP  service  on  the  road 

►  Minimum  latency  guarantee  of 
400  msec 

►  Local  dial-in  numbers  in  three 
countries 

►  Phone-to-phone  and  PC-to-PC 
telephony  support 


And  for  some  small  or  mid¬ 
size  businesses,  Internet  voice 
services’  low  cost  will  override 
its  low  quality,  Merriman  said. 
Gric’s  phone  service  rates  will 
be  determined  by  each  service 
provider,  but  Gric  expects  rates 
to  range  between  10  and  15 
cents  per  minute. 

Gric’s  service  is  rolling  out 
slowly.  Three  carrier  partners, 
in  Denmark,  Germany  and  the 
United  States,  are  offering  the 
service.  By  year-end  GricPhone 
will  be  available  in  25  countries, 
Cartmill  said. 

Due  to  the  lack  of  interoper¬ 
ability  among  vendors’  gateways 
supporting  the  H.323  voice-over- 
IP  standard,  Gric  is  initially  only 
using  Lucent  Technologies,  Inc. 
products,  Cartmill  said.  But  gate¬ 
ways  from  Cisco  Systems,  Inc. 
and  Siemens  AG  will  be 
deployed  to  support  Giic- 
Phone  later  this  year,  he  said. 

®  Gric:  (408)  955-1920 
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What's  it  going  to  take  to  build 


better 


network?? 


VOLUTIONARY  NETWORKING 


Building  a  new  network? 

Revolutionize  from  the  ground  up. 

R/Evolutionary  Networking  is  all 
about  R/Evolutionary  new  capabilities.  It's 
about  building  an  IP  network  as  R/Eliable 
as  the  voice  network. 

R/Evolutionary  Networking  allows 
you,  for  the  first  time,  to  ensure  quality 
of  service  and  set  prices  for  various 
levels  of  data  service.  From  lo/casual 
to  hi/critical.  (So  it's  also  about  greater 
potential  for  R/Evenue). 

R/Evolutionary  Networking  is  about 
R/Evolutionary  performance,  and 
smarter  data  management  that  breaks 
up  internet  bandwidth  bottlenecks. 

It  helps  you  set  up  and  maintain  an 
IP  network  for  less  (up  to  40%).  And  it's 
from  the  people  who've  got  more  than  a 
little  networking  experience. 

(Over  125  years.) 

Going  IP? 

Let's  start  a  R/Evolution. 


You  can't  spell  R/Evolut* 
Evolutionary. 

R/Evolutionary  Networl 
taking  everything  you've  co 
on  from  the  voice  network 
quality  of  service,  custom  f 
and  evolving  it  to  IP. 

R/Evolutionary  Networl 
you  the  speed  and  capacity 
to  handle  today's  growing  \ 
data/voice/video.  (As  well  a 
intelligence  to  manage  you 
more  efficiently  and  offer 


of  service.) 

Even  if  you've  got  an  IP 
R/Evolutionary  Networking 
you  make  it  even  better.  (0 
intelligence  works  seamles 
existing  routers.) 

Sound  inteR/Esting? 

Give  us  a  call. 


'  ‘■abs  Innovations 


('W  Motllll,,! 
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What's  it  going  to  take  to  build 


better 


IP 


What's  it  going  to  take  to  build 


a  better 


IP  network?? 


The  new  stars  of 

R/Evolutionary  Networking; 

PacketStar™  IP  Switch — a  whole  new  ball  game  (animal,  ball  of  wax, 
etc.).  A  next-generation  intelligent  layer  3/4  routing  switch,  that  for 
the  first  time  allows  you  to  offer  and  price  multiple  tiers  of  service. 
Works  with  any  installed  base  of  routers. 


VOLU’ 


Building  a  new  netwc"';? 

Revolutionize  trot  tn?  : 

R/Evolutionary  Nei-^  k  *  :i 
about  R/Evolutionar\  rev.  -r  -  > 
about  building  an  IP  netwoi  “  .s  i.r  ' 
as  the  voice  network. 

R/Evolutionary  Neiv,-.*  r',.:  c- 
you,  for  the  first  time,  io  ensure  ,1':  .'i*'. 
of  service  and  set  prices  fu.  v.ern  ? 
levels  of  data  service.  From  Io.- casual 
to  hi/cntical.  (So  it's  also  about  gn  .'ter 
potential  for  PyFvenue). 

R/Evolutionary  Networking  is  about 
R/Evolutionary  performance,  and 
smarter  data  management  that  breaks 
up  internet  bandwidth  bottlenecks. 

It  helps  you  set  up  and  maintain  an 
IP  network  for  less  (up  to  40%).  And  it's 
from  the  people  who've  got  more  than  a 
little  networking  experience. 

(Over  125  years.) 

Going  IP? 

Let's  start  a  R/Evolution. 


Moving  an  existing  network  into  the 


IP  world? 

You  can't  spell  R/Evolutionary  without 
Evolutionary. 

R/Evolutionary  Networking  is  about 
taking  everything  you've  come  to  rely 
on  from  the  voice  network  (reliability, 
quality  of  service,  custom  features) 
and  evolving  it  to  IP. 

R/Evolutionary  Networking  brings 
you  the  speed  and  capacity  you  need 
to  handle  today's  growing  volume  of 
data/voice/video.  (As  well  as  the 
intelligence  to  manage  your  network 
more  efficiently  and  offer  new  classes 
of  service.) 

Even  if  you've  got  an  IP  network, 
R/Evolutionary  Networking  can  help 
you  make  it  even  better.  (Our  built-in 
intelligence  works  seamlessly  with 
existing  routers.) 

Sound  inteR/Esting? 

Give  us  a  call. 


PathStar™  Access  Server — a  totally  new  class  of  product,  a  central 
office  switch-router  for  the  IP  world.  Enables  network  operators  to 
offer  low-cost,  reliable  local/LD  voice  and  data  services  over  IP 
networks.  Half  the  cost  of  the  multiple  products  needed  to  perform 
the  same  functions  today. 


PacketStar™  Gateway  Solution — Bridges  the  voice  and  data 
worlds.  Allows  traditional  service  providers  to  consolidate  existing 
circuit-based  tandem  and  toll  networks  into  one  broadband  packet 
network.  Allows  new  network  operators  to  provide  local/tandem/toll 
voice  network  services  and  emerging  data  network  services  on  IP 
and  ATM  networks. 

PortMaster®  remole  access  technology — 

Carrier  class  capacity  and  service  flexibility.  Provides  up  to  4,320 
dial-up  IP  connnections  in  a  single  rack  and  supports  any  service  on 
any  port  at  any  time  (!) 

PacketStar™  Internet  Telephony  Server — 

Allows  service  providers  to  offer  hi-quality  voice/fax  transmission 
over  IP  networks  using  analog  phones/faxes/PCs. 

WaveStar™  Bandwidth  Manager. 

Integrates  all  access  and  transport  facilities  into  a  single  network 
node.  (Saves  up  to  60%  in  equipment  costs  and  up  to  85%  in  space 
requirements.) 

Plus  R/Evolutionary  ATM  switching  and  access  products. 


We  make  the  things  that  make  communications  work." 
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If  you  are  interested  in  sponsorship  opportunities,  please  call  5081820-7520. 


Register  today  for  the  seminar  nearest  you! 


(800)643-4668  •  www.nwfusion.com/seminars 


H': 


April  15 
April  16 
April  28 
April  29 
May  13 
May  14 
May  27 
May  28 
June  23 
June  24 
June  25 


e«K 


PRESENTER 
Jeff  Phillips 
TeleChoice,  Inc. 


Boston,  MA 
New  York,  NY 
Irvine,  CA 
San  Francisco,  CA 
Houston,  TX 
Atlanta,  GA 
Chicago,  IL 
Dallas,  TX 
Philadelphia,  PA 
Washington,  DC 
Denver,  CO 


Seminar  Overview 


As  the  technology  matures  to  a  point  of  mass  user  adoption, 
frame  relay  continues  its  explosive  growth  trend  in  1998. 
Frame  relay  has  proven  it  can  deliver  the  increased  perfor¬ 
mance  and  network  efficiencies  IT  managers  are  looking  for 
while  at  the  same  time  decreasing  their  overaii  operations 
costs.  In  addition,  carriers  and  equipment  vendors  continue  to 
deliver  the  enhanced  services  and  capabilities  necessary  for 
managers  to  address  today’s  and  tomorrow’s  application 
needs. 

Frame  Relay  ’98  will  help  you  make  sense  of  all  that  frame 
relay  has  become.  This  Information-packed  seminar,  taught  by 
Jeff  Phillips,  a  frame  relay  expert  with  TeleChoice,  Inc., 
addresses  the  technology  from  virtually  every  angle.  In  this 
seminar,  we  will  explore  everything  from  frame  relay  imple¬ 
mentation  fundamentals  to  application  specifics  and  the  many 
areas  in  between.  Hot  topics  such  as  network  management, 
voice  and  SNA  transport,  carrier  and  equipment  vendor  offer¬ 
ings,  and  Interoperability  will  be  covered  In  this  powerful  one- 
day  session.  New  features  and  services  available  on  the  mar^^ 
ket  along  with  their  networking  benefits  will  be  addressed 
along  with  enhancements  coming  from  industry  players  in  the 
future. 

Whether  you  are  a  network/telecom  planner,  manager, 
designer  or  administrator,  Frame  Relay  *98  will  provide  you 
with  the  Information  and  insight  necessary  to  more  efficiently 
and  effectively  Implement,  expand  and  manage  your  network. 


8  Key  Benefits  M  Attending: 


1.  Explore  the  inherent 
benefits  of  using  frame 
relay 

2.  Compare  and  contrast 
frame  relay  to  other  wide 
area  networking  solutions 
including  when  frame 
relay  is  a  more  economical 
solution 

4.  Understand  the  alternative 
approaches  to  running 
SNA  applications  over 
frame  relay 

4.  Understand  available  net¬ 
work  management  options 
and  the  pros  and  cons  of 
outsourcing  vs.  in-house 
network  management 


Register  awd  You  Will  Receive: 

•  Comprehensive  seminar  workbook 

•  Exclusive  Network  World  Frame  Relay  Resource  CD-ROM 

•  Luncheon  and  break  refreshments 

•  Visit  with  leading  frame  relay  vendors 

•  Ail  of  the  above  included  in  your  $450  registration  fee 
(Save  with  our  new  team  discounts  for  two  or  more 
attendees!) 

Note:  If  you  can’t  attend,  call  us  and  order  this  informative  and 
useful  attendee  materials  kit  for  just  $99! 


5.  Learn  how  frame  relay  can 
interoperate  with  other 
networking  technologies 
and  why  you  may  want  to 
explore  them 

6.  Learn  how  to  save  money 
by  consolidating  your 
voice  and  data  applica¬ 
tions  over  frame  relay 

7.  Analyze  the  service  and 
pricing  differences 
between  the  major 
frame  relay  providers 

8.  Learn  about  new  and 
likely  future  service  and 
equipment  enhancements 
which  could  prove 
advantageous  to  your 
networking  environment 


www.nwfusion.com/seminars 


Visit  us  on-line  . . . 

O  Complete  seminar  outline 
and  benefits  of  attending 

O  Comprehensive  presenter  bio 

O  Register  on-line 


NetworkWb^ 


AUTOMATED  FAX-BACK  INFORMATION  AVAILABLE  BY  CALLING  (800)736-9430  COD 


Carriers  &  ISPs 


Syndesis  speeds  DSL  provisioning 


By  Tim  Greene 

Richmond  Hill,  Ontario 

US  WTLST,  Inc.  is  cutting  the  time  it 
takes  to  pro\'ision  digital  subscriber  line 
(DSL)  services  from  hours  to  seconds  by 
using  new  software  from  Syndesis,  Ltd. 

NetProvision  Activator  software  lets 
US  WEST  provision  the  hardware  neces- 
.sary  to  turn  up  a  DSL  circuit  from  a  sin¬ 
gle  management  platform.  Today,  most 
provisioning  services  have  to  configure 
lines  device  by  device  using  separate 
element-management  systems. 

“In  deploying  our  DSL  services  and 
looking  at  the  scale  of  the  deployment, 
having  this  kind  of  topology  engine  is 
absolutely  critical.  It  differentiates  our 
service,”  saidjanice  Aune,  vice  president 
of  operations  for  US  WEST  Interprise. 

In  addition,  Cisco  Systems,  Inc.  last 
week  announced  it  will  license  and 
incorporate  Syndesis’  software  in  its  new 
Seiwice  Management  System.  The  result¬ 
ing  product  will  be  sold  by  Cisco  as  Cisco 
Provisioning  Center.  As  part  of  the 
Provisioning  Center,  Cisco  will  use 
NetProvision  for  building  multivendor 
ATM  and  frame  relay  network  services 
such  as  IP  Virtual  Private  Networks 
(VPN),  voice-over-IP  and  managed  IP 
services.  Bay  Networks,  Inc.  has  a  similar 
relationship  with  Syndesis  for  its 
OptivityServices  package. 

PROFILE:  SYNDESIS,  LTD. 

Headquarters:  Richmond  Hill,  Ontario 


Cisco  and  ATM  switches  made  by  New¬ 
bridge  Networks,  Inc.  or  Cisco. 

Without  NetProvision  Activator,  a 
technician  would  have  to  tap  into  each 


mux  or  switch  individually  from  a  sepa¬ 
rate  management  platform  and  provi¬ 
sion  each  box  to  set  up  a  circuit.  With 
NetProvision  Activator,  a  technician  can 


define  a  circuit  and  the  actual  provision¬ 
ing  is  automated. 

“Today,  the  way  people  do  that  is  with 
swivel  chairs  and  multiple  management 
.systems.  One  of  NetProvision  Activator’s 
key  roles  is  to  eliminate  all  of  that,”  said 
Douglas  Chapman,  vice  president  of 
product  marketing  for  Syndesis. 

©  Syndesis:  (905)  886-7818 


E-Business  makes  it  possibie 


Founded:  1986 


Today,  you  demand  enterprise  software  that  works  together 


Employees:  100 

Funding:  $4  million  from  Helix 
Investments 

Product:  NetProvision  Activator 
software  to  provision 
hardware  in  multivendor 
networks 

Competitors:  Micromuse  and  Ascend 

Fun  fact:  All  of  the  internal  networks 
at  Syndesis  are  named  for 
the  great  beers  of  the  world. 


in  your  organization,  adapts  quickiy  to  change  and 
prepares  you  for  tomorrow.  But  you  must  also  integrate 
your  business  with  your  customers.  That’s  what  electronic 
business  is  about  and  DMW  makes  it  all  possible.  Our 
family  of  adaptive,  integrated  software  solutions  redefines 
your  possibilities. 

Proactive  customer  care  that  delivers  self- 
directed  capabilities  and  customer  value 
management. 

Convergent  billing  that  allows  invoicing  on 


If  software  such  as  NetProvision 
Activator  had  been  widely  deployed,  it 
could  have  doubled  the  installation  of 
VPNs  last  year,  according  to  Tom  Nolle, 
president  of  CIMI  Corp.,  a  technology 
assessment  firm  in  Voorhees,  N.J. 

Last  year,  users  bought  $1.1  billion  in 
VPN  services,  but  only  $170  million  worth 
of  the  services  were  actually  turned  on, 
according  to  CIMI  research.  “The  prob¬ 
lem  was  manifold,  but  part  of  it  has  to  do 
with  [provisioning  that]  Syndesis  is  work¬ 
ing  to  address,”  Nolle  said. 

In  US  west’s  case,  NetProvision 
Activator  is  used  to  set  up  circuits 
between  DSL  multiplexers  made  by 


the  Net  in  real  time. 

Network  care  that  ensures  an  optimized 
intelligent  and  secure  environment. 


redefining  possible"" 


DMW  helps  you  move  beyond  limits  and  prepares  you  for 
adaptive,  integrated  e-buiness. 

Redefine  possible  with  DMW. 


800.369.4768  or  719.548.1101  •  www.dmwworldwide.com 
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Carriers  &  ISPs 


EYE  ON  THE  CARRIERS 

You  say  you  want 

icture  this:  You’re  a  happy  Sprint 
frame  relay  customer,  but  you  use 
several  carriers  for  voice  service  because 
your  company’s  had  some  mergers. 


a  revolution? 

Now  word’s  out  that  you  want  to  inte¬ 
grate  all  your  voice  and  data  contracts, 
and  Sprint  compedtors  are  coming  in 
with  some  aggressive  proposals. 


Even  better,  you  have  Sprint’s  cooper¬ 
ation  to  experiment  with  voice  over 
frame  relay  to  eliminate  intracompany 
tolls  entirely. 

Suddenly,  Sprint  CEO  Bill  Esrey 
announces  something  called  the 
Integrated  On-Demand  Network,  or 
ION.  He  claims  ION  can  put  all  your 
voice,  data  and  video  traffic  on  one  con¬ 


The  Best  E-mail  Server  for  NT 


'  UNUMITED  ' 
USERS 

lor  less  than 


$500 


Your  choice  of  e-mail  server  is  critical.  Your  users  rely 
on  you  to  choose  a  server  that  will  keep  e-mail 
flowing  smoothly.  And  if  your  server  doesn’t 
perform,  you’ll  hear  about  it. 

Enter  IMail™  Server  from 


Ipswitch — the  high-powered,  low-cost  e-mail 
server  for  Windows  NT.  IMail  Server  delivers 
high  volumes  of  mail  reliably  and  efficiently, 
day  in  and  day  out.  So  your  users  are  h^py.  And 
you  can  concentrate  on  the  rest  of  your  job. 
100%  Open  Standards  With  a  completely 
open  system  designed  for  the  Internet  era,  IMail 
Server  is  more  efficient,  less  expensive,  and  easi¬ 
er  to  administer  than  proprietary  mail  systems 
with  Internet  gateways.  Plus,  it  supports  the  lat¬ 
est  Internet  messaging  protocols,  including 
IDAP  and  1MAP4,  as  well  as  SMTP  and  POP3. 
Designed  for  NT  Written  for  NT  from  the 
ground  up,  IMail  Server  takes  full  advantage  of 
the  NT  architecture.  So  you  get  excellent  perfor¬ 
mance,  scalability  from  one  to  over  10,000  users, 
capacity  for  more  than  100,000  messages  a  day, 
and  full  integration  with  the  NT  user  database. 


A  History  of  Innovation 

With  the  1995  release  of  IMail  Server, 
Ipswitch  pioneered  Internet  mail  service 
for  Windows  NT.  Since  then,  Ipswitch  has 
continued  to  break  new  ground  with  a 
series  of  IMail  Server  "firsts": 


FIRST  TO 
INCLUDE: 


•Self-monitoxing,  NODRUTION 
AND  AUTO-XESTAKT  OF  SERVICES. 

•E-mail TO  pager  and  fax. 

•Reading  AND  sending  mail 
FROM  WEB  browsers. 

With  IMail  Server  4.0,  the  Ipswitch  tradition 
of  innovation  continues,  adding  IMAP4  and 
LDAP  servers,  the  ability  to  receive  attach¬ 
ments  when  reading  mail  with  a  Web  browser, 
major  listserver  enhancements — and  more. 


[' 


Download  a  FREE  copy 


Easy  to  Install  and  Administer  Have  user  accounts  configured 
and  receiving  mail  within  an  hour,  with  the  fast  and  easy  IMail  Server 
setup.  System  adjustments  and  additions  are  simple,  too.  Add  users, 
change  passwords,  and  more — all  from  your 
NT  console  or  any  Web  browser. 

Access  All  Your  Mail  From  Home, 
Office,  or  Laptop  IMail  Server’s  IMAP4 
server  lets  you  access  messages  in  all  your  mail 
folders — no  matter  where  you  originally  read 
them.  So  you  can  keep  up  with  your 
correspondence  whether  you’re  at  home,  in  the 
office,  or  on  the  road. 

Read  Mail  Your  Way  It’s  your  choice.  Pick 
any  open  e-mail  client  (POP3  or  IMAP4).  Or  use 
any  Web  browser  for  easy  access  to  all  your  mail 
wherever  you  are.  (See  a  live  Web  Messaging  demo 
on  our  Web  site.) 

The  Bottom  Line  IMail  Server  gives  you  all 
the  rich  messaging  you  need,  starting  at  under 
$500  for  unlimited  users!  Visit  our  Web  site  for 
more  information  at  www.ipswitch.com. 


www.ipswitch.com/nww2 


] 


verged  network  at  a  massive  reduction  in 
cost,  apparently  using  technologies  such 
as  ATM  and  digital  subscriber  line  (DSL) . 
Unfortunately,  details  are  sketchy,  and 
your  Sprint  rep  is  clueless  about  ION. 

Now  what  do  you  do?  Keep  negotiat¬ 
ing  and  experimenting  with  what  you 
thought  was  available  or  get  this  new 
ION  baby  installed,  whatever  it  is? 

This  scenario,  which  happened  to  a 
user,  shows  what  happens  when  the  real 
world  of  enterprise  networking  meets  the 
fantasyland  of  vendor  jockeying,  corpo¬ 
rate  image  and  Wall  Street  perception. 

Sprint  really  does  have  a  high-speed 
backbone  theoretically  capable  of 
tremendous  advances  in  voice  and  data 
transport  efficiency.  But  at  the 
moment.  Sprint’s  not  ready  to  an¬ 
nounce  any  actual  convergence  services 
or  reduce  data  networking  prices.  So 
why  the  ION  announcement  now? 
There  are  three  main  reasons: 

•  Esrey  seems  annoyed  at  all  the  pub¬ 
licity  Qwest  and  Level  3  are  getting  pro¬ 
moting  a  brave  new  IP  world  free  of  lega¬ 
cy  carrier  sys¬ 
tems.  In  their 
hearts,  all  tra¬ 
ditional  carri¬ 
ers  think  voice 
over  IP  is  a 
crock,  and 
Sprint  is  push¬ 
ing  ATM  as 
the  conver-  D®vid  Rohde 

gence  proto¬ 
col  of  choice.  But  it  would  be  no  good  to 
announce  the  Integrated  ATM  Network. 
To  make  the  front  page  of  The  Wall  Street 
Journal,  Sprint  had  to  come  up  with  a 
gimmick  that  played  into  IP  convergence 
hype  without  actually  endorsing  it. 

•  After  years  of  hesitation.  Sprint  basi¬ 
cally  has  decided  not  to  become  a  com¬ 
petitive  local  exchange  carrier.  Instead, 
it’ll  be  leasing  regional  Bell  operating 
company  fiber  for  dedicated  connec¬ 
tions,  and  it  claims  it’ll  somehow  lease 
DSL  lines  from  RBOCs  for  dial-up  con¬ 
nections,  even  though  the  rest  of  the  tele¬ 
com  industry  thinks  that’s  next  to  impos¬ 
sible.  Sprint’s  announcement  made  a 
defensive  local  strategy  sound  bold. 

•  Sprint’s  had  a  bit  of  a  tough  time 
recently.  Its  venture  with  cable  compa¬ 
nies,  which  originally  was  supposed  to 
create  end-to-end  services,  is  petering 
out.  Its  Global  One  international  venture 
has  suffered  a  management  shake-up. 

So  what  do  you  do  with  this  new  infor¬ 
mation?  Here’s  a  final  tip:  Esrey  said 
ION  is  “revolutionary.”  Oh  boy.  Want  to 
propose  a  revolution  to  management  in 
your  next  budget? 

So  go  ahead  and  try  that  voice  over 
frame  relay  experiment,  and  keep  negoti¬ 
ating  down  those  long-distance  rates. 
You’ll  have  results  back  long  before 
Sprint  announces  any  real  ION  services 
—  or  their  prices. 


IPSWITCH 


Ipswitch,  Inc  •  Lexington,  /VIA  •  ph:  78 1-676-5700  •  email:  sales@ipswitch.com 

0199S  Ipiwitcl.  lie.  All  ilgiti  iisiiyii.  IMill  Saidi  fii  Wii9iwi  NT  lt>  liga.  aa9  Ipawilck  aai  ill  laga  aia  lia/a. 
■  aiki  af  Ipiwitck.  lac.  All  atkai  aaaiaa  aak  piaiacla  aia  liakaaiaiks  ai  lagislaial  tialaiaaiki  al  tkaii  laipacllva  awaaia. 


JfJ^Daa 


800.237.8931 


Rohde  is  Network  World’s  senior  editor  of 
Carriers  dr’  ISPs.  He  can  be  reached  at  david_ 
rohde@nww.  com. 
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Hiway  Technologies,  home  to  over  50,000 
Internet  domains,  relies  upon  the  performance. 


scalability  and  reliability  of  WebFORCE  Origin  servers. 

Over  so  WebFORCE  Origin  servers  help  handle  more  than;  900  million 
hits  per  month  with  greater  than  99.5%  uptime,  making  Hivvay^the  Woridwide 
leader  in  Web  hosting. 

If  you're  serving  mail,  news,  commerce  transactions,  databases,  or  caching. ' 
Web  content,  look  to  Origin  servers.  Join  the  over  500  ISPs  vvho  knoyv  there 
is  no  better  foundation  available.  We  understand  your  business  and  have  the  ? 
satisfied  customers  to  prove  it.  Remember,  the  Internet  is  bdomfngiYour  " 
business  can  too,  with  Silicon  Graphics®  WebFORCE  Origin , Servers.' 


WebFORCE®  Origin™  servers  from  Silicon 
Graphics. The  world’s  leading  Internet  solutions  for 
the  world’s  leading  Internet  Service  Providers.  Grow 
as  fast  as  the  Internet.  Host  more  customers  with 
less  overhead.  Do  it  all  while  spending  less  on  your 
Internet  server  infrastructure  and  reducing  system 
and  network  management  costs.  Only  WebFORCE 
Origin  servers  can  deliver  that  kind  of  world  record 
price/performance,  scalability,  and  bandwidth. 
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texqs  A&M's  43,095  students  represent  every  state  and  113  countries. 


Who  helped 
Texas  A&M 
build  their 
high-speed 
switched 
network? 
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Texas  A&M  is  the  nation’s  sixth  largest  university  in  terms  of  student  enrollment  and  first  in  geographic  size.  With  its  main  campus 
network  in  College  Station,  along  with  networks  in  sister  institutions  across  the  state,  Texas  A&M  wanted  to  unify  its  network 
infrasP’ucture.  “Wliat  we  needed  was  a  technology  that  would  ;illow  us  to  upgrade  our  network  incrementally,  without  having  to 
wait  until  everything  was  switched  over  to  receive  the  benefits,”  says  Willis  Marti,  senior  lecturer  and  director  of  computing  services  in 
the  dep:irtmenl  of  computer  science  at  the  University.  “We  found  that  the  Xylan  switches  that  were  provided  and  supported  by  Anixter 
provide  an  incredible  degree  of  flexibility  in  integrating  and  configuring  both  legacy  networks  and  new  technologies.” 


For  a  full  case  study: 
www.xylan.com/nw 

888  404  6280 


“We  recently  made  a  decision  to  push  the  switched  Xylan  solution  all  the  way  to  the  dorms,”  adds  Dave  Hess,  director  of  networking  at 
Texas  A&M.  “Each  student  will  have  his/her  own  switched  port.  This  lets  us  deliver  higher  bandwidth,  and  provides  a  means  for  the 
University  to  achieve  its  security  goals  via  the  embedded  Xylan  authentication  capabilities.” 

Sv.itching;  LAN,  Layer-Three,  ATM,  Gigabit. 

I. Toces;  Ethernet,  Fast  Ethernet,  Gigabit  Ethernet,  ATM,  Token  Ring,  FDDI,  Frame  Relay,  Voice,  ISDN. 

Sci  ices:  Firewalls,  Authentication,  Multicast,  Broadcast  Management,  Protocol  Translation,  Mobility,  QoS, 

Prioritization,  Compression,  Policy-Based  Management. 


Switched  Network  Services 
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Covering:  Messaging  •  Groupware  •  Databases  •  Multimedia  •  Electronic  Commerce  •  Security 


Briefs 
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■  TriStrata  Security, 
Inc.,  a  start-up  launched  by 
Atalla  Corp.  founder  John 
Atalla,  has  announced  its  first 
product,  the  TriStrata 
Enterprise  Security 
Server.  The  specialized  high¬ 
speed  encryption  server,  which 
sells  for  $2.55  million  for  20,000 
users,  handles  authentication, 
access  control  and  policy-based 
encryption  of  stored  and  trans¬ 
mitted  data.  The  system  works 
based  on  a  proprietary  system  of 
digital  signatures,  and  has  been 
granted  export  approval  for 
Data  Encryption  Standard  and 
Triple-DES  encryption  by  the 
US.  Department  of  State. 

<D  TriStrata  Security:  ( 650 ) 
596-1757 


■  A  study  by  monitoring  soft¬ 
ware  maker  Elron  Soft¬ 
ware,  Inc.  found  that  62% 
of  responding  companies  had 
employees  that  accessed 
pornographic  Web 
sites  during  work 
hours  (see  graphic).  Com¬ 
panies  are  responding  to  this 
issue.  Some 


REPORTS  OF  SURF- 
ABUSE  INCIDENTS 


27%  of  the 
companies 
have  taken 
action 
against  em¬ 
ployees  for 
abusing  the 
World  Wide 
Web.  Half  of 
the  respon¬ 
dents  have 

Internet  acceptable  use  policies, 
while  W%  plan  to  create  policies. 


Web  abuse  is  de¬ 
clining  survey  says. 
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■  The  Knowledge 
Management  Con¬ 
sortium,  an  organization 
formed  last  December  to  ad¬ 
vance  this  growing  yet  nebulous 
market  segment,  last  week 
announced  it  has  established 
four  task  forces.  The 
task  forces  mil  define  knowledge 
management;  create  a  Universal 
Knowledge  Language;  establish 
standards  for  quantifying  and 
measuring  knowledge;  and  ad¬ 
dress  the  integration  of  workflow 
with  knowledge  management. 
Information  is  available  at  the 
group's  Web  site  at  www.km.org. 


Revamped  Web  site  to  take  flight  at  American  Airlines 


By  Ellen  Messmer 

Fort  Worth,  Texas 

American  Airlines,  Inc.  next 
week  will  unveil  its  retooled 
Web  site,  the  result  of  a  $1  mil¬ 
lion  make  over  designed  to 
help  the  airline  deliver  more 
personalized  service  to  the 
thousands  who  buy  tickets 
online. 

The  new  Web  site,  for 
instance,  will  enable  the  air¬ 
line  and  its  business  partners 
to  present  information  about 
events  and  services  available  to 
travelers  heading  to  particular 
cities.  In  addition,  the  site  will 
give  Web  surfers  the  opportu¬ 
nity  to  shop  for  tickets  by  price 
and  only  price  —  perhaps  a 
first  for  the  online  travel 
industry.  “Targeting  your  mes¬ 
sage  is  a  proven  marketing 
activity,”  said  John  Samuel, 
managing  director  of  interac¬ 
tive  marketing  at  American. 
“We’ve  been  working  nine 
months  on  the  capabilities 
we’re  rolling  out.  We’re  intro¬ 
ducing  a  lot  of  new  concepts.” 

American  today  has  a  some¬ 
what  awkward  system  that 
requires  visitors  to  obtain  two 
separate  logons  —  one  to  use 
travel  booking  tools  and 
another  to  use  other  American 


travel  services,  Samuel  said. 
This  system  will  be  replaced 
with  a  single  sign-on  proce¬ 
dure  that  involves  issuing  users 
a  temporary  personal  identifi¬ 


cation  number  online  and 
sending  a  permanent  one  via 
the  mail. 

With  the  overhaul  of  its  2- 
year-old  Web  site,  American  is 
trying  to  learn  more  about  the 
people  visiting  the  airline 


online.  American’s  Web  site 
already  gets  23  million  page 
views  per  week  and  has  1 .6  mil¬ 
lion  people  registered  to 
receive  weekly  e-mail  updates 
about  ticket  prices. 
American  sees  elec¬ 
tronic  commerce  as 
its  direct  flight  to 
future  growth,  even 
though  the  $140 
million  in  tickets 
American  sells  via 
the  World  Wide  Web 
represents  just  1% 
of  the  airline’s  total 
annual  sales. 

For  instance,  Web- 
based  electronic 
commerce  offers  a 
way  to  build  brand 
loyalty  among  young 
professionals,  said 
Samuel.  “Everything 
we’ve  done  in  the 
past  in  marketing  is 
based  on  Platinum 
and  Gold  lists  of  fre¬ 
quent  fliers,”  he  said. 
“A  college  grad  who  becomes  a 
consultant  wouldn’t  show  up 
in  our  Platinum  and  Gold  trav¬ 
el  miles  program,  but  that  per¬ 
son  is  probably  going  to  travel 
a  lot.” 

Based  on  the  information 


Web  visitors  are  willing  to 
divulge  to  American,  the  air¬ 
line  next  week  will  begin  tai¬ 
loring  page  views  and  me.s- 
sages  to  its  customers.  If  some¬ 
one  likes  golf,  for  instance,  the 
Web  site  could  provide  infor¬ 
mation  about  courses  in  a  trav¬ 
eler’s  destination  city. 

The  personalization  magic 
will  be  provided  via  Broad- 
Vision,  Inc.’s  One-to-One  soft¬ 
ware,  a  set  of  Common  Object 
Request  Broker  Architecture 
application  services  that  link 
Web  front  ends  to  back-end 
databases  that  store  informa¬ 
tion  on  users  as  well  as  mar¬ 
keting  messages. 

As  middleware,  One-to-One 
is  installed  on  servers  that 
include  a  profile  manager  and  ^ 

contact  manager.  Intelligent  ^ 

agents  based  on  Iona  Tech-  ^ 
nologies,  Inc.’s  Orbix  object  : 
request  broker  fetch  informa-  “ 
tion  and  combine  data. 

American’s  biggest  chal¬ 
lenge  in  revamping  its  Web 
site  has  involved  content  cre¬ 
ation,  according  to  Samuel. 
The  company  has  hired  a  raft 
of  editors,  graphic  artists  and 
proofreaders. 

“We’re  becoming  like  a 
newspaper,”  Samuel  added.  ■ 


American’s  Samuel  spent  $1  million  on  the  com¬ 
pany  's  Web  site. 


Starlight  unveils  streaming  media  manager 


By  Chris  Nerney 

Mountain  View,  Calif. 

Starlight  Networks,  Inc. 
today  will  introduce  a  software 
package  that  makes  it  easier  for 
companies  to  manage  stream¬ 
ing  multimedia  applications 
across  an  enterprise  network. 

The  new  client  and  server 
product,  dubbed  StarCenter, 
automates  the  storage,  delivery 
and  access  of  streaming  media 
applications  running  off  a  variety 
of  servers  and  desktop  players. 

Streaming  media  technology 
allows  end  users  to  hear  or  view 
information  as  it  arrives,  rather 
than  have  to  wait  for  an  entire 
file  to  download.  Users  with 
StarGenter  client  software  can 


access  executive  presentations, 
satellite  news  broadcasts,  train¬ 
ing  videos  and  live  corporate 
meetings.  The  product  works 
with  several  streaming  media 
players,  including  Microsoft 
Corp.’s  NetShow  and 
RealNetworks  Inc.’s  RealVideo 
and  RealAudio. 

StarCenter’s  video  server  can 
store  multiple  versions  of  media 
files,  such  as  RealVideo  and 
MPEG,  and  give  end  users  the 
appropriate  available  version 
based  on  reading  how  much 
bandwidth  they  have  to  their 
desktops. 

One  early  beta  user,  a  systems 
integrator,  has  installed  Star- 
Center  at  the  lawnmower  divi¬ 


sion  of  John  Deere,  Inc.  in 
Horicon,  Wis.  Dale  Jessen,  pres¬ 
ident  of  Computer  Analytics 
Corp.  of  Chicago,  said  the 
Deere  unit  has  been  using 
StarCenter  for  the  past  two 
months  to  help  employees 
meet  a  requirement  that  they 
view  20  hours  of  training  Mdeos 
per  year. 

Jessen  said  StarCenter’s 
usage  reporting  function  is  par¬ 
ticularly  valuable.  This  function 
provides  Deere  with  the  infor¬ 
mation  it  needs  to  track  which 
employees  have  been  viewing 
videos  and  for  how  long,  he 
said. 

StarOnter’s  server  software 
runs  on  Windows  NT  4.0.  The 


client  software  works  on 
Windows  95  or  NT  4.0  worksta¬ 
tions.  StarCenter  is  scheduled 
to  be  commercially  available 
this  summer.  Pricing  is  based 
on  the  number  of  media  servers 
managed  and  begins  at 
$25,000.  Client  software  is  free. 

®  Starlight:  (650)  967-2774 


Get  more  online; 

•  Starlight’s  overview 
of  the  technology 

•  A  look  at  Microsoft’s 
moves  into  streaming 
technology 


•  Details  of  RealNetworks’ 
latest  streaming  software 
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Internet-based  Internet  governance 


t  was  not  as  easy  as  some  people 
had  said  it  would  be. 

.\lmost  a  year  ago,  the  U.S.  govern¬ 
ment  started  figuring  out  what  to  do 


about  domain  names.  The  government 
published  a  request  for  comment  relating 
to  Domain  Name  System  (DNS)  adminis¬ 
tration,  top-level  domain  (TLD)  creation 


and  related  issues,  such  as  the  impact 
trademarks  should  have  on  domain 
names.  The  request  successfully  resulted 
in  turning  up  ideas  on  these  issues. 

A  number  of  respondents  maintained 
there  were  easy  solutions  for  the  issues. 
But  the  respondents  were  wrong. 

Six  months  later,  the  government 
solicited  comments  on  a  draft  proposal. 


known  as  the  “Green  Paper,”  on  how  to 
deal  with  the  DNS  issues  as  well  as  a 
number  of  other  Internet  management 
problems.  The  basic  proposal  was  quite 
good,  but  a  number  of  the  details 
evoked  a  great  deal  of  consternation. 

Now  —  after  another  six  months  — 
the  U.S.  government  has  published  its 
final  plan.  By  removing  some  of  the  pol¬ 
icy  predefinition,  the  government  has 
come  up  with  a  very  good  plan. 

Like  the  Green  Paper,  the  final  white 
paper  defines  an  independent,  nonprof¬ 
it  U.S.  corporation  that  will  be  responsi¬ 
ble  for  a  number  of  the  basic  Internet 
infrastructure  functions:  setting  policy 
for  and  directing  allocation  of  IP  address 
blocks  to  regional  IP  number  registries; 
overseeing  the  operation  of  the  root 
name  servers;  overseeing  policy  for  the 
creation  of  new  TLDs;  and  coordinating 
the  assignment  of  Internet  technical 
parameters.  These  functions  are  a  com¬ 
bination  of  operations  and  policy. 

The  execution  of  the  policy  portions  of 
these  functions  will  be  the  first  explicit 
instance  of  Internet  governance,  even 
though  the  white  paper  maintains  that  it 
is  not  defining  any 
such  thing.  The 
paper  says  this 
new  organization 
will  not  displace 
existing  laws  but 
will  be  defining 
policy,  and  that 
is  a  governance 
function. 

Almost  all  of 
the  Internet’s  growth  has  taken  place 
over  the  past  five  years,  yet  in  this  very 
short  time,  the  ’Net  has  had  a  profound 
impact.  The  government  proposal  is  an 
indication  of  the  impact.  It  is  impossible 
to  imagine  a  major  world  government 
would  have  had  the  vision  a  decade  ago 
to  define  nongovernmental  governance 
of  such  a  vital  resource.  The  traditional 
way  to  deal  with  this  type  of  issue  has 
been  to  have  a  national  governmental 
organization,  such  as  the  Federal 
Communications  Commission,  or  an 
international  intergovernmental  organi¬ 
zation,  such  as  the  International 
Telecommunication  Union,  take  charge. 

This  new  U.S.  government  plan  hands 
responsibility  for  vital  policy  develop¬ 
ment  over  to  the  Internet  community.  It 
is  a  big  responsibility,  and  there  will  be 
some  challenging  times  ahead  as  repre¬ 
sentation  details  are  worked  out. 

There  will  be  legal  challenges  from 
people  who  don’t  like  the  idea  of  a  con¬ 
sensus-based  policy  development  process. 
1  hope  the  new  organization  will  be  able 
to  deal  with  the  challenges  and  meet  its 
obligations  to  the  Internet  community. 

This  is  the  right  thing  to  do. 

Disclaimer:  Harvard  has  no  consistent 
view  of  governance  (its  own  or  others’), 
so  the  above  must  be  my  view. 

Bradner  is  a  consultant  with  Harvard 
University 's  University  Information  Systems.  He 
can  be  reached  at  sob@  harvard.edu. 


Things  Are  More  Complicated  Today... 

Your  parents  never  told  you  about  routers,  bridges,  networks  and  call  centers.  You  were  never 
warned  about  building  block  compatibility  problems.  The  Year  2000  issue  was  never  discussed 
over  mashed  peas  and  carrots.  So,  now  that  you’re  all  grown  up,  what  can  you  do  to  avoid  those 
costly  revisions  and  recalls? 

Have  your  product  thoroughly  tested  by  XXCAL  Testing  Laboratories!  We  test  with  the 
hardware,  software  and  LAN  environments  your  customers  use.  Protect  your  investment 
with  XXCAL’s  Year  2000  compliance  testing.  Contact  us  for  all  of  your  quality  assurance 
testing  needs: 

Y2K  Testing  •  Performance  Testing  ‘Test  Scripting  •  Compatibility  •  Functionality 
Usability  •  Interoperability  •  Localization  Testing  ‘Web  Site  Review 
NetWare  Certification  •  Adobe  OEM  Partner  •  Client  Server  Testing  •  Custom  Tests 


Mi 


□ 


TESTING  LABORATORIES 
http://www.xxcal.com 
labsales@xxcal.com 
(310)  477-2902 


Helping  Your  Products  Grow  Up  Safely  in  a  Complex  Wbrid! 


Scott  Bradner 
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Meet  the  most  powerful  team  in  business  network  services:  Cisco  Systems 
and  Cisco  Powered  Network  service  providers.  Virtually  every  piece  of 
information  that  travels  across  the  Internet  travels 
across  Cisco  equipment.  Cisco  Powered  Network 
service  providers  use  this  very  same  equipment  to 
bring  innovative  network  services  to  your  business. 

Get  behind  the  program  at  www.cisco.com/cpn 
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Electronic  commerce 


Business-to-business  boom 


hether  your  goal  is  to  have  employees 
order  office  supplies  electronically  from 
their  desktops,  or  to  buy  and  sell  online 
with  trading  partners,  a  new'  class  of  busi- 
ness-to-business  applications  based  on  electronic 
catalogs  is  there  for  you  to  carry  out  your  plan. 

At  costs  that  generally  range  from  $100,000  to 
a  cool  million,  these  “b-to-b”  electronic  com¬ 
merce  applications  don’t  come  cheap.  But  those 
taking  the  Web-based  procurement  plunge 
believe  that  in  the  long  run,  online  catalogs  will 
eliminate  processing  costs. 

Almost  two  years  ago,  Boehringer-lngelheim 
Pharmaceuticals,  Inc.  decided  to  take  a  fresh 
look  at  how'  employees  bought  office  supplies 
and  biochemicals,  as  w'ell  as  how  the  company 
processed  procurement  information.  Based  on 
the  findings  of  an  internal  procurement  engi¬ 
neering  team,  the  company’s  financial  manage¬ 
ment  group  decided  electronic  catalogs  tied  to  a 
w'orkflow-based  approval  and  routing  system 
could  lower  processing  costs  and  make  it  easier 
to  keep  track  of  purchases. 

Boehringer-lngelheim  chose  an  Ariba 
Technologies,  Inc.  product  called  the  Operating 
Resource  Management  Systems  (ORMS).  This 
week,  120  employees  at  Boehringer-lngelheim 
wall  start  ordering  supplies  v’ia  ORMS  Web-based 
catalogs.  “We  have  7,000  items  online.  By  the  end 
of  the  year,  w'e  intend  to  have  500,000,”  says  Greg 
Schnuck,  purchasing  manager  for  research  and 
development  at  Boehringer-lngelheim  in 
Richfield,  Conn. 

Boehringer-lngelheim  has  been  able  to  influ¬ 
ence  Ariba’s  development  of  ORMS.  For 
instance,  the  pharmaceuticals  giant  wanted 
ORMS  available  for  Hewlett-Packard  Co.’s  Unix, 
and  Ariba  agreed.  A  Unix  version  of  ORMS  is 
now  ready  to  ship. 

“The  way  it’s  designed,  the  first  time  you  access 
the  Ariba  system  it  requires  you  to  fill  out  a  per¬ 
sonal  profile,  w'ho  your  supervisor  is,  what  building 
you  are  in  and  how  much  you  want  to  spend,” 
Schnuck  says.  “The  profile  will  have  to  be 
approved  by  the  supervisor.  And  we  sat  down  and 
designed  a  process  of  rules  that  are  required.” 

The  cost  of  the  Ariba  electronic  catalog  system 
has  been  about  $500,000.  “I’m  lucky  that  our 
sponsor  is  the  chief  financial  officer  of  the  corpo¬ 
ration,”  Schnuck  says.  “It’s  a  sizable  investment, 
and  we  have  high-level  sponsorship.” 

Ariba  is  not  alone  in  this  big-ticket  business-to- 
business  electronic  commerce  market.  Household 
names  such  as  IBM  and  Netscape  Communications 
(ioip.  are  duking  it  out  for  market  share  in  a 
crowd  of  lesser-know'n  upstarts  that  includes 
Commerce  One,  Inc.;  Connect,  Inc.;  BroadVision, 
Inc.;  Elcom  Systems,  Inc.;  Open  Market,  Inc.; 
InterWorld  Corp.;  SpaceWorks,  Inc.;  Connect,  Inc.; 


By  Ellen  M  e  s  s  m  e  r 

RightWorks,  Inc.;  Intershop  Communications,  Inc.; 
Snickelways  Interactive,  Inc.;  and  Trade’ex 
Electronic  Commerce  Systems,  Inc. 

.All  the  vendors’  products  can  present  personal¬ 
ized  Web  catalog  views  and  a  way  to  generate  pur¬ 
chase  orders  and  requests.  Most  do  far  more, 
such  as  ghing  distributors  a  way  to  view  inventory 
availability  and  providing  ways  to  link  into  back¬ 
end  Enterprise  Resource  Planning  systems. 

But  each  of  these  packages  uses  different  ways 


Mike  Janes  keeps  FedEx  close  to  its  shipping  roots. 

to  format  catalog  information,  which  can  make  it 
burdensome  on  the  supplier  asked  to  handle  the 
different  formats. 

In  general,  these  electronic  commerce  applica¬ 
tions  do  tend  to  differentiate  themselves  as  “sell- 
side,”  for  use  by  the  seller,  or  “buyside,”  for  use 
by  the  buyer.  However,  IBM’s  Java-based  electronic 
commerce  package,  Net.Commerce  Pro,  “is 
agnostic  as  far  as  a  buyer  or  seller  scenario,”  says 
Dave  Liedderbach,  director  of  electronic  com¬ 
merce  programs  at  IBM.  Used  by  Goodyear  Tires 
Corp.,  Dunkin’  Donuts,  Lehigh  Valley  Stores  and 
MicroAge  Corp.,  Net.Commerce  Pro  starts  at  a 
breathtakingly  low  $19,995.  But  costs  accrue  once 
you  start  customizing  it  for  back-end  integration 
using  the  IBM  Java-based  APIs. 

When  Federal  Express,  Inc.  wanted  to  leverage 
its  package-shipment  expertise  into  the  broader 
world  of  electronic  commerce,  it  went  sifting 
through  this  vendor  mix  in  order  to  find  the 
right  partner  for  the  development  of  shipping 
software. 

As  a  result,  FedEx  recently  struck  a  deal  with 
InterWorld  Corp.  that  calls  for  the  firm  to 
integrate  FedEx  APIs  related  to  shipment  costs 
and  logistics  into  the  next  version  of  the 
InterWorld  business-to-business  application. 
Commerce  Exchange. 


Scheduled  to  be  available  in  the  third  quarter, 
the  FedEx-enabled  version  of  Commerce 
Exchange  will  let  the  user  easily  obtain  and  com¬ 
pute  FedEx  shipping  charges,  arrange  for  returns 
and  integrate  with  order  management.  FedEx  is 
teaming  with  InterWorld  “because  [the  company 
uses]  process-centric  computing  that  allows  for 
flexibility  and  customer  changes,”  says  Mike 
Janes,  vice  president  of  electronic  commerce 
marketing  at  FedEx.  “We  may  eventually  ally  with 
others,  but  InterWorld  is  the  first.” 

The  idea  of  electronically  enabled  buying  and 
selling  has  been  around  for  a  long  time.  Most 
Fortune  1000  companies  have  been  using  one 
form  or  another  of  this  older  technology,  called 
electronic  data  interchange,  going  back  25  years. 

However,  traditional  EDI,  which  evolved  from 
mainframe  processing,  usually  depends  on  store- 
and-forward  messaging  of  EDI  transactions  and 
has  rarely  been  used  for  PC-based  procurement. 
But  when  Boston  Edison,  a  big  EDI  user,  decided 
to  put  up  an  electronic  catalog  for  ordering  sup¬ 
plies,  the  public  utility  wanted  the  online  order¬ 
ing  system  to  generate  EDI-based  data. 

Boston  Edison  picked  the  Elcom  Procurement 
Manager,  a  client/server  application  that  lets 
employees  buy  from  EDI-based  electronic  cata¬ 
logs  and  generate  the  orders  in  the  form  of  EDI 
purchase  orders.  The  orders  are  sent  over  Boston 
Edison’s  value-added  network  provider,  GE 
Information  Services,  Inc. 

Suppliers  such  as  Reynolds,  Inc.,  Staples,  Inc., 
W.W.  Grainger,  Inc.  and  Vanyo,  Inc.  today  get  EDI 
orders  in  this  way  from  Boston  Edison,  where 
about  10%  of  employees  —  roughly  350  people  — 
use  the  online  ordering  system,  says  Tom  Murray, 
the  utility’s  group  manager  for  logistics. 

As  a  beta  user  of  Elcom  Procurement  Manager, 
Boston  Edison  got  the  software  for  a  bargain- 
basement  $25,000  nearly  two  years  ago.  “But  we 
put  in  a  few  hundred  thousand  of  our  own  devel¬ 
opment  blood  money,”  says  Liisa  Niemi,  Boston 
Edison’s  process  management  project  manager. 

The  new  world  of  Web-based  electronic  catalog 
procurement  is  beckoning  entrepreneurs  who 
envision  building  business  from  scratch  in 
cyberspace. 

One  who  has  done  just  that  is  David  Perry, 
president  and  CEO  of  Palo  Alto,  Calif.-based 
Chemdex  Corp.,  a  middleman  distributor  of  spe¬ 
cialty  life-science  chemicals  to  biotech  firms  such 
as  Genentech  Corp.  Chemdex  has  gathered  about 
40  electronic  catalogs  from  large  and  small  suppli¬ 
ers  so  biotech  companies  and  research  organiza¬ 
tions  can  see  what’s  available  at  the  best  cost. 

But  Perry  has  a  warning  for  others.  “It  takes  a 
serious  amount  of  customization  to  make  this 
work,”  he  says.  “No  prepackaged  software  ever 
does  everything  for  you.”  ■ 
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RUNNING  ENTERPRiS 

APPLICATIONS 
I  ON  AN  NT  SERVER? 

p 

Whatever  you  choose  to  do  in  the  privacy  of  your  own  office  is  your  business.  But  if  you  reiy  on  a  Microsoft  Windows  NT  Server  to  run  your 

company’s  key  business  applications,  the  resuit  couid  be  torturous.  In  fact,  according  to  D.H.  Brown,  servers  running  on  Windows  NT  “con- 


Remote  Reliability  Clustering  SMP  Overall 
Manageability  Functions  Scalability  Rating 

*D.H.  Brown  Assoclatoa.  Inc  ,  Usrcti  1998 


business-critical  scalability.  Pius,  Sun  supports  their  entire  line  of  servers  with  worldwide  customer  service.  So  call  800-SUN-FIND  or  visit 


sun.com/wgs/nwd  to  avoid  a  potentiaily  painful  situation.  Unless,  of  course,  you're  into  that  sort  of  thing.  THE  NETWORK  iS  THE  COMPUTER™ 

WHAT  IS  IT  YOU 
PEOPLE  DO  FOR  FUN? 

'Refers  to  O.H.  Brown  Associates,  Inc..  Soltm  Outpaces  tfT  Fof  Entefpnui  intranets.  March  1996  study  companng  Microsoft's  Windows  NT  Server  4.0  with  Sun's  Solans  2.6  operating  environmeni.  C1998  Sun  Microsystems,  Inc.  AM  rights  reserved.  Sun.  Sun  Mtaosystems, 
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MESSAGING  CAN  BE  MISSION-CRITICAL  TO  YOUR  BUSINESS, 

PARTICULARLY  AT  29,000  FEET. 

COME  TO  A  LOTUS  MESSAGING  SUMMIT.  We’ll  show  you  how  Lotus  Messaging  Solutions  can  outperform  anything,  under  even  the  most  extreme  conditions,  like  going 
to  the  top  of  the  world’s  highest  mountain.  For  the  two  years  it  took  to  organize  an  Everest  attempt,  and  the  months  it  took  to  climb  the  mountain,  Lotus  Messaging 

Solutions  served  as  the  primary  communications  tool  for  an  entire  expedition.  Find  out  why  more  than  33  million  users 
rely  on  Lotus  Messaging  to  handle  all  their  mission-critical  communications.  And  why  the  climbers  on  Everest  relied  on 
us  for  the  most  critical  mission  of  their  lives.  Everything  you  need  to  know  about  Lotus  Messaging,  and  how  it  can 
greatly  enhance  the  way  you  do  business,  will  be  showcased  at  each  of  our  complimentary  Lotus 
Messaging  Summits.  Get  all  the  details  at  www.lotus.com/messaging  or  by  giving  us  a  call  at 
I  888  593-2154.  We  promise  it  will  be  an  uplifting  experience. 


MESSAGING 

SUMMITS 

Toronto  ^ 

May  5 

Boston 

May  20 

San  Francisco 

June  11 

Atlanta 

June  17 

Chicago/Rosemont 

June  23 

Lotus 


Working  Together* 


Over  18,000  Ulus  Business  Partners  can  deliver  solutions  for  you  today.  ©1998  Lotus  Development  Corporation,  an  IBM  Company.  55  Cambridge  Parkvray,  Cambridge,  MA  02142.  All  rights  reserved.  Lotus  and  Working  Together  are  registered  trademarks  ol  lotus  Development  Cotp. 
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Ron  Nutter,  a  Master  Certified 
Novell  Engineer  and  Groupware 
CNE  in  the  Lexington,  Ky.,  area, 
tracks  down  the  answers  to  your 
questions.  Call  (800)  62S-1108, 

Ext.  7476,  or  send  your  questions 
to  mutter@world.std.com. 

We  decided  to  go  with  Noveii, 
inc.'s  NetWare  for  SAA  3.0  and 
Hostprint/400  to  minimize  the 
setup  probiems  we  have  had  whiie 
using  iBM  Ciient  Access  to  get  to 
our  AS/400.  We  were  abie  to  get 
the  SAA  product  instaiied  and 
running  without  too  much  trouble, 
but  Hostprint/400  isn’t  cooperat¬ 
ing.  I  have  put  the  patches  in 
place  for  SAA  as  prescribed  by 
IBM,  but  Hostprint/400  still  won't 
install.  I  keep  getting  an  error 
message  saying  the  minimum  ver¬ 
sion  of  SAA  required  is  1.3B.  I  am 
using  Version  3.0,  so  what's  the 
problem? 

Via  the  Internet 
When  SAA  3.0  came  out,  Novell 
changed  the  name  of  the  product 
from  NetWare  for  SAA  (NWSAA) 
to  IntraNetware  for  SAA 
(INWSAA).  Therein  lies  the  prob¬ 
lem.  Hostprint  Is  looking  for 
NWSAA,  not  INWSAA. 

To  remedy  your  problem,  the 
first  thing  to  do  is  make  a  disk 
copy  of  the  Hostprint/400 
diskette.  Using  a  DOS  text  editor 
(or  Windows  notepad  as  long  as 
you  save  the  file  back  in  text 
mode),  edit  the  product.def  file 
on  the  Hostprint/400  diskette. 
Look  for  the  NWSAA  vl.3  line  and 
change  it  to  INWSAA  v3.0.  Using 
the  disk  copy,  you  can  now  install 
Hostprint/400. 

After  the  installation  has  fin¬ 
ished,  copy  the  HP400.NLM  and 
STAMPHP4.NLM  from  the 
Hostprint  directory  on  your 
IntraNetware  for  SAA  CD  onto  a 
floppy.  Insert  the  floppy  in  the 
server,  and  at  the  command 
prompt,  type  “LOAD  A;STAM- 
PHP4’’  and  press  “Enter.” 

STAMPHP4  will  copy  the  serial 
number  and  session  count  into  the 
new  Hostprint/400  NLM.  When  the 
command  prompt  returns,  remove 
the  floppy.  You  can  now  proceed 
with  configuring  HP400  as  out¬ 
lined  in  the  quick  start  card 
included  with  the  product. 


Technology  Update 

Covering:  Evolving  Technologies  and  Standards 

Blinded  by  the  wave-division  iight 


By  Jose  Maria  Daza 
and  Roselyne  Genin 

If  you  haven’t  heard  of  wave- 
division  multiplexing  (WDM), 
you  probably  will  in  the  coming 
months. 

WDM  and  a  closely  related 
technology,  dense  wave-division 
multiplexing  (DWDM),  are  giv¬ 
ing  large  users,  telecommunica¬ 
tions  carriers  and  competitive 
service  providers  the  opportu¬ 
nity  to  quickly  increase  band¬ 
width  capacity  and  speeds. 


Under  consideration 

WDM  is  useful  for  large  com¬ 
panies  whenever  high-speed 
interconnection  is  needed 
between  widely  dispersed  sites. 
The  technology  is  also  impor¬ 
tant  for  corporations  that  main¬ 
tain  multiple  data  centers, 
either  for  distributed  applica¬ 
tions,  disaster  recovery  or  CPU 
redundancy. 

In  addition,  nearly  every 
major  telecommunications  car¬ 
rier  is  considering  WDM  tech¬ 
nology.  Almost  all  competitive 
providers  are  thinking  about 
building  their  networks  based 
on  WDM,  whether  across  the 
country  or  within  a  metropoli¬ 
tan  area.  The  connectivity 
offered  by  WDM  will  bring  the 
LAN,  WAN  and  telecommuni¬ 
cations  infrastructure  closer 


without  requiring  new  cable 
installations. 

According  to  researchers, 
current  fiber  technologies  use 
less  than  1%  of  fiber  cable 
capacity  because  the  technolo¬ 
gies  transmit  using  one  wave¬ 
length  per  fiber  link.  Moreover, 
the  most  common  method  of 
forwarding  traffic  over  fiber, 
time-division  multiplexing, 
can’t  simultaneously  handle 
multiple  bit  rates,  framing  types 
or  protocols. 


In  addition,  the  Internet  has 
placed  a  heavy  burden  on  glob¬ 
al  networks  to  handle  a  very  dif¬ 
ferent  kind  of  telecommunica¬ 
tions  traffic.  Video  services  are 
emerging  in  which  applications 
swallow  bandwidth  like  finger 
food,  and  the  use  of  telephone 
communications  is  growing 
exponentially  and  globally.  For 
carriers  and  end  users,  the  issue 
of  increasing  capacity  to  reflect 
demand  can  be  a  multibillion- 
dollar  decision. 

When  conduit  becomes  full 
and  the  fiber  within  has  been 
completely  used,  choices  for 
increasing  capacity  dwindle. 
One  choice  is  to  dig  up  roads 
and  lay  more  conduit  and  fiber. 
But  WDM  and  DWDM  offer  a 
more  appealing  answer  to  the 
problem  of  capacity  by 


enabling  carriers  and  users  to 
employ  the  same  fiber  with  far 
more  capacity. 

WDM  and  DWDM  devices 
get  around  these  limitations  by 
transmitting  multiple  signals 
through  the  same  fiber  cable. 
Much  like  a  prism,  WDM  uses 
multiple  wavelengths,  or  colors 
of  light,  fired  down  a  single 
fiber  to  multiply  fiber  capacity. 

WDM  switches  use  lasers  to 
divide  incoming  data  —  be  it 
from  a  voice,  video  or  data 


device  —  into  separate  optical 
wavelengths,  or  lightstreams, 
across  a  fiber  link  between  two 
switches.  A  lightstream  basically 
becomes  a  high-bandwidth  pipe 
capable  of  carrying  data  at  giga¬ 
bit  speeds.  Each  link  can  carry 
several  wavelengths,  using  opti¬ 
cal  WDM.  The  lightstreams  are 
then  mixed  together  and  travel 
over  a  single  fiber  cable  to 
another  WDM  switch,  which 
demultiplexes  the  traffic. 

The  difference  between 
WDM  and  DWDM  is  that 
DWDM  lets  a  lightstream  carry 
multiple  types  of  data  on  a  sin¬ 
gle  fiber.  For  example,  rather 
than  having  separate  ATM, 
LAN  and  video  lightstreams, 
users  can  get  the  ATM,  LAN 
and  video  on  a  single  strand. 

WDM  and  DWDM  let  users 


or  service  providers  set  priori¬ 
ties,  as  well.  If  ATM  traffic 
needs  to  arrive  before  IP, 
switches  can  be  configured  as 
such. 

Some  WDM  products,  such 
as  IBM’s  Muxmaster,  let  users 
link  remote  locations  up  to  31 
miles  apart.  And  some  compa¬ 
nies,  such  as  Ericsson,  have 
been  working  with  DWDM  to 
combine  lightstreams  into  a  sin¬ 
gle  wavelength,  boosting  by  up 
to  four  times  the  capacity  of  a 
single  lightstream. 

In  addition,  backbone  stal¬ 
wart  Cisco  Systems,  Inc.  re¬ 
cently  said  it  would  begin  offer¬ 
ing  switches  and  routers  that 
deploy  WDM  and  DWDM  inter¬ 
faces.  Cisco  is  teaming  with 
Ciena  Corp.  to  deliver  optical 
internetworks  based  on  Cisco’s 
high-end  switching  and  routing 
platforms  and  Ciena’s  DWDM 
equipment. 

WDM  is  an  equal-opportuni¬ 
ty  system  for  users  or  carriers 
that  need  to  share  infrastruc¬ 
ture  between  several  technolo¬ 
gies.  Eor  example,  WDM  sup¬ 
ports  high-speed  connectivity  to 
ATM,  and  bridges  the  LAN, 
WAN  and  telecommunications 
networks. 

WDM  and  DWDM  are  two  of 
the  fastest  ways  to  build  an 
infrastructure  capable  of  prov¬ 
ing  new  bandwidth  with  mini¬ 
mum  delay.  Installing  new 
capacity  —  if  you  have  a  WDM 
backbone  —  is  faster  than 
installing  new  fibers  and  new 
client  technology  from  scratch. 

Daza  is  vice  president  of  business 
development  in  the  Transport  and 
Cable  Networks  business  unit  of 
Ericsson  Telecom.  Cenin  is  vice  presi¬ 
dent  of  ofdical  networking  solutions 
for  Ericsson  U.S. 

Need  information? 

l,ct  Network  World  provide  a 
quick  primer  on  an  impor¬ 
tant  or  emerging  technology. 

If  you  have  an  idea  for 
Technology  Update,  contact 
Michael  Cooney  at  (508)  875- 
6400  or  michael_cooney@ 
nww.com. 


HOW  IT  WORKS 

Wave-division 
muitipiexing 


WDM  is  a  technology 
that  transmits 
different  types  of  data 
at  distinct  optical 
wave-lengths  —  or 
colors  of  light  —  over 
a  single  fiber  channel, 
the  technology  will  let 
users  transmit  large 
volumes  of  data,  video 
or  voice  over  a  fiber 
backbone. 


Data  from  multiple  sources, 
such  as  voice,  video  or  a 
LAN,  enters  the  WDM  switch. 
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The  WDM  switch  multiplexes  and 
prioritizes  the  data  and  assigns  it 
to  a  particular  lightstream  for 
transmission  across  the  backbone. 


Voice 


Video 


ATM 


WDM  switch 
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WDM  switch 
/ 


LAN 


A  receiving  WDM  switch  takes  incoming  lightstream, 
reformats  the  data  into  regular  datastreams,  and 
passes  the  data  to  its  destination. 
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EDITORIAL 


I  was  just  thinking .. . 


Tknow  what  you’re  saying:  “Here’s  a  real  original  way  to  write  a 
column.’’  You  are  right.  I  am  not  the  most  imaginative  guy  in 
f  the  world.  But  here’s  what  I  am  thinking  anyway. 

What  is  the  deal  with  Java?  I  mean,  corporate  network  com- 
.  puters  went  out  of  style  right  before  they  shipped.  And  along 
with  the  death  of  NCs  died  the  idea  of  applets  replacing  basic  pro- 
ducUvity  applications  —  software  many  of  us  are  finally  starting  to 
master.  Nobody  bothers  to  give  this  news  to  the  hundreds  of  thou¬ 
sands  of  programmers  who  continue  to  code  away.  So  what  the 
heck  are  they  building?  All  this  effort  must  be  changing  something, 
but  no  one  .seems  to  know  what  it  really  is.  I’m  dying  to  find  out. 

And  what  is  all  this  hooey  about  Windows  98?  If  you  listen  to 
Microsoft,  Win98  is  for  all  those  wimpy  home  folks,  and  the  more 
powerful  NT  is  for  macho  business  types.  Microsoft  has  got  it  butt- 
backwards.  The  home  has  always  had  the  real  computers.  Who 
moved  to  Win95  first?  VVlio  bought  Commodore  Amigas?  Who 
bought  OS/2?  Well,  maybe  those  aren’t  such  great  examples.  But 
who  got  stereo  speakers  and  CD-ROMs  and  color  printers  first? 
That’s  right  —  good  old  American  moms  and  dads. 

People  in  their  houses  go  nuts  over  all  these  new  programs,  buy¬ 
ing  or  downloading  the  latest,  greatest  —  and  also  the  biggest  — 


software.  Ever  try  to  run  Monster  Truck  Madness  in  4  megs?  It’s  not 
pretty.  Maybe  Microsoft  should  just  get  plain  old  Windows  to  stop 
crashing  all  the  time  instead  of  pushing  NT. 

What’s  up  with  bandwidth?  All  these  high-speed  lines  we  have  at 
work  are  a  dream.  But  what  about  the  poor  schlubs  at  home,  with 
their  souped-up  machines,  watching  their  modems  gag  on  a  simple 
home  page?  I’m  starting  to  think  that  most  browsing  for  enjoyment 
and  buying  on  theWorld  Wide  Web  is  happening  at  work.  Not  in  my 
case,  of  course.  But  those  other  people.  .  .  .  Give  me  DSL,  please! 

And  what  is  Microsoft  Word’s  problem?  I  know  this  is  a  network 
newspaper,  but  this  thing  has  got  me  plenty  steamed.  Let’s  see  now. 
Word  has  what,  1,298  features?  Some  of  them  are  even  useful.  But 
why  can’t  it  do  the  simplest  things  right,  such  as  scrolling.  Ever  try 
to  cut  and  paste  more  than  a  screen’s  worth  of  stuff?  The  cursor 
goes  winging  way  past  where  you  want.  So  you  back  up,  and  it  wings 
way  past  where  you  started!  Makes  you  feel  stupid,  until  you  realize 
it  happens  to  everyone  using  every  version.  It  almost  makes  me 
yearn  for  an  Ellison/McNealy  inspired  Java  word  processing  applet. 
You  wouldn’t  have  to  worry  about  that  baby  scrolling  too  fast! 

Doug  Barney,  news  editor  dbamey@nww.com 


Venture  over  the  horizon  •  Kevin  Fong 


Storage-area  networks  are 
this  summer’s  hot  technology 

OOU  know  all  about  LANs,  WANs  and  MANs.  Now  get  ready  for 
SANs. 

Large  corporations  are  beginning  to  use  SANs  —  storage- 
area  networks  —  to  connect  large  disk  storage  arrays  to  the  clustered 
servers  on  the  local  network.  Using  Fibre  Channel  interconnections, 
SANs  deliver  massive  packets  of  data  to  the  servers  at  gigabit  speeds. 
With  a  SAN  in  place,  you  can  build  a  large  Web  site  that  gets  its  infor¬ 
mation  directly  from  the  corporate  database  or  delivers  data  files 
quickly  to  workers  on  the  LAN. 

The  triumph  of  the  Intel  microprocessor  architecture 
and  the  ready  availability  of  large  disk  arrays  have  provid¬ 
ed  the  basic  infrastmcture  for  S^\Ns.  In  the  past,  if  you 
needed  fast  I/O,  you  had  to  hook  up  a  disk  array  from 
EMC  or  Storage  Technology  to  an  IBM  mainframe  to 
achieve  the  necessary  speeds.  Fibre  Channel,  which  has 
been  around  for  many  years,  provides  an  easy  and  cost- 
effective  way  to  get  fast  I/O  between  clustered  servers 
and  disk  arrays. 

Fibre  Channel  solves  several  problems  for  managers  mnning  big 
data  farms.  It  is  faster  than  even  the  new  Ultra  2  SCSI  adapters  and 
can  transmit  over  longer  distances.  And  while  Fibre  Channel’s  reliabili¬ 
ty  equals  that  of  Ethernet,  it  does  not  require  higher  level  protocols  — 
overhead  inherent  in  IP  switching  that  limits  throughput.  In  addition. 
Fibre  Channel  already  has  approved  standards,  which  eliminate  uncer¬ 
tainty  over  interoperability. 

The  emergence  of  the  Internet  and  corporate  intranets  are  driving 
network  managers  to  adopt  SANs  for  direct  access  to  data.  The 
growth  of  data-rich  video  files  also  favors  an  interconnection  that 
moves  big  packets  at  high  speeds. 

From  a  network  manager’s  perspective,  SANs  are  not  difficult  to  set 
up.  Fibre  Channel  is  not  a  new  technology.  Wliat’s  new  is  that  it  is 
being  given  a  network  topology.  Since  SANs  operate  as  separate  net¬ 
works,  all  they  require  is  a  Fibre  Channel  interface  on  one  side  of  the 
servers  in  the  LAN.  Any  time  you  introduce  a  faster  I/O,  certain 
issues  need  to  be  resolved.  But  on  the  whole,  setting  up  a  SAN  is 
about  as  painless  a  network  task  as  you  can  get. 

From  the  venture  perspective,  SANs  are  hot  because  none  of  the 


big  network  companies  have  indicated  any  real  interest  in  becoming 
significant  players.  Cisco  and  3Com  have  focused  on  the  LAN  and 
WAN  —  specifically,  router  and  switch  requirements.  Consequently, 
start-ups  such  as  Santa  Clara,  Calif.-based  Brocade  Communications; 
San  Jose,  Calif.-based  Gadzoox  Microsystems;  and  Bothell,  Wash.-based 
Vixel  have  emerged  as  leaders  in  providing  SAN  solutions.  (Vixel  is  the 
only  one  of  the  three  in  which  Mayfield  Fund  is  invested.) 

Storage  companies  such  as  Seagate,  Quantum,  Storage  Technology 
and  EMC  also  are  beginning  to  address  this  area.  EMC  is  offering  a  Fibre 
Channel  switch,  and  Seagate,  which  has  a  strategic  partnership  with 
Gadzoox,  has  disk  drives  with  direct  Fibre  Channel  interfaces. 

And  Microsoft’s  Windows  NT 
5.0  will  allow  server  clustering  to 
be  achieved  more  effectively. 

Soon  we’ll  see  a  network 
architecture  in  which  disk  arrays 
are  attached  directly  to  the  net¬ 
work,  bypassing  the  servers  that 
currently  act  as  bottlenecks  for 
fast  I/O.  When  the  technology 
needed  to  facilitate  this  direct 
linkage  is  developed,  SANs  will 
become  even  more  important  to 
network  managers. 

Now  is  the  time  to  educate 
yourself  about  SANs.  A  good 
place  to  start  is  Vixel’s  Web  site 
(www.vixel.com).  The  University 
of  Central  Oklahoma  also  has  a 
Web  page  on  SANs  (www.busn. 
ucok.edu/tips/info.hrd/san. 
htm). 

SANs  soon  will  be  just  as 
important  to  the  functioning  of 
your  corporation  as  traditional 
networks.  The  more  you  know 
about  them,  the  better. 


Fong  is  a  general  partner  of 
Mayfield  Fund,  a  venture  capital 
firm  in  Menlo  Park,  Calif  He  can 
be  reached  at  kfong@mayfield.com. 


QUEUE 


Send  letters  to  nwnews@num).com  or  John  Gallant, 
editor  in  chief.  Network  World,  161  Worcester  Road, 
Framingham,  MA  01701.  Please  include  phone 
number  and  address  for  verification 

Satellites  are  sound 

Regarding  your  article 
“Grocer  bags  satellite  net” 

(May  25,  page  1): 

I  have  worked  in  the  satellite 
industry  for  over  20  years  and 
have  found  that  coverage  of 
satellite  networks  in  the  trade 
press  is  verv’  limited  and  often 
negative.  This  may  be  a  result 
of  the  far  larger  number  of 
telephony  types  out  there  who 
are  only  familiar  with  terrestrial 
services.  This  article  concerned 
me  because  it  was  placed 
directly  below  an  article  on  the 
Galaxy  4  failure  and  continued 
inside  on  the  same  page. 

1  am  not  sure  whv  Hanna- 
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The  Intelligent  Network  •  Mary  Petrosky 

View  ATM  in  shades  of  gray 


TM  seems  to  have  fallen  into  the  category  of  technologies  that  everyone 
loves  to  hate. 

We  are  assailed  by  regular  trade  press  reports  of  ATM’s  woes.  In  a  recent 
Network  World  article,  the  inimitable  Bob  Metcalfe,  one  of  the  fathers  of  Ethernet, 
repeated  his  mantra:  “Gigabit  Ethernet  is  kicking  ATM’s  butt.”  Even  the  ATM  Year 
98  conference  earlier  this  month  indulged  in  a  bit  of  ATM  bashing,  with  sessions 
such  as  “Did  the  ATM  Eorum  ruin  ATM?” 

Is  ATM  dead?  No.  Will  it  take  over  the  world?  Clearly  not.  No  technology  can. 
But  for  some  reason,  we  in  the  technology  industry  build  up  unrealistic  expecta- 
dons  of  a  technology  and  then  blame  it  when  it  doesn’t  rise  to  the  occasion.  We 
paint  things  in  black  and  white:  Either  a  technology  is  a  success  or 
it’s  a  failure.  However,  with  network  technology,  as  in  all  of  life, 
few  things  are  black  and  white. 

ATM  certainly  has  its  faults.  It  is  reladvely  expensive  and  com¬ 
plex.  It  is  hard  to  understand  —  let  alone  implement  —  the 
nuances  of  ATM’s  classes  of  service,  token-bucket  and  leaky-bucket 
traffic  policing  schemes,  and  the  routing  intricacies  defined  in  the 
Private  Network-to-Network  Interface  specificadon.  And  LAN 
Emulation  (LANE)  is  something  of  a  hack,  even  if  it  does  work. 

But  ATM  also  has  many  strengths.  It  has  proven  to  be  a  solid 
technology  for  many  enterprise  and  service  providers. 

At  the  enterprise  level,  ATM  is  the  natural  successor  to  FDDI.  It  offers  scalability 
and  fault  tolerance,  and  acts  as  an  integration  point  for  technologies  ranging  from 
Ethernet  and  token  ring  to  frame  relay.  Many  organizations  are  using  ATM’s  circuit 
emulation  capabilities  to  combine  their  voice  and  data  traffic  over  metropolitan- 
area  networks.  Universities  and  teaching  hospitals  are  deploying  ATM  for  distance 
learning  and  related  applications. 

Over  the  years.  I’ve  spoken  with  many  IT  managers  who  have  deployed  ATM. 
While  admitting  they  had  to  climb  a  learning  curve  with  the  technology,  all  are 
pleased  with  how  easy  it  is  to  operate  their  ATM  networks. 

Service  providers  appear  to  have  similar  positive  operational  experience  with 
ATM.  In  one  case  reported  by  Ron  Jeffries,  principal  of  Jeffries  Research,  an  ISP 
noted  that  it  takes  the  same  number  of  people  to  support  seven  routers  as  it  does 
to  support  34  ATM  switches. 

The  reality  is  there  will  always  be  the  next  Holy  Grail  of  technology,  be  it  Gigabit 
Ethernet,  IP  over  Synchronous  Optical  Network  (SONET)  or  Multi-protocol  Label 
Switching.  With  each  new  technology,  there’s  enormous  optimism  about  what  it 
can  do.  But  once  we  begin  deploying  these  technologies,  their  warts  begin  to  show. 


Already,  we’ve  seen  that  Gigabit  Ethernet  has  some  growing  up  to  do. 

In  various  press  reports,  vendors  of  Gigabit  Ethernet  adapters  have  confirmed 
that  their  throughput  is  typically  less  than  500M  bit/sec,  with  Unix  systems  per¬ 
forming  better  than  Windows  NT  ones.  Even  Alteon  Networks,  using  its  proprietary 
large-packet  format  in  conjunction  with  its  Gigabit  Ethernet  adapter,  can  push  only 
a  little  more  than  600M  bit/ sec  of  traffic  on  and  off  a  Sun  Microsystems  Solaris- 
based  machine. 

In  contrast.  The  Tolly  Group  found  that  622M  bit/ sec  ATM  adapters  from  FORE 
Systems,  configured  with  extended  packets,  achieved  throughput  in  excess  of  IG 
bit/sec  between  a  Unix  client  and  a  server,  and  about  half  that  performance  for 

NT-based  machines.  (While  the  Unix  machines  are  clearly  superi¬ 
or  for  network  I/O,  we  all  know  that  Unix  is  dead  and  Windows 
NT  is  its  successor.  But  I  digress.) 

Will  Gigabit  Ethernet  survive  these  growing  pains?  Of  course. 
But  the  reality  is  that  if  Ethernet  endures  another  25  years,  it  will 
be  Ethernet  in  marketing  terms  only.  Already  one  of  Ethernet’s 
defining  characteristics  —  its  carrier-sense  multiple  access  with 
collision  detection  access  method  —  has  been  all  but  eliminated 
by  the  widespread  adoption  of  switching. 

Vendors  have  also  begun  tinkering  with  another  of  Ether¬ 
net’s  associated  technologies,  the  Spanning  Tree  Algorithm.  By  the  time  they’re 
done.  Spanning  Tree  will  no  longer  be  Spanning  Tree. 

Likewise,  vendors  have  already  begun  experimenting  with  larger  packet  sizes. 

(At  least  in  ATM,  extended  packet  sizes  have  already  been  defined  under 
LANE.) 

ATM,  like  Ethernet,  must  go  through  a  natural  maturation  cycle  and  evolve  to 
accommodate  market  realities.  And  the  industry  has  already  learned  a  lot  from 
defining  and  implementing  ATM  in  terms  of  quality  of  service  issues,  routing  and 
switching  architectures. 

ATM  will  continue  to  influence  the  direction  of  other  technology  develop¬ 
ments.  Far  from  being  dead,  ATM  is  growing  slowly  but  steadily,  with  the  market 
for  LAN-based  ATM  switches  projected  to  break  $1  billion  this  year,  according  to 
Dell’Oro  Group  in  Portola  Valley,  Calif. 

Rather  than  continue  to  view  ATM  in  black  and  white,  the  industry  would  be 
well  served  to  appreciate  its  many  shades  of  gray. 

Petrosky  is  an  independent  technology  analyst  in  San  Mateo,  Calif.  She  can  be  reached  at 
{650)  572-0560. 


ford  Brothers  Co.,  a  company 
that  has  been  sharing  a  19. 2K 
bit/sec  satellite  circuit  with 
multiple  stores,  would  want  to 
go  to  a  T-1  ATM  network  to 
each  store  in  the  first  place.  But 
to  suggest  moving  148  retail 
stores  to  an  ATM  network  is 
quicker  than  repointing  to 
another  satellite  is  ridiculous. 

The  satellite  failed  on  May 
19,  and  all  pager  services  were 
restored  in  two  days.  Over  75% 
of  all  very  small  aperture  termi¬ 
nals  aimed  at  Galaxy  4  had 
been  repointed  by  May  22.  By 
May  26,  one  week  after  the  fail¬ 
ure,  less  than  5%  of  the  VSATs 
had  not  been  restored. 

As  a  consultant,  I  negotiate 
client  contracts  with  Hughes 
Network  Systems,  GE  Spacenet, 
Scientific  Atlanta,  NEC  and 
other  satellite  service  providers. 
There  will  be  a  lot  of  internal 
meetings  at  these  companies  to 
develop  new  approaches  to  dis¬ 
aster  recovery  after  this  event. 
This  does  not  mean  that  satel¬ 
lite  technology  —  specifically 
VSAT  technology  —  will  not 


continue  to  be  the  most  cost- 
effective  means  of  providing 
reliable  data  services  for  busi¬ 
nesses  and  the  only  way  to  pro¬ 
vide  broadcast-quality  video  ser¬ 
vice  to  large  networks. 

Peter  Burke 
President 

Innovative  Communication 

Solutions 

Reston,  Va. 

The  real  threat 

In  his  column  “Is  Sun  admit¬ 
ting  a  pretender  to  the 
throne?”  (May  25,  page  74), 
Mark  Gibbs  asks  if  Microsoft  is 
a  threat  to  Sun’s  hold  on  the 
ISP  market.  I’ve  been  working 
on  computers  and  networks  for 
15  years,  the  last  eight  on  Sun 
equipment.  Solaris  is  a  great 
operating  system  (OS) ,  but  any 
version  of  Unix  is  a  much  bet¬ 
ter  choice  than  Windows  NT 


for  ISP  services.  Here’s  why: 

First,  Internet  culture  has  its 
roots  in  Unix  culture  —  that  is, 
open,  not  proprietary.  Second, 
Microsoft  repeatedly  has  shown 
that  it  does  not  play  by  any 
rules  it  doesn’t  draft  itself. 
Internet  standards  be  damned 
—  if  standards  can’t  be 
ignored,  they  will  be 
“enhanced”  until  they  are  pro¬ 
prietary  to  Microsoft  and  no 
longer  interoperate  seamlessly 
with  non-Microsoft  OSes. 

Furthermore,  Microsoft  does 
not  believe  in  remote  adminis¬ 
tration.  Because  user  context  is 
married  to  a  machine,  to  deal 
with  really  tough  problems 
effectively  you  must  be  sitting  at 
the  console  with  a  mouse. 

In  addition,  Microsoft  thinks 
it’s  OK  to  require  a  reboot  for 
trivial  configuration  changes. 
That’s  OK  for  single-user  desk¬ 


tops,  but  not  for  servers. 

Finally,  Microsoft  has  a  repu¬ 
tation  as  a  ruthless,  predatory 
entity  that  ships  beta-quality 
OSes  to  a  customer  base  that 
blindly  believes  slick  marketing 
hype.  It  works  because  most 
people  don’t  know  their  com- 

Teletoons 


puter  science. 

But  if  you’re  building  an  ISP, 
you  must  know  your  science.  If 
you  do,  you  already  know  to 
stay  away  from  NT  until  it 
matures. 

Mike  Borowiec 
Naperville,  III. 


Get  leore, 


Letters  about  Sun  and  other  topics 


online 
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BANDWIDTH  THAT  KEEPS  ON  WOBKING  You  can  give  your  network  all  the  capacity 

in  the  world,  but  what  good  is  it  if  it's  not  reliable  and  flexible  enough  to  work  for  you  now 
and  in  the  future?  The  solution?  The  P550™Cajun™  Switch  from  Lucent  Technologies.  Its  superior  price/ 


performance  and  fault-tolerant,  "no  bottlenecks"  design  make  it  an  ideal  campus 
backbone  switch.  By  incorporating  Layer  2  and  Layer  3  functionality  in  one  modular 
chassis,  you  get  the  speed  of  a  high-performance  Ethernet  switch  with  the  power  of 
an  IP/IPX  router.  Plus,  Lucent's  P550  works  effortlessly  with  your  existing  LAN 
(including  legacy  equipment  from  Cisco  and  3Com),  so  there's  no  need  to  start 
over.  Reliable  bandwidth  now?  Great.  Flexibility  for  the  future?  Even  better. 
To  learn  more,  visit  our  Web  site  at  www.lucent.com/dns  or  call  1-800-325-7466 

ext  362  We  make  the  things  that  make  communications  work.'' 


tueent  Technologies 

Bell  Labs  Innovations 

^00  Nickerson  Road 
^  f  borough,  MA  01752 

■25-7466  ext.362 


1998  NETWORK  WORLD 
SERVICE  AND  SUPPORT  SURVEY 


I 


Measuring  satisfaction 

Readers  rate  server,  groupware  and  network  hardware  vendors  on  service  and  support;  only  three  make  the  Honor  Roll. 


By  Tom  Duffy 

everal  weeks  ago,  Richard  Nissel  was  almost  done  installing  a 
Cisco  Systems,  Inc.  PIX  Firewall  at  the  West  Virginia  state 
treasurer’s  office  when  the  network  went  down.  The  outage 
brought  business  throughout  the  state  government  complex  in 
Charleston  to  a  xSCi  eeching  halt  for  more  than  three  hours. 


The  problem  was  found  after  several  frantic 
hours  and  numerous  calls  to  Cisco’s  help  desk.  As 
it  turned  out,  a  help  desk  technician  at  Cisco  mis- 
configured  a  router  on  the  perimeter  of  the  net¬ 
work,  says  Nissel,  an  automated  information  sys¬ 
tems  director  for  the  state.  Because  of  the 
incident,  Nissel  won’t  let  workers  access  the 
routers  for  repair  unless  the  technicians  are  on¬ 
site  and  tell  him  what  they’re  going  to  do  first. 

Service  and  support  is  the  invisible  glue  that 
binds  networks.  Under  the  best  circumstances,  it 
absorbs  the  stress  of  fractures,  allowing  business 
to  continue  with  the  fewest  disruptions  possible. 
In  the  worst  situations,  well-intentioned  but 
faulty  assistance  exacerbates  complex  problems, 
fraying  the  nerves  of  overworked  network  man¬ 
agers  and  costing  companies  thousands  of  dollars 
in  downtime. 

Given  its  importance,  service  and  support 
increasingly  is  becoming  a  key  factor  in  purchase 
decisions.  We  conducted  the  inaugural  1998 
Network  World  Service  and  Support  Survey  to  find 
out  which  vendors  do  it  best.  Sponsored  in  part  by 
Deloitte  Consulting  and  conducted  by  STAT 
Resources,  Inc.,  the  survey  shows  that  buyers  of  PC 
servers,  groupware  and  internetworking  hardware 


are  mostly  satisfied  with  their  vendors’  technical 
support.  Still,  with  few  exceptions,  the  results 
show  there  is  plenty  of  room  for  improvement 
among  vendors. 

We  mailed  two  individual  surveys,  one  on  servers 
and  groupware  and  another  on  internetwork  hard¬ 
ware,  to  1,000  readers.  Both  surveys  garnered 
responses  from  a  total  of  646  Network  World  readers 
employed  in  the  IT  field.  Customers  ranked  their 
primary  and  secondary  vendors  on  five  principal 
service  and  support  characteristics:  cost,  reliability, 
repair  service,  technical  support  and  overall  ser¬ 
vice  and  support.  Not  surprisingly,  vendors  usually 
scored  higher  among  dieir  primary  customers 
rather  than  with  users  in  general. 

Respondents  were  then  polled  in  more  depth 
on  their  level  of  satisfaction  with  their  primary 
vendors.  Scores  ranged  from  a  possible  low  of 
50  (not  very  satisfied)  to  a  high  of  100  (extremely 
satisfied). 

We  gave  special  Network  World  Honor  Roll 
recognition  to  the  few  vendors  that  earned  an 
overall  satisfaction  rating  of  85  or  more  from  their 
primary  customers.  Internetwork  hardware  ven¬ 
dors  needed  to  score  at  least  85  in  each  of  the 
switch,  hub  and  router  product  categories. 


NetworkWorld 

HONOR  ROI  L 

To  be  recognized  on  the  Honor  Roll,  vendors  had 
to  earn  an  overall  satisfaction  rating  of  85  or  above 
from  their  primary  customers.  Internetwork  hardware 
vendors  needed  to  score  at  hast  85  in  each  of  the 
switch,  hub  and  router  product  categories. 

Servers:  Dell 
Groupware:  None 

Internetwork  hardware:  3Com,  Cisco 

The  survey  found  the  highest  levels  of  satisfac¬ 
tion  among  customers  of  internetworking  hard¬ 
ware  vendors  that  sell  switches,  routers  and  hubs. 
Tbis  group  notched  an  overall  service  and  support 
score  of  84,  a  figure  nearing  the  upper  edge  of 
“somewhat  satisfied.”  Server  vendors  were  a 
smidgen  behind,  with  users  giving  them  an  aver¬ 
age  rating  of  83  for  overall  service  and  support. 

Groupware  buyers,  however,  were  less  satisfied. 
The  average  overall  service  and  support  rating  of 
80  hits  the  bottom  end  of  the  “somewhat  satisfied” 
category,  which  hardly  indicates  customers  are 
thrilled  by  service  levels. 

None  of  the  vendors  in  any  of  the  three  cate¬ 
gories  —  serv'ers,  groupware  and  internetwork 
hardware  —  ran  away  from  the  pack,  though  some 
managed  to  edge  out  the  competition.  Any  differ¬ 
ence  greater  than  2.5  between  ratings  is  consid¬ 
ered  statistically  significant. 

Continued  on  page  52 


OVERALL  SERVICE  AND  SUPPORT  SCORES 

Here’s  how  vendors  fared  when  users  gave  them  a  single  rating  for  overall  service  and  support.  Differences  of  more  than  2.5  are  statistically  significant. 


Dell  and  HP  won  top  scores  from  generally  satisfied  server  buyers. 


83 


Groupware  vendors  garnered  modest  service 
and  support  ratings. 


Buyers  gave  their  internetwork  hardware  vendors  high  marks  for  overall  service  and 
support. 


84 


80 


Dotted  line  represents  statistical  mean 
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Let’s  talk  servers. 

Workgroups,  departments,  enterprise,  networks... 

Let's  talk  reliability. 

Integrated  server  management,  RAID  options,  built-in  high  availability  features 

Let's  talk  solutions. 

Great  servers  plus  custom  configured  desktops  and  notebooks - 


Let*s  talk  about  your  Gatewayr 


Whether  you're  supporting  a  twenty  person  workgroup,  or  a  2,000  person  enterprise  network,  you  know 
there's  nothing  more  important  than  the  fast,  reliable  flow  of  information.  Which  is  why  you  should  make 
Gateway  your  technology  partner.  Based  on  more  than  a  decade's  worth  of  award-winning  server 
technology,  the  Gateway  ALR®  Server  Series  combines  unbridled  performance  with  intrinsic  reliability.  Even 
our  entry-level  workgroup  servers  feature  integrated  server  management,  outstanding  flexibility,  and 
support  for  advanced  multiprocessor  technology.  Pair  these  servers  with  our  enterprise  desktops  and  award-winning 
notebooks,  and  you’ve  got  a  complete  workgroup  solution  priced  to  put  a  smile  on  your  face.  To  find  out  more, 
visit  your  local  Gateway  reseller  today.  Or  call  us.  Let's  talk  business. 


Pentium®  J[ 


Solutions  Custom  Made  for  Today’s  Business  World 


E-Series  Network-Ready 
Enterprise  PCs 

I  E-42003S0 

■  Intel®  Pentium®  II  Processor 
350MHz  with  512KECC  Cache 

■  128MB  SDRAM 

■  EV700 .28  Screen  Pitch 

17”  Monitor  (15.9”  viewable) 

■  8.4GB  UltraATA  Hard  Drive 

■  13Xmin/32Xmax 
CD-ROM  Drive 

■  3Com®  10/100 
Ethernet  Adapter 

■  E-Series  Mid-Tower  Case 

■  DMI  2.0  Compliant  and  Intel 
LAN  Desk®  Client  Manager  3.1 


So/o®  Portable 
Computers 

I  9100LS 

■  14.1”  XCA  TFT  Color  Display 

■  Intel  Pentium  II  Processor 
233MHz  with  512K  Cache 

■  32MB  SDRAM 

■  Removable  2CB  EIDE  Hard  Drive 

■  Modular  8X  min/ 

20  max  CD-ROM  Drive 

■  Lithium  Ion  Battery  &  AC  pack 

■  NTSC/PAL  Video  Input/Output 

■  PC  Card  Fax  Modem 


ALR  Series  Workgroup 

Server 

I  ALR  7200  350 

■  Intel  Pentium  II  Processor 
350MHz  with  512K  Cache 

■  SMP-Compliant 
(expandable  to  two  processors) 

■  100MHz  Data  Bus 

■  ECC  Memory  Subsystem  with 
64MB  SDRAM  DIMM  Memory 

■  Integrated  Ultra2  SCSI  support 

■  Integrated  Video 

■  Integrated  10/100  Ethernet 
Adapter 

■  ALR®  InforManager™  Server 
Management  System 

■  Rack-mount  conversion  available 


ALR  Series  Enterprise-Class 

Server 

I  ALR  Revolution  6x6 

■  Intel  Pentium  Pro  Processor 
200MHz  with  1-MB  Cache 

■  SMP-Compliant  design  supports 
Six  Pentium  Pro  processors 

■  ECC  Memory  Subsystem  with 
128MB  DIMM  Memory 

■  1050-Watt  hot-pluggable  N+1 
Power  Supply  (700-Watt  usable) 

■  Fourteen-Bay  Double-Wide 
Server  Chassis 

■  Six  hot-plug  ready  drive  bays 
standard,  expandable  to  twelve 

■  ALR®  InforManager™  Server 
Management  System 

■  ActiveCPR  processor  fail-over  and 
server  auto-recovery 


Let’s  talk  about  your 


WWW. gatewaypa  rtners.com 


call  800-444-4257 

©1998  Gateway  2000,  Inc.  All  rights  reserved.  Gateway  and  the  Gateway  stylized  logo  are  trademarks  of  Gateway  2000,  Inc.  Not  all  Gateway  systems  contain  the  Pentium  II  processor.  The  Intel  Inside 
Logo,  Intel,  LANDESK  and  Pentium  are  registered  trademarks  of  Intel  Corporation.  All  other  brands  and  product  names  are  trademarks  or  registered  trademarks  of  their  respective  companies.  Many 
Gateway  products  are  custom  engineered  to  Gateway  specifications,  which  vary  from  the  retail  versions  of  the  software  and/or  hardware  in  functionality,  performance  or  compatibility.  Some  products 
and  services  may  not  be  available  for  all  international  locations.  All  prices  and  configurations  are  subject  to  change  without  notice  or  obligation.  Prices  do  not  include  shipping  or  handling  or  any  applica¬ 
ble  taxes  unless  otherwise  noted.  All  prices  in  U.S.  dollars.  See  Gateway  GSA  Schedule  for  additional  terms  and  conditions.  Gateway  sample  configuration  prices  shown  are  in  accordance  with  the  Price 
Reduction  Clause  and  include  shipping  F.O.B.  U.S.  destination. 


SERVER  REPORT  CARD 

Primary  users  rated  their  vendors  on  these  specific  support  attributes.  We  averaged  each  vendor’s  ratings  to  determine  the  mean,  or  overall  satisfaction 


rating. 


Compaq 


Dell 


IBM 


Product  reliability 
Repair  service 
Technical  support 
Cost  of  service  &  support 
Overall  service  &  support 
Representative’s  attitude 
Product  line  integration 
Representative’s  competency/knowledge 
Availability  of  required  parts 
Ease  of  submitting  trouble  tickets 
Telephone  support 
On-site  support 
Web-based  support 
Time  to  respond  to  problems 
Escalation  procedures 
Time  to  resolve  problems 
Representative’s  familiarity  with  company 
Follow-ups  to  check  satisfaction 

MEAN  GRADE 


The  shaded  ratings  had  the  most  impact  on  vendors’  overall  satisfaction  grades  for  this  product  category. 


Continued  from  page  49 

David  Lee,  a  senior 
manager  with  Deloitte 
Consulting  in  New  York,  is 
not  surprised  by  the  modest 
rankings.  Among  other 
things,  the  scores  explain 
the  growth  in  internal  help 
desks  and  diird-party  knowl¬ 
edge  bases,  he  says. 

“The  w'hole  niche  indus- 
tr)’  around  service  and  sup¬ 
port  has  been  created  pre¬ 
cisely  as  a  result  of  the 
somewhat  satisfied  medium 
rating  for  these  vendors,” 

Lee  say's. 

While  pinning  the  blame 
largely  on  vendors,  Lee  and 
others  at  his  firm  w'ho 
reviewed  the  results  say  cus¬ 
tomers  hold  some  of  the 
responsibility  for  ensuring 
they  receive  adequate  ser¬ 
vice  and  support. 

“There  are  not  a  lot  of 
companies  that  do  a  real 
good  job  of  managing  their  vendors,”  says  Rodney 
Runolfson,  senior  consultant  at  Deloitte 
Consulting.  “Often,  they  don’t  ask  the  right  ques¬ 
tions  and  don’t  have  clearly  defined  service-level 
agreements.” 

Dell  leads  in  server  satisfaction 

On  the  server  playing  field,  the  scores  of 
Compaq  Computer  Corp.,  Dell  Computer  Corp., 
Digital  Equipment  Corp.,  Hewlett-Packard  Co. 
and  IBM  were  too  close  to  name  a  front-runner. 

As  a  whole,  the  group  scored  an  average  overall 
service  and  support  rating  of  83. 

John  Jaklitsch,  a  network  specialist  at  the 
Pocono  Medical  Center  in  East  Stroudsburg,  Pa., 
has  seen  great  improvements  in  the  service  pro- 

GROUPWARE  REPORT  CARD 


vided  by  IBM  in  the  past  year.  Jaklitsch  had  a  prob¬ 
lem  getting  software  to  work  with  an  AS/400 
server  several  weeks  ago  and  got  the  problem 
solved  almost  immediately  by  calling  IBM,  even 
though  the  glitch  appeared  to  be  with  the  third- 
party  software. 

“I  waited  about  10  minutes  on  the  phone  but 
then  someone  came  on  and  said,  ‘Here’s  what 
you  need  to  do.’  [The  fix]  worked  just  like  he 
said  it  would,”  Jaklitsch  recalls.  “In  the  past,  they 
would  have  said,  ‘You  need  to  call  the  third-party 
vendor.’” 

With  the  exception  of  Dell,  server  buyers  as  a 
whole  were  most  dissatisfied  with  the  cost  of  their 
vendors’  service  and  support  plans.  Dell  led  the 
pack  with  a  score  of  85,  while  Compaq,  HP  and 


IBM  turned  in  their  lowest  scores  of  the  principal 
service  and  support  characteristics. 

The  survey  also  queried  each  vendor’s  primary 
users  about  1 3  more  specific  areas  of  the  vendor’s 
technical  assistance,  such  as  availability  of 
required  parts,  Web-based  support,  escalation,  and 
ease  of  submitting  trouble  tickets.  Those  questions 
elicited  some  differences. 

Dell  surpassed  by  a  long  shot  the  other  server 
vendors  in  the  areas  of  timely  problem  resolution, 
availability  of  required  parts  and  Web-based  tech¬ 
nical  support.  Dell  received  the  high  scores  of  86, 
86  and  86,  across  the  board. 

IBM’s  score  of  79  for  availability  of  required 
parts  indicates  the  vendor  has  the  most  improve¬ 
ment  to  make  in  that  area.  IBM  also  scored  lower 
than  its  competitors  for  its  support  call  escalation 
procedures.  Compaq  earned  a  marginal  rating  of 
76  for  following  up  with  customers  to  see  if  they 
were  satisfied  with  the  way  a  problem  was  resolved. 

Although  Compaq  didn’t  score  nearly  as  high  as 
Dell  when  it  came  to  Web-based  technical  support, 
the  vendor  earned  a  respectable  81  and  won  raves 
from  customer  Todd  Everett.  As  LAN  administra¬ 
tor  for  Cutler-Hammer,  Inc.,  a  circuit  breaker  and 
electrical  distribution  equipment  manufacturer  in 
Pittsburgh,  Everett  regularly  turns  to  Compaq’s 
Web  site  to  locate  and  download  firmware 
upgrades  and  drivers  for  servers,  video  cards  and 
network  adapters. 

“Compaq’s  Web-based  support  is  magnificent,” 
Everett  says.  “If  you  lose  a  driver,  all  you  do  is 
log  on  to  their  Web  site,  search  for  a  driver,  down¬ 
load  it,  turn  on  the  executable,  and  then  it  creates 
two  new  diskettes  exactly  like  the  ones  you  lost. 

It’s  instantaneous,  and  I  don’t  have  to  wait  for 
anybody.” 

Novell  grabs  groupware  lead 

The  differences  between  groupware  vendors’ 
ratings  for  overall  service  and  support  weren’t  sig¬ 
nificant,  but  Novell,  Inc.  was  the  clear  leader  with 

Continued  on  page  54 


Primary  users  rated  their  vendors  on  these  specific  support  attributes.  We  averaged  each  vendor’s  ratings  to  determine  the  mean, 
or  overall  satisfaction  rating. 


Lotus 


Microsoft 


Novell 


Product  reliability 
Bug  fixes/patches 
Technical  support 
Cost  of  service  &  support 
Overall  service  &  support 
Representative’s  attitude 
Product  line  integration 
Representative’s  competency/knowledge 
Availability  of  bug  fixes/patches 
Ease  of  submitting  trouble  tickets 
Telephone  support 
On-site  support 
Web-based  support 
Time  to  respond  to  problems 
Escalation  procedures 
Time  to  resolve  problems 
Representabve’s  familiarity  with  company 
Follow-ups  to  check  satisfaction 

MEAN  GRADE 


The  shaded  ratings  had  the  most  impact  on  vendors’  overall  satisfaction  grades  for  this  product  category. 
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DON'T  LET  THE  DESKTOP 
SLOW  YOU  DOWN. 


The  PC  is  a  necessary  evil.  But  to  your  users  it  con  feel  like  more  trouble  than  it's  worth. 
They  wait  for  repairs.  They  wait  for  applications.  They  wait  for  upgrades. 

If  they  could  stop  waiting,  they  could  get  working. 

Introducing  Z.E.N.works™  from  Novell®. 


Z.E.N.works  allows  the  IS  department  to  manage  applications  and  upgrades  from  a  single  location. 

Users  click  on  an  icon  and  the  application  loads  itself. 

When  an  application  is  broken  it  locates  the  problem  and  repairs  itself  from  the  network  copy, 
often  without  the  user  being  aware  that  anything  was  wrong. 

If  the  user  has  a  problem  with  their  desktop,  they  can  click  on  an  icon  to  connect  to  the 
appropriate  person  and  demonstrate  the  problem  remotely. 

Z.E.N.works  leverages  the  power  of  Novell  Directory  Services™  so  that  users  have  a  digital  persona  with  their 
unique  combination  of  access,  preferences  and  applications,  regardless  of  which  desktop  they  use. 

In  other  words,  you  get  the  benefits  of  an  NC  from  your  PC. 

To  see  how  a  networked  desktop  can  end  the  waiting 
and  make  your  users  more  productive,  check  out  our  Z.E.N.works  trial  CD. 

Just  visit  us  at  www.novell.com/zencd 


Novell 


Z.  E.  N.  W  0  R  K  S> 


Continued  frotn  page  52 

an  overall  satisfaction  rating 
of  81,  derived  from  primary 
users’  assessments  of  specific 
support  attributes.  Chief 
competitors  Lotus  Devel¬ 
opment  Coi'p.  and  Microsoft 
Coip.  tied  with  a  rating 
of  78. 

Novell  topped  the  group- 
ware  rankings  in  rirtually  all 
indiridual  categories,  includ¬ 
ing  the  key  areas  of  cost  of 
service  and  support,  bug 
fixes  and  patches,  and  tele¬ 
phone  support.  The  vendor 
particularly  excelled  in  the 
area  of  product  reliability, 
with  a  score  of  89,  compared 
to  85  for  Lotus  and  84  for 
Microsoft. 

The  results  show  that  all 
three  groupware  vendors 
need  to  improve  their  on¬ 
site  support.  Microsoft 
earned  a  mere  70,  which 
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Primary  users  rated  their  vendors  on  these  specific  support  attributes.  We  averaged  each  vendor’s  ratings  to  determine  the  mean,  or  overaii  satisfaction  rating. 


3Com 

Product  reliability 
Repair  service 
Technical  support 
Cost  of  service  &  support 
Overall  service  &  support 
Representative's  attitude 
Product  line  integration 
Representative’s  competency/knowledge 
Availability  of  required  parts 
Ease  of  submitting  trouble  tickets 
Telephone  support 
On-site  support 
Web-based  support 
Time  to  respond  to  problems 
Escalation  procedures 
Time  to  resolve  problems 
Representative’s  familiarity  with  company 
Follow-ups  to  check  satisfaction 

MEAN  GRADE 

The  shaded  ratings  had  the  most  impact  on  vendors’  overall  satisfaction  grades  for  this  product  category. 


also  was  the  lowest  single  rat¬ 
ing  recorded  in  the  1998  Network  World  Service 
and  Support  Survey.  Lotus  and  Novell  each  scored 
a  76.  Customers  also  would  like  vendors  to  solve 
their  groupware  problems  more  quickly.  Novell’s 
mediocre  rating  of  79  was  the  highest  for  time  to 
resolve  problems,  while  Lotus  earned  an  unim¬ 
pressive  74. 

Cabelas,  Inc.,  a  Sidney,  Neb.,  mail-order  house 
for  hunting  and  fishing  gear,  uses  Novell’s 
GroupW'ise  5.1  e-mail  for  its  2,000  employees.  Lyle 
Borcher,  the  company’s  MIS  director,  has  nothing 
but  good  things  to  say  about  Novell’s  support. 
Although  he  doesn’t  have  a  lot  of  problems  with 
GroupWise,  Borcher  says  Novell  supports  the 
product  as  well  as  it  does  IntranetWare. 


Deloitte  Consulting’s  Runolfson  says  Novell’s 
higher  ratings  show  that  in  spite  of  being  smaller 
than  Microsoft  or  the  combined  IBM/Lotus,  the 
vendor  is  winning  mind  share  among  customers. 

“Providing  good  customer  service  can  be  a 
cost-effective  method  for  increasing  or  maintain¬ 
ing  your  customer  base,”  Runolfson  says.  “When 
IT  decision  makers  find  out  that  Novell  is  not 
the  biggest  company  but  that  it  provides  good 
quality  service,  maybe  they  are  going  to  lean  in 
its  direction.” 

When  it  comes  to  groupware,  or  any  area  of  ser¬ 
vice  and  support  for  that  matter,  some  customers 
suggest  paying  to  upgrade  from  “business  class”  to 
“first  class.”  Michael  Nelkens,  vice  president  of 


market  data  and  PC  support  for  New  York-based 
Global  Financial  Markets,  says  that’s  particularly 
true  when  dealing  with  Microsoft,  which  provides 
his  company  with  Premier  support  for  Microsoft 
Office  and  Exchange. 

“With  regular  support  it  takes  time  to  solve  the 
problems.  But  with  Premier  you  can  get  them  to 
make  it  a  higher  priority,  and  you  get  a  faster 
response,”  Nelkens  says,  adding,  though,  that  he’s 
unsure  of  the  additional  costs  involved. 

Network  hardware  ratings  are  closely  huddled 

Internetwork  hardware  fared  the  best  com¬ 
pared  to  all  other  products  rated  in  the  survey, 

Continued  on  page  57 
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Primary  users  rated  their  vendors  on  these  specific  support  attributes.  We  averaged  each  vendor's  ratings  to  determine  the  mean,  or  overall  satisfaction  rating. 

3Com 

Product  reliability 
Repair  service 
Technical  support 
Cost  of  service  &  support 
Overall  service  &  support 
Representative’s  attitude 
Product  line  integration 
Representative’s  competency/kno\wledge 
Availability  of  required  parts 
Ease  of  submitting  trouble  tickets 
Telephone  support 
On-site  support 
Web-based  support 
Time  to  respond  to  problems 
Escalation  procedures 
Time  to  resolve  problems 
Representative’s  familiarity  with  company 
Follow-ups  to  check  satisfaction 

MEAN  GRADE 

The  shaded  ratings  had  the  most  impact  on  vendors’  overall  satisfaction  grades  for  this  product  category. 
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The  brow  se  function 
presents  a  list  of  NetOp 
Host  PCs  in  the  network. 


View  controlled  PCs 
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Chat  feature  allows  on-line 
conversation  with  remote 
user  -  ideal  for  support 
situations. 


Remote  control  using  any 
popular  communication 
standard  (NetBIOS.  IPX. 
TCP/iP  modem  and  ISDN). 


Cross  platform.  All  major 
PC  operating  systems  are 
supported. 


Every  PC  in  your  company:  windows  nt  4.0  &  s.x,  windows  95, 

Windows  3.1x,  OS/2,  D0S.,.EaSy:  One  click  to  any  available  PC  in  your 
company;  installs  easily  In  minutes...  Fast:  Compression  and  caching  for 
optimal  performance...  Secure:  Call-back,  passwords,  multilevel  access 
rights,  audit  trails,  centralized  security  server. . .  stable:  No  TSRs, 
no  replacement  of  device  drivers,  low  resource  require¬ 
ments...  FREE  OFFER!  Give  us  your  name, 
address,  and  contact  information,  and  we’li 
give  you  a  FREE  fuil-f unction  triai  copy: 

800-675-0729  Fax: 561-391-5820. 

Visit  us  at;  www.4ctc.com 
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NetOp  and  the  red  kite  are  registered  trademarks  of  Danware  Data  A/S.  Other  brand  and  product  names  are  trademarks  of  their  respective  holders. 
©  1 998  Copyright  Danware  Data  /VS.  All  rights  reserved. 
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White  Pap^  Intranets  have  become  synonymous  with  next  generation  enterprise  networks,  and  the  Internet  itself  is  becoming 
a  gigantic,  virtual  storefront  for  global  commerce.  With  all  of  their  vast  potential,  Internet-  and  intranet-based 
f  1  information  systems  do  not  intrinsically  support  the  mega  repositories  of  data  located  on  non-TCP/IP  based  systems. 
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If  your  organization  has  mainframes  or  AS/400s  and  is  in  the  process  of  implementing  or  has  already  implemented  an 
intranet  or  an  Internet  gateway  to  your  information  repositories  —  this  showcase  will  aid  you  in  identifying  vendors  who  can 
assist  you  in  meeting  your  information  requirements.  Be  sure  to  visit  www.nwfusion.com  to  download  your  FREE  copy  of 
the  Integrating  Intranets  White  Paper  published  exclusively  for  Network  World  readers. 


For  sixteen  years,  Attachmate  has  been  a  leading  provider  of  connectivity  software,  enabling  PC 
users  to  safely  and  securely  access  mission-critical  information  located  on  hosts  (mainframes, 
midrange,  UNIX,  DECA/AX,  Unisys).  A  team  of  technical  support  and  consulting  experts  backs 
all  of  Attachmate 's  products,  which  include  management  software,  development  tools,  remote 
access  products,  and  hardware  in  addition  to  client  and  server  products  to  help  people  access 
and  use  corporate  data.  Attachmate  is  a  global  supplier  with  10  million  customers  worldwide 
and  offices  in  30  countries. 


Bus-Tech  Inc.  is  the  industry's  leading  provider  of  state-of-the-art  connectivity  solutions  for 
the  data  center.  The  company's  powerful  suite  of  Intranet-to-Mainframe  and  data  movement 
solutions  satisfy  even  the  most  rugged  demands  of  data  processing  professionals  for  high- 
bandwidth,  high-performance  connectivity.  With  more  than  12,000  installed  sites  worldwide, 
Bus-Tech  is  a  recognized  leader  in  the  interconnect  market. 


^Attachmate. 

The  Intranet  Company 

www.attachmate.com  •  800-426-6283 


BUS-TECH 


■  INC. 


www.bustech.com  •  800-284-3172 


Cisco  Systems  is  a  leading  provider  of  integrated  SNA  and  IP  solutions  with  over  400,000  Cisco 
routers  transporting  SNA  in  production  networks.  In  a  recent  IDC  study,  more  than  50%  of  the 
respondents  were  using  Cisco  channel  attached  routers  to  connect  to  their  mainframes.  Cisco's 
IBM  interneting  solutions  enable  you  to  build  an  SNA-capable  intranet  that  transports  existing 
SNA  traffic,  provides  web  access  to  mainframe  applications,  and  protects  end  user  service  levels. 


Eicon  Technology  is  one  of  the  world's  leading  suppliers  of  IBM  host  connectivity  solutions. 
For  over  a  decade,  major  airlines,  banks,  insurance  companies,  and  government  organizations 
around  the  world  have  standardized  on  Eicon's  SNA  connectivity  solutions.  Over  the  years,  we 
have  continued  to  innovate  by  delivering  leading-edge  products  that  offer  host  access  over 
traditional  SNA  networks  as  well  as  emerging  IP-based  intranets.  Eicon's  Aviva  suite  of 
products  is  a  unique  platform  for  SNAA/Veb  integration. 


Cisco  Systems 


www.cisco.com  •  408-526-4000  or  800-553-6387 


TECHNOLOGY 

www.eicon.com  •  800-80-EICON 


Farabi  Technology  Corporation  provides  connectivity  solutions  that  help  organizations  extend 
their  information  access  to  a  broader  base  of  users,  all  while  protecting  their  investment  in 
existing  PC  and  host  systems. 

Farabi's  connectivity  products  use  the  latest  technologies  and  integrate  them  in  a  manageable 
and  cost-effective  way.  Its  Web-to-host  gateway,  HostFront,  allows  users  to  access  IBM 
AS/400  or  mainframe  systems  via  the  Internet,  bringing  the  best  of  two  worlds  together,  simply 
and  securely. 


Interlink  Computer  Sciences,  Inc.  develops  and  markets  high-performance  network  transport 
products  and  system  management  applications.  For  management  and  control,  the  Company 
offers  TCP/IP  connectivity,  fault  tolerance,  and  remote  printing  services.  Interlink's  security 
solutions  include  its  NetLOCK  security  suite  for  enterprise-wide,  end-to-end  protection  of  all 
information  that  crosses  the  network:  and  Sentinel/IP  for  audit  and  access  control  for  mainframe 
users.  Interlink  also  offers  consulting  and  training  services,  using  its  middleware  products, 
SNAP/IP  (APPC  via  TCP/IP),  CPT,  (CICS  development  to  sockets),  and  others  to  develop  solutions 
to  meet  customers'  needs. 


inTERLinK 


www.farabi.com  •  800-565-3455 


COMPUTER  SCIENCES  INC."” 


www.interlink.com  •  800-366-5452 
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OpenConnect  Systems  Incorporated  is  the  number  one  provider  of  solutions  that  Web-enable 
host  applications. 

The  Web-to-Host  solutions  provided  by  OpenConnect  are  designed  to  enhance  business 
performance  by  providing  simplified  access  to  host  systems,  increasing  usability,  reducing 
overhead,  minimizing  Total  Cost  of  Ownership,  and  extending  applications  across  the  enterprise. 

With  an  average  install  time  of  15  minutes,  best-in-class-security  solutions,  and  support  for  the 
greatest  amount  of  users,  OpenConnect  offers  the  most  simple,  secure,  and  scalable  Web-to- 
Host  products  available. 


□penConnect« 


WRQ  makes  software  for  connecting  and  managing  personal  computers  on  corporate  networks. 
Reflection  products  connect  PCs  to  IBM  mainframes,  AS/400,  UNIX,  X,  Digital  and  HP  systems,  and 
include  TCP/IP  software,  intranet/Internet  access,  and  remote  and  mobile  user  support.  Express  prod¬ 
ucts  provide  software  management  tor  any  PC  on  the  network  regardless  of  network  operating  systems 
Both  product  lines  are  backed  by  WRQ's  award-winning  Guide  Services  technical  support  program. 

WRQ  is  the  17th  largest  PC  software  company  in  the  U.S.  (Soft-Letter).  It  has  offices  throughout  the 
world  and  distributes  products  in  more  than  50  countries  through  a  worldwide  distribution  network. 

For  more  information,  contact  WRQ,  1500  Dexter  Avenue  North,  Seattle,  WA  98109. 


www.openconnect.com  •  972-484-5200 


www.wrq.com 


206-21 7-71 00  or  800-872-2829  WRQ 

Reflection  and  Express  Software 
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though  few  results  signifi¬ 
cantly  differed  among  ven¬ 
dors.  3Com  Corp.,  Bay 
Networks,  Inc.,  Cabletron 
Systems,  Inc.  and  Cisco  all 
had  closely  matched  high 
marks  for  overall  service 
and  support  of  internetwork 
hardware  in  general, 
while  IBM  had  the  lowest 
score,  83. 

Primary  customers  were 
happy  with  their  switches. 

Vendors’  overall  satisfaction 
ratings  were  too  close  to  be 
significant,  but  the  product 
category  as  a  whole  earned 
an  average  overall  satisfac¬ 
tion  rating  of  85. 

Switch  buyers  were  partic¬ 
ularly  pleased  with  product 
reliability,  giving  all  vendors 
impressive  scores  in  the  low 
90s.  Perhaps  all  four  vendors 
tied  with  identical  scores  of 
88  for  repair  service  because 
it  was  so  infrequently  needed. 

Cabletron  aced  the  competition  when  it  came 
to  technical  support.  Pulling  in  a  91,  Cabletron 
scored  five  to  six  points  ahead  of  its  competitors. 
Cabletron  was  also  tops  for  promptly  responding 
to  problems,  with  a  score  of  88,  which  positively 
impacted  the  vendor’s  overall  satisfaction  rating. 

Steven  Boudreau,  manager  of  network  seiwices 
for  the  Rliode  Island  School  of  Design  in  Prov¬ 
idence,  likes  the  customized  maintenance  pro¬ 
gram  Cabletron  designed  for  him.  The  program 
assigns  different  levels  of  technical  support  to 
devices,  depending  on  their  importance  to  the 
network. 

His  35  lOOM  bit/ sec  Ethernet  backbone  switches 
are  covered  under  the  Parts  Express  program, 
through  which  Cabletron  provides  an  on-site  tech¬ 
nician  and  replacement  parts  vdthin  four  hours, 

24  hours  a  day.  Meanwhile,  items  that  aren’t  as 
critical,  such  as  die  dozen  or  so  workgroup  switches 
on  the  network,  are  covered  under  a  separate  por¬ 
tion  of  the  program  that  promises  replacement  or 
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Primary  users  rated  their  vendors  on  these  specific  support  attributes.  We  averaged  each  vendor’s  ratings  to  determine  the  mean,  or  overaii  satisfaction  rating. 


3Com 

Product  reliability 
Repair  service 
Technical  support 
Cost  of  service  &  support 
Overall  service  &  support 
Representative’s  attitude 
Product  line  integration 
Representative’s  competency/knowledge 
Availability  of  required  parts 
Ease  of  submitting  trouble  tickets 
Telephone  support 
On-site  support 
Web-based  support 
Time  to  respond  to  problems 
Escalation  procedures 
Time  to  resolve  problems 
Representative’s  familiarity  with  company 
Follow-ups  to  check  satisfaction 

MEAN  GRADE 

The  shaded  ratings  had  the  most  impact  on  vendors’  overall  satisfaction  grades  for  this  product  category. 


repair  by  the  next  business  day. 

“I’m  very  pleased  with  their  support,”  Boudreau 
says.  “It  makes  sense  to  have  Parts  Express  on  mis- 
sion-cridcal  pieces,  but  why  pay  the  premium  on 
an  old  Ethernet  repeater?  For  that,  the  program 
would  have  [cost]  more  than  the  item  itself.” 
Although  Boudreau  declined  to  discuss  specific 
costs  of  the  program,  he  says  it’s  cost-effective  for 
the  school. 

Boudreau  first  took  advantage  of  Parts  Express 
about  a  month  ago,  when  a  switch  appeared  to 
have  failed.  “Within  three  hours,  I  had  a  new 
lOOM  bit/sec  switch,”  he  says.  “It  turned  out  it  was¬ 
n’t  a  hardware  problem  but  a  software  configura¬ 
tion  issue.  But  still,  there  were  no  questions  asked. 
It  was  terrific.” 

HP  joined  the  big  four  internetwork  hardware 
vendors  at  the  hub  party  and  came  home  with  the 
best  overall  service  and  support  score.  HP  also 
pulled  off  a  close  victory  in  three  hub  support  cat¬ 
egories:  cost  of  seivice  and  support,  repair  service 
and  product  reliability.  Indeed,  HP  scored  a  whop 


Cabletron 


Survey  methodology 


© 


Go  online  for  more  Service  and 
Support  Survey  results  -  you’ll  find 
more  stats,  facts  and  figures. 


TAT  Resources,  Inc.,  a  leading  interna¬ 
tional  strategic  marketing  research  firm, 

mailed  surveys  to  2,000  Network  World  readers.  Respondents  were  pulled  from  a  random 
list  of  readers  who  work  in  various  industries,  including  manufacturing/process, 
finance/insurance,  service,  education,  government,  transportation. 

We  sent  tw'o  different  questionnaires  to  1,000  people  each.  Of  that  2,000,  646  responded,  for  an 
overall  response  rate  of  32%.  The  response  rate  for  servers  and  groupware  was  30%,  while  the 
respon.se  rate  for  interneUvork  hardware  was  35%. 

Ratings  originally  were  measured  on  a  scale  from  1  to  5.  NeUvork  World  converted  the  ratings 
to  a  scale  ranging  from  50  to  100,  with  100  being  a  perfect  score.  The  conversion  was  made  in 
order  to  make  the  numbers  easier  for  readers  to  comprehend. 

Thus,  5.0  means  “extremely  satisfied”  and  equates  to  100,  while  the  lowest  possible  score  of  1.0 
means  “not  at  all  satisfied”  and  equates  to  50. 

Scores  were  rounded  to  the  nearest  whole  number.  Any  difference  greater  than  2.5  is  consid¬ 
ered  statistically  significant. 


John  Jaklitsch,  a  networking  specialist  at  the  Pocono  Medical 
Center  in  East  Stroudsburg,  Pa.,  says  IBM  came  through  for 
him  and  fixed  a  problem  with  third-party  software. 

ping  95  in  the  latter  category,  the  highest  scor  e 
recor  ded  in  the  entire  survey. 

At  North  American  Pr  oducts  Cor'p.  in  Jackson, 
Ind.,  10  HP  24TX  AdvanceStack  hubs  are  key 
components  of  the  LAN  that  setwes  the  150 
employees  of  the  commercial  cirtting  tool  nianir- 
factur  er  and  distr  ibirtor.  James  Gatwood,  Nor  th 
American’s  IS  director,  says  the  firan  started  two 
year's  ago  with  eight  lOM  bit/sec  Ethernet  hubs 
and  recently  added  a  pair  of  lOOM  bit/sec  hubs  to 
the  network,  which  pr  imarily  handles  adrninistr  a- 
tive,  bookkeeping  and  e-irrail  functions. 

“It’s  definitely  a  case  of  ‘put  ’em  in  and  they 


Deloitte  Consulting,  the  sponsor  of  this  year's 
Service  and  Support  Survey,  is  one  of  the  world’s 
leading  management  consulting  firms.  Its  networking 
practice  focuses  on  applying  tele¬ 
communications  solutions  and 
expertise  that  meet  today’s  business 
challenges.  The  firm  has  networking^ 
centers  of  expertise  in  15  offices 
around  the  world. 
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—  3Com  and  Bay  —  in  the  rating  of  over¬ 
all  service  and  support.  The  ratings  for 
many  support  attributes  were  too  similar 
to  be  considered  significant. 

In  a  sign  that  its  competitors  are  using 
pricing  as  a  way  of  trolling  for  market 
share,  Cisco  scored  marginally  lower  than 
its  chief  router  competition  on  cost  of  ser¬ 
vice  and  support.  Bay  earned  the  high 
score  of  86,  while  Cisco  scored  an  83  for 
support  pricing.  However,  primary  Cisco 
customers  gave  the  vendor  an  88  for  tech¬ 
nical  support  in  comparison  to  Bay’s  84. 

3Com  won  accolades  for  product 
reliability  and  repair  service,  scoring 
top  marks  of  93  and  89. 

Nissel,  of  the  West  Virginia  state  trea¬ 
surer’s  office,  is  generally  happy  with 
Cisco’s  customer  support,  but  he’s 
learned  a  few  lessons  from  his  experience 
with  the  router  configuration  mishap. 
Among  other  things,  it  highlighted  the 


everything  net 
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to  build  your  business 


THE  SECOND  ANNUAL 

SUMMER 


g<;,  "  he  says.  "1  haven’t  had  a  lick  of  trou- 
.  Ic  iii:  -i  if  -m.” 

He.LNever,  Cisco  beat  its  competitors  in 
j;ra;  tically  ever)'  support  attribute  rated 
by  primaiy  hub  customers,  earning  an 
overall  satisfaction  rating  of  88.  Cisco 
earned  high  scores  of  89  for  support  rep¬ 
resentatives’  competency  and  availability 
of  required  parts,  while  Bay’s  scores  were 
at  the  back  of  the  pack  for  several  hub 


support  categories. 

Meanwhile,  Cabletron’s  hubs  didn’t  do 
as  well  among  the  vendor’s  primary  cus¬ 
tomers  as  it  did  witli  switch  buyers.  The 
company’s  81  for  cost  of  service  and  sup¬ 
port  was  die  lowest  among  hub  vendors,  as 
was  its  80  for  Web-based  technical  support. 

These  weaknesses  aren’t  apparent  to 
Roman  Hryniszak,  a  network  operator 
for  the  Los  Angeles  Unified  School 


District.  The  district  uses  about  30 
Cabletron  hubs  to  help  tie  together  a 
network  used  by  students,  teachers  and 
administrators  in  an  11-school  segment 
of  the  district  known  as  the  Bell  Cluster. 
“All  the  hubs  do  is  work,  and  that’s  it,” 
Hryniszak  says. 

While  Cisco  dominated  the  router  cate¬ 
gory  in  terms  of  market  share  with  58%,  it 
only  naiTowly  edged  its  main  competitors 
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Todd  Everett,  a  LAN  administrator  for  Cutler- 
Hammer,  regularly  relies  on  Compaq 's  Web-site 
for  drivers  and  firmware  upgrades. 

need  to  deal  with  technicians  who  have  a 
good  understanding  of  the  whole  net¬ 
work,  not  just  the  particular  piece  on 
which  they  might  be  working.  In  that  par¬ 
ticular  case,  the  technician  who  usually 
works  on  the  network  had  been  called 
away  to  another  job  before  the  work  was 
complete  and  didn’t  return,  he  says. 

But  Nissel  also  concedes  he  might 
have  goofed  by  allowing  someone  who 
was  unfamiliar  with  the  network  to  fiddle 
with  a  router.  He  now  makes  sure  his 
employees  know  when  to  tell  vendors’ 
technical  support  representatives  not  to 
do  something,  he  says. 

A  spokesman  for  Cisco  says  the  compa¬ 
ny  did  its  best  under  the  circumstances 
but  acknowledges  that  in  the  world  of 
service  and  support,  sometimes  things 
just  go  wrong. 

“We  pride  ourselves  on  giving  cus¬ 
tomers  excellent  service,”  .says  Robert 
Michelet,  Cisco’s  director  of  corporate 
relations  in  San  Jose,  Calif  “Anytime 
somebody  gets  something  other  than 
that,  we’re  obviously  really  clLsappointed.” 

Duffy  is  a  freelance  writer  in  Somerville, 

Mass.  He  ran  he  reached  at  tdufjy62@ 
CompuServe,  com. 
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Peitiii  II  power  tor  oeneio 

The  first  servers  with  Intel’s  latest  generation  CPU  all  show  good  performance,  but  price  and  serviceability  vary. 

By  John  Bass 

ith  workgroup  servers,  a  good  price/performance  ratio  is  the  key  to  suc¬ 
cess;  reliability  and  bleeding-edge  performance  often  take  a  back  seat.  Still, 
each  of  these  workgroup  servers,  all  equipped  with  two  Intel  Corp.  Pentium 
II  processors,  turned  in  impressive  results.  Micron  Electronics,  Inc.’s  Micron 
NetFRAME  LV2000  won  the  performance  prize  despite  its  lower  speed 
CPU,  beating  out  Dell  Computer  Corp.’s  Dell  PowerEdge  2300  and  NEC 
Computer  Systems’  NEC  Express5800  LS2400  with  their  superfast  400-MHz 
Pentium  IIs.  However,  there  was  only  a  slight  difference  in  performance 
between  the  best  and  the  worst  of  this  group. 


In  our  latest  round  of  tests,  file 
server  performance  differed  only 
slighdy  among  servers,  with  Dell’s 
PowerEdge  2300  edging  the  pack. 
Web  server  tests  showed  a  bit  more 
of  a  difference,  with  Micron’s 
NetFRAME  LV2000  on  top.  The 


SQL  database  tests,  however, 
showed  noticeable  differences 
among  the  servers,  with  Hewlett- 
Packard  Co.’s  NetServer  LC  II 
beating  the  others. 

Though  priced  at  less  than 
$13,000  each,  these  are  state-of-the- 


art  systems.  All  the  servers  we  test¬ 
ed  shipped  with  two  Pentium  II 
processors  with  clock  speeds  rang¬ 
ing  from  300  MHz  to  400  MHz, 
128M  bytes  of  memory,  a  disk  sub¬ 
system  of  the  vendor’s  choice  and 
a  lOOM  bit/sec  Ethernet  interface 


PERFORMANCE  SUMMARY 


File  server 


Database 


Web  server 


700 


500 


300 


100 


120  160  200  240  280 


nie  server:  We  use  Dynameasure  RIe  Professional 
2.0  to  copy  several  file  types  (binary,  text,  image, 
compressed  binary,  compressed  text  and 
compressed  image)  to  and  from  the  server.  We 
start  with  six  users  and  increase  by  six  users  with 
each  iteration  until  we  reach  42  users.  Results 
are  measured  in  transactions  per  second. 


Database:  We  use  Dynameasure  SQL  Professional 
2.0  to  perform  simulated  order  entry  tasks 
employing  indexed  read  transactions  with  two- 
and  three-table  joins  that  return  a  small  number 
of  rows.  We  start  with  six  users  and  increasing  by 
six  with  each  iteration  until  we  reach  42  users. 
Results  are  measured  in  transactions  per  second. 


Users 


Web  server:  We  use  LoadRunnerto 
simulate  a  user  surfing  a  Web  site, 
gathering  EfPVlLtext  and  image  data. 
We  start  with  40  users  and  increase 
by  40  with  each  iteration  until  we 
reach  280  users.  Results  are 
measured  in  K  bytes  per  second. 


Review  our  test  method¬ 
ology  and  see  the  numbers 
behind  the  graphs  on 
Network  World  Fusion. 


card.  All  disk  controllers  utilized 
UltraWide  SCSI  technology,  and 
some  disk  subsystems  had  RAID 
controllers. 

Beginning  in  this  issue,  we’ve 
changed  the  way  we  conduct  server 
testing.  Our  tests  still  aim  to  high¬ 
light  the  main  subsystems  of  each 
server  —  the  file  system,  CPU  and 
network  I/O  —  and  still  do  so  by 
simulating  real  applications. 
However,  we’re  now  using  com¬ 
mercial  tools  to  create  the  traffic 
each  server  has  to  handle.  For 
complete  details,  go  to  Network 
World  Fusion. 


DELL  POWEREDGE  2300 

Vendor:  Dell  Computer  Corp. 
Contact:  (800)  999-3355 
www.dell.com/products/ 
poweredge/pe2300 

Total  score 


NetwurkWorU 


9.2 


Performance  (30%) 

9  X. 30  =  2. 7 

Features  and  flexibility  (30%) 

9  X. 30  =  2. 7 

Manageability  (20%) 

9x.20=  1.8 

Serviceability  (20%) 

10  X. 20  =  2.0 

Scores  are  based  on  a  scale  of  1-10.  Percentages 
are  the  weight  given  to  each  category  in  deter¬ 
mining  the  overall  score. 

Dell’s  Power- 
Edge  2300  came 
out  near  the  top 
in  overall  per¬ 
formance  and 
first  in  overall 
score,  thanks  to 
its  strong  show¬ 
ing  in  service¬ 
ability,  features, 

flexibility  and  manageability.  The 
PowerEdge  2300  and  NEC’s  Ex- 
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PRICE/PERFORMANCE  COMPARISON 


Micron’s  NetFRAME  LV2000  is  a  clear  winner  in  both  price 
and  performance. 


0.90  0.92  0.94  0.96  0.98  1 


Performance 

Servers  with  the  best  blend  of  price  and  performance  appear 
closest  to  the  upper  right  Performance  ratings  are  a  unitless 
number  derived  by  combining  NetWare  and  Windows  NT  results. 
We  weight  the  file  and  SQL  tests  at  35%  each,  and  the  Web  tests 
at  30%,  to  yield  the  overall  performance  value. 

Note:  The  HP  server  price  does  not  include  the  cost  of  a  network 
operabng  system 


piess580()  LS2400 
are  the  first  servers 
we’ve  seen  with  Intel’s 
most  powerful  proces¬ 
sor,  the  400-MHz 
Pentium  II.  With 
strong  ratings  in  all 
categories,  the  Power- 
Edge  2300  wins  our 
World  Class  award. 

One  of  the 

strongest  points  of  ser¬ 
viceability  for  the  Dell 
server  is  that  it  can  be 
disassembled  without 
any  tools.  The  drives 
are  in  hot-swap  bays, 
the  processors  are 
secured  with  thumb 
screws,  the  cards  are 
secured  with  plastic 
flip  tabs  instead  of  screws,  and  the 
case  can  be  opened  with  thumb 
screws.  These  features  earned  it  the 
highest  rating  for  serviceability. 

Dell  packages  its  management 
tools  into  a  bundle  called  Dell 
OpenManage.  It  consists  of  four 
components:  Server  Console,  which 
allows  administrators  to  manage  the 
PowerEdge  server  from  another 
PowerEdge  server;  Client  Admin¬ 
istrator,  which  allows  administrators 
to  communicate  with  Desktop 
Management  Interface  Version  2.0- 
compliant  hardware;  Hardware 
Instrumentation  Pack,  a  software 
package  that  works  with  certain 
components  of  server  hardware  to 
allow  simpler  management  of 
Windows  NT  and  NetWare  servers; 
and  Remote  Assistant,  which  enables 
you  to  administer  the  server  from 
remote  locations. 

The  management  software  has 
hooks,  called  OpenManage  Con¬ 
nections,  to  integrate  the  Power- 
Edge  2300  into  Tivoli  Systems, 
Inc.’s  TME,  HP’s  OpenView  Net¬ 
work  Node  Manager  (NNM)  for 
Solaris,  and  IBM’s  NetView  for 
AIX,  and  Windows  NT.  The  server 
also  supports  automatic  reboot. 

COMPAQ  PROLIANT  3000 

Vendor;  Compaq  Computer  Corp. 

Contact  (800)  888-0220 

www.compaq.com/products/ 

servers/prolianOOOO 


Total  score 

8.7 

Performance  (30%) 

8  X. 30  =  2.4 

Features  and  flexibility  (30%) 

9  X. 30  =  2.7 

Manageability  (20%) 

00 

n 

o 

CN 

X 

o> 

Serviceability  (20%) 

9x.20=  1.8 

Scores  are  based  on  a  scale  of  1-10.  Percentages 
are  the  weight  given  to  each  category  in  deter¬ 
mining  the  overall  score. 

In  contrast  to  Dell’s  server,  the 
Compaq  Computer  Corp.  ProLiant 


3000  did  not  rank  high  in  per¬ 
formance  testing,  but  its  strong 
serviceability  and  manageability 
features  gave  it  a  push  to  second 
overall  among  the  servers  that 

we  tested. 

The  Pro¬ 
Liant’s  case 
has  a  hot- 
swap  drive 
bay  system 
capable  of 
housing 
eight  1-inch 
drives  or  six 
1.6-inch 
drives.  The 
case  is  also  convertible  to  a  seven- 
unit  rack-mounting  frame.  It 
has  12  dual  in-line  memory  mod¬ 
ule  (DIMM)  RAM  slots  —  enough 
to  support  a  prodigious  3G  bytes 
of  RAM.  A  dual-channel  UltraWide 
SCSI  controller  is  included  in  the 
package. 

The  case  supports  two  hot-swap¬ 
pable  redundant  power  supplies, 
though  our  test  system  had  only 
one  installed.  There’s  room  for  a 
redundant  system  fan  as  well.  With 
the  addition  of  a  second  network 
interface  card  (NIC),  network  con¬ 
nection  failover  is  available. 

The  server  has  a  front  panel  dis¬ 
play  for  system  management  infor¬ 
mation.  In  the  event  of  hardware 
failure,  the  server  can  automatical¬ 
ly  reboot  and  page  the  administra¬ 
tor.  For  remote  access,  the  unit 
includes  an  internal  remote  con¬ 
sole  to  monitor  and  control  the 
server  via  modem  access. 

Also  included  is  Compaq  In¬ 
sight  Manager,  an  application 
that  helps  you  anticipate  server 
hardware  failure,  and  Smart  Start, 
which  automates  system  configura¬ 
tion  and  operating  system  installa¬ 
tion. 


ACERALTOS  9100 

Vendor:  Acer  America  Corp. 
Contact:  (800)  773-2237 
wvw.acer.com/aac/products/ 
a_altos/9100.htm 

Total  score 

8.2 

Performance  (30%) 

8  X. 30  =  2.4 

Features  and  flexibility  (30%) 

8  X. 30  =  2.4 

Manageability  (20%) 

9x.20=  1.8 

Serviceability  (20%) 

8  X. 20=  1.6 

Scores  are  based  on  a  scale  of  1-10.  Percentages 
are  the  weight  given  to  each  category  in  deter¬ 
mining  the  overall  score. 

Acer  Amer¬ 
ica  Corp.’s 
AcerAltos 
9100  placed 
solidly  in  the 
middle  of  the 
pack  in  per¬ 
formance 
and  features. 

The  case 
is  equipped 
with  eight 
1-inch  hot- 
swappable 
hard  drive  slot; 
and  two  redun 
dant  power  supply  slots,  with 
ample  space  to  access  the  mother¬ 
board  for  easy  maintenance.  The 
front  panel  can  be  locked  to 
secure  the  case  and  hot-swap  bay 
areas. 

Included  with  the  server  is: 

•  Acer  Startup  Kit,  which 
includes  drivers  and  automated 
installation  of  SCO  OpenServer 
and  NetWare  4.11.  A  resource 
CD-ROM  includes  online  docu¬ 
mentation. 

•  Remote  Diagnostic  Manager, 
which  allows  an  administrator  to 
access  diagnostics  via  modem.  The 
product  lets  you  perform  remote 
resets,  view  the  boot  process, 
change  BIOS  information  and  set 
automatic  server  reboots. 

•  Advanced  Server  Manager 
Pro,  an  SNMP  manager  with  an 
agent  for  Windows  NT,  SCO  Open- 
Server  and  NetWare.  With  Man¬ 
ager  Pro,  you  can  monitor  the 
server’s  temperature,  case  fan,  sys¬ 
tem  voltages,  and  bus  and  proces¬ 
sor  utilization. 

NETSERVERLCII 

Vendor:  Hewlett-Packard  Co. 

Contact  (800)  752-0900 

www.hp.com/netserver/products/lc2 


Total  score 

8.0 

Performance  (30%) 

8x.30  =  2.4 

Features  and  flexibility  (30%) 

8x.30  =  2.4 

Manageability  (20%) 

8x.20=  1.6 

Serviceability  (20%) 

8x.20=  1.6 

Scores  are  based  on  a  scale  of  1-10.  Percentages 
are  the  weight  given  to  each  category  in  deter¬ 
mining  the  overall  score. 


HP’s  Net- 
Server  LC  II 
placed  third  in 
overall  score.  It 
rated  last  in 
overall  perfor¬ 
mance,  but  first 
in  SQL  testing. 

Its  easy-to-service  | 


The  NetServer  LC  II  case  is  a 
full  tower  design  with  a  rack- 
mount  option.  The  hard  drive  bays 
include  one  fixed  drive  bay  and 
three  hot-swappable  bays.  NIC 
failover  is  available  with  a  second 
NIC.  There  are  key  locks  for  drive 
and  case  access. 

The  server  features  automatic 
server  reboot  to  restart  the  ma¬ 
chine  in  the  event  of  an  oper¬ 
ating  system  lockup.  It  also  offers 
full  remote  control  features 
through  a  combination  of  hard¬ 
ware,  firmware  and  software. 

HP’s  TopTools  software  package 
is  included  to  allow  an  administra¬ 
tor  to  control  and  monitor  the 
server’s  operation. 

MICRON  NETFRAME  LV2000 

Vendor:  Micron  Electronics,  Inc. 

Contact:  (800)  209-9686 

www.micronpc.com/products/ 

netframe/lv2000 


Total  score 

7.6 

Performance  (30%) 

9  x. 30  =  2.7 

Features  and  flexibility  (30%) 

7  X. 30  =  2.1 

Manageability  (20%) 
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CN 
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00 

Serviceability  (20%) 

6x.20=  1.2 

Scores  are  based  on  a  scale  of  1-10.  Percentages 
are  the  weight  given  to  each  category  in  deter¬ 
mining  the  overall  score. 

Micron’s 
NetFRAME 
LV2000  came  in 
fifth  overall,  but 
first  in  Web  test¬ 
ing  and  overall 
performance. 

The  LV2000’s 
downfall  was  a 
lack  of  features 
and  relatively 
poor  serviceabil¬ 
ity.  However, 
considering  its 
sub-$6,000 
price,  which  is 
less  than  half 
that  of  the  Compaq  ProLiant  3000, 
the  most  expensive  server  in  this 
roundup,  the  LV2000  delivers  a  lot 
of  performance  for  the  dollar. 

The  LV2000’s  case  is  plain  in 


case  and  wealth 
of  management 
features 
helped  boost 
its  standing. 


J 
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WHATEVER  YOUR 

SPEED... 

NO 

CONFIGURATION 

REQUIRED. 
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www.kingston.com/network 


Now  MIGRATION  TO  I  OOMbps  IS  MADE  SIMPLE.  The  new 

Kingston®  auto-sensing  10/100  Hubs  and  Switches  can 
handle  10Mbps  and  100Mbps  Ethernet  networks,  or  a 
I  ®  combination  of  both.  They  are  the  perfect  solu¬ 
tion  for  a  cost-effective  way  to  migrate  to  Fast 
Ethernet.  Since  no  configuration  is  required, 
installation  is  fast  and  easy.  For  assis¬ 
tance  with  your  migration  plan,  call 
your  local  Kingston  distributor  or  call 
Kingston  at  (800)  435-0605.  Also  check  out  our  Web  site  at 
www.kingston.com/network.  After  all,  wouldn’t  you  rather 
be  doing  better  things?  Like  taking  your  network  speeds  to 


new  extremes. 


Networking  Products  Division 
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Si[R  TEST  SERIES 
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appearance  with  no  hot-swappable 
hard  drive  bays.  The  case  is  a  sim¬ 
ple  POlike  design  with  no  remov¬ 
able  modules,  hinged  covers  or 
removable  drives. 

The  server  comes  with  Intel’s 
LANDesk  Server  Manager  to  moni¬ 
tor  fan  failure,  processor  voltage 
and  processor  temperature.  An 
automatic  serv'er  reboot  feature  is 
included  as  well.  A  Country  Kit 
CD-ROM  allows  for  automatic 
setup  of  the  server. 

NECEXPRE$S5g00LS2400 

Vendor:  NEC  Computer  Systems  Division, 

Packard  Bell  NEC,  Inc. 

Contact:  (888)  863-2669 
www.neccomputers.com/products/ 
servers/ express_ls2400.html 


Total  score 

7.2 

Performance  (30%) 

8x.30  =  2.4 

Features  and  flexibility  (30%) 

00 

II 

o 

CO 

X 
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Manageability  (20%) 

9x.20=  1.8 

Serviceability  (20%) 

6x.20=  1.2 

Scores  are  based  on  a  scale  of  1-10.  Percentages 
are  the  weight  given  to  each  category  in  deter¬ 
mining  the  overall  score. 

The  NEC  Express5800  LS2400 
placed  last  in  the  ratings  but 
third  in  overall  performance  test¬ 
ing,  thanks  no  doubt  to  its  speedy 
400-MHz  Pentium  II  processor. 

Like  the  Micron  server,  the 
NEC  lacks  convenient  serviceabil¬ 
ity  features.  The  server’s  case  is 
simple  with  four  fixed  drive  bays. 
The  case  is  a  mid-tower  configu¬ 
ration  with  an  available  five-unit 


rack-mount 
kit. 

The  case 
is  very  much 
like  a  run-of- 
the-mill  PC, 
with  no 
hinged  cov¬ 
ers,  remov¬ 
able  drives 
or  slide-out 
components. 
The  LS2400 
comes  with 
ESMPRO  management  software 
to  monitor  server  performance 
and  to  configure  server  subsys¬ 
tems  remotely  over  the  LAN 
or  via  a  Web  server.  It’s  also  bun¬ 
dled  with  ExpressBuilder  installa¬ 


tion  software. 

A  second  Ethernet  interface 
card  can  be  configured  in  the 
system  to  provide  load  balancing 
and  failover  features. 

The  LS2400  is  a  decent  server 
but  lacks  any  features  that  make 
it  stand  out  in  a  crowd. 

Our  server  testing  is  performed 
at  North  Carolina  State  University ’s 
Centennial  Networking  Labs  ( CNL) 
in  Raleigh.  CNL  tests  network  equip¬ 
ment  and  network-attached  devices 
for  interoperability  and  performance. 

Bass,  a  senior  technical  staff  mem¬ 
ber  at  CNL,  designs  and  leads  the  exe¬ 
cution  of  the  test  suites.  He  can  be 
reached  at  john_bass@ncsu.edu.  Kris 
Kiser  and  Tom  Elliot  assisted. 


WORKGROUP  SERVERS:  THE  INSIDE  STORY 


Server  1 

Dell  PowerEdge  2300  1 

Compaq  ProLiant  3000  1 

AcerAltos  9100  1 

NetServer  LC  II  1 

Micron  NetFRAME  LV2000  1 

NEC  ExpressSSOO  LS2400  I 

Vendor 

Dell  Computer  Corp. 

Compaq  Computer  Corp. 

Acer  America  Corp. 

Hewlett-Packard  Co. 

Micron  Electronics,  Inc. 

NEC  Computer  Systems 

Price 

$10,738 

$12,315 

$10,044 

$7,715  w/o  OS 

$5,897 

$9,473 

Processor  type 

400-MHz  Pentium  II 

333-MHz  Pentium  II 

300-MHz  Pentium  11 

300-MHz  Pentium  II 

300-MHz  Pentium  II 

400-MHz  Pentium  II 

#  of  processors 

2 

2 

2 

2 

2 

2 

#  of  processors 
supported 

2 

2 

2 

2 

2 

2 

Memory 

(1)  128M  bytes  ECC 

(2)  64M  bytes  ECC 

(2)  64M  bytes  ECC 

(1)  128M  bytes  ECC 

(2)  64M  bytes  ECC 

(4)  32M  bytes  ECC 

configuration 

SDRAM  DIMM 

EDO  DIMMs 

EDO  DIMMs 

EDO  DIMM 

EDO  DIMMs 

EDO  DIMMs 

#  and  type  of 

RAM  slots 

4  DIMM 

12  DIMM 

4  DIMM 

4  DIMM 

4  DIMM 

4  DIMM 

Expansion  slots 

4  PCI 

5  PCI 

4  PCI 

5  PCI 

4  PCI 

3  PCI 

present 

2  PCI/ISA 

3  PCI/EISA 

1  PCI/EISA 

1  PCI/ISA 

USA 

1  ISA 

2  PCI  controllers, 
no  PCI  bridge 

2  ISA 

1  PCI/ISA 

Expansion  slots 

3  PCI 

3  PCI 

3  PCI 

4  PCI 

3  PCI 

3  PCI 

available 

2  PCI/ISA 

3  PCI/EISA 

1  PCI/EISA 

1  PCI/ISA 

USA 

1  ISA 

2  ISA 

1  PCI/ISA 

Disk  controller 

UltraNarrow  SCSI, 

Dual  UltraWide  SCSI 

Mylex  RAID  controller. 

UltraWide  SCSI 

AAA-132  RAID  Controller, 

Dual  UltraWide  SCSI 

RAID  Level  0  UltraWide 

Compaq  SmartSL 

Adaptec  7880  UltraWide  SCSI 

Adaptec  7880  UltraWide  SCSI 

controller  on  motherboard 

SCSI  array  controller 

array  controller 

controller  on  motherboard 

controller  on  motherboard 

HD  description 

(4)  4.55G-byte  Seagate 

(4)  4.3G-byte  Seagate 

(2)  4.5G-byte  IBM 

(4)  4.2G-byte  HP 

(4)  4G-byte  WD  Enterprise 

(3)  Seagate  Barracuda 

UltraWide  SCSI 

Cheetah  UltraWide  SCSI 

DDRS-34560  Ultra- 

D3583-60003  UltraWide 

UltraWide  SCSI  7,200  rpm 

ST34573LW4G-byteSCSI 

10,000  rpm 

10,000  rpm 

Wide  SCSI  7,200  rpm 

SCSI  7,200  tpm 

7,200  rpm 

#  and  descrip¬ 

6  r  hot-swap 

8  Tor 6  1.6" hot-swap; 

8  r  hot-swap,  2  fixed 

3  hot-swap,  1  fixed 

4  fixed 

4  fixed 

tion  of  HD  bays 

2  fixed  full  height  bays 

Network 

Intel  10/100  Pro 

Netelligent  10/100 

Intel  82557  10/100  on 

Intel  10/ 100Base-T  chipset 

Intel  82557  10/100  on 

Intel  Pro  100+  10/100 

interface 

PCI  card 

PCI  card 

motherboard 

on  motherboard 

motherboard 

on  motherboard 

CD-ROM 

NEC  12/24X  SCSI 

SonyCDU571  16X  Integrated 

NEC  16X  bootable  SCSI 

HP  24X  IDE 

Plextor  PX20Tsi  12/20X 

NEC  CDR-1900A  24X  IDE 

Drive  Electronics  (IDE) 

variable  speed  SCSI 

Availability 

ECC  memory 

ECC  memory 

ECC  memory 

ECC  memory 

ECC  memory 

ECC  memory 

features 

Hot-swappable  drives 

Hot-swappable  drives 

Hot-swappable  drives 

Hot-swappable  drives 

Automatic  server  reboot 

Redundant  power  supplies 

Redundant  power  supplies 
Automatic  server  reboot 

Automatic  server  reboot 

Manageability 

HP  OpenView  NNM/SE 

Compaq  Insight  Manager 

Remote  Diagnostic  Manager 

Out-of-band  management 

Intel  LANDesk  Manager 

Remote  shutdown  and  reboot 

features 

Automatic  Server  Recovery-2 

Advanced  Server  Manager  Pro 

via  remote  control 

Environmental  monitor 

Integrated  Remote  Console 

TopTools  server  manage¬ 

Optional  out-of-band  server 

Integrated  Management  Display 

ment  software 

monitor  module 

Security 

Lockable  case  and 

Power-on  password 

Lockable  case  and  front  panel 

Lockable  case  and  hard 

Power  lock 

Power  lock 

features 

front  panel 

Case  and  drive  locks 

Keyboard  password 

drive  bay 

Bundled 

HP  OpenView  NNM/SE 

Smart  Start 

Remote  Diagnostic  Manager 

TopTools 

LANDesk  Manager 

ESMPRO 

software 

Compaq  Insight  Manager 

Advanced  Server  Manager  Pro 

Country  Kit  CD-ROM 

ExpressBuilder 

Warranty 

1-year  on-site  parts  and 

3-year  on-site,  prefailure 

3-year  on-site  next 

1-year  on-site  next 

5-year  microprocessor  and 

3-year  parts  and  labor 

labor,  years  2  and  3 

warranty  on  hard  drives. 

business  day 

business  day 

RAM,  3-year  all  hardware. 

parts  only 

RAM  and  processors 

1-year  on-site 
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Discover  the  superstar  in  managed  host  access. 


Looking  for  the  best  Year  2000-compliant  solution  for  integrating  Digital™ 
and  UNIX®  hosts  with  Microsoft®  Windows®  desktops?  You  won't  have  to 
look  far  at  all.  You’ll  find  it  in  the  Attachmate®  constellation.  KEA!®420  and 
KEA!  340  are  stellar  performers  when  it  comes  to  integrated  host  access, 
unsurpassed  manageability  and  increased  productivity. 


Chart  a  course  with  the 
KEA!  Discovery  Kit. 
When  you  are  iooking 
for  performance  that*s 


light  years  ahead. 


But  isn’t  that  just  what  you  would  expect  from  Attachmate?  As  the  world  leader  in  enterprise 
connectivity,  we  understand  the  reliance  you  place  on  mission-critical  business  applications.  It’s  no 


Call  h800-933-67S1 


wonder  that  four  out  of  five  Fortune  500  companies  choose  Attachmate. 


Discover  how  to  manage  host  access  for  lower  cost  of  ownership.  Get  the  KEA!  Discovery  Kit, 
complete  with  fully  functional  90-day  trial  versions  of  KEA!  420,  KEA!  340,  and  KEA!  X,  Attachmate’s 
proven  PC  X  server,  plus  information  on  Attachmate's  Client  and  Server  for  NFS.  Just  call  1-800-933-6751 


or  visit  our  website  at  www.attachmate.com/ad/nwx.asp 


©  1998  Attachmate  Corporation.  All  Rights  Reserved,  Attachmate  and  KEAI  are  registered  trademarks  of  Attachmate  Corporation.  Microsoft 
and  Windows  are  registered  trademarks  of  Microsoft  Corporation,  Digital  is  a  trademark  of  Digital  Equipment  Corporation.  UNIX  is  a  regis¬ 
tered  trademark  in  the  United  States  and  other  countries,  licensed  exclusively  through  X/Open  Company,  Ltd.  All  other  trademarks  or 
registered  trademarks  are  the  property  of  their  respective  owners. 
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Non-IT  executives  don't  appear  to  be  interested  in  seeing  service-level  agreements  or  network  performance  details. 


By  Lenny  L  i  e  b  m  a  n  n 

emce-level  agreements  (SLA)  sound 
like  a  good  idea  on  paper.  As  IT 
departments  try  to  become  more 
responsive  to  business  users,  it  seems 
logical  to  assume  that  some  sort  of 
consistent  reporting  on  availability 
and  performance  would  give  sub¬ 
stance  to  the  idea  of  customer  focus. 
There’s  just  one  problem:  Users 
don’t  care. 

Of  17  companies  promoting  SLA  solutions  at 
last  month’s  NetWorld+Interop  98  show  in  Las 
Vegas,  none  could  point  to  an  IT  department 
actually  using  the  companies’  software  to  inform 
business  executives  about  the  status  of  the  cor¬ 
porate  enterprise.  And  of  35  organizations  inter¬ 
viewed,  only  two  were  even  close  to  establishing 
a  periodic  reporting  system  to  non-IT  managers. 

Spare  them  the  details 

“Our  experience  has  shown  that  customers 
couldn’t  care  less  about  that  kind  of  reporting,’’ 
says  Susan  Sundberg,  an  account  manager  with 
OneSystem  Group  LLC,  which  acts  as  the  “in- 
sourced”  IT  department  for  its  corporate  parent, 
Kansas  City,  Mo.-based  Farmland  Industries,  Inc. 
“All  they  want  to  know  is  whether  their  system  is 
up  and  running  now.  And  if  it  isn’t,  a  report 
isn’t  of  much  interest  to  them.” 

Sundberg  acknowledges  that  some  reporting 
is  essential  to  substantiate  the  value  IT  is  provid¬ 
ing.  But  she  says  those  reports  usually  are  an¬ 
nual.  “At  the  end  of  the  year,  you  have  to  show 
whether  you’ve  improved  performance  or  not. 
And  if  you  haven’t,  you’d  better  have  a  pretty 
good  explanation,”  she  says.  “Executives  also 
want  to  know  about  things  like  how  much  of 
your  budget  has  gone  to  supporting  existing  ser- 


WHAT  YOUR  COLLEAGUES  THINK  OF  SLAS 


vices  as  opposed  to  enhancements.” 

As  a  customer  account  manager 
with  the  State  of  Michigan’s  Office 
of  Computing  and  Telecommunica¬ 
tions  in  Lansing,  Laurie  Taylor  is 
also  finding  it  tough  to  share  net¬ 
work  performance  data  with  her 
contacts  in  various  government 
agencies. 

“We’ve  had  SLAs  for  a  while,  but 
they  cover  how  quickly  we  will 
respond  to  requests  for  changes  in 
service,”  Taylor  says.  “The  more 
we’ve  looked  at  reporting  on  per¬ 
formance,  the  more  we’ve  realized 
how  difficult  it  is  to  define  what 
parameters  customers  would  want 
us  to  report  on,  how  often  we’d  be 
able  to  report  on  them  and  what 
kinds  of  guarantees  we  want  to 
make  about  each  one.” 

SLAs  are  gaining  more  attention 
because  fundamental  changes  in 
the  way  IT  departments  are  operat¬ 
ed  are  heightening  the  awareness  of 
customer  satisfaction.  For  example,  OneSystem 
has  turned  its  IT  department  into  an  indepen¬ 
dent  profit  center.  And  a  massive  recentraliza¬ 
tion  program  within  Michigan’s  state  offices  has 
pulled  IT  responsibilities  out  of  the  individual 
agencies  and  in  to  a  theoretically  more  efficient 
cross-agency  group. 

Executive  privilege 

David  Stewart,  general  manager  of  informa¬ 
tion  systems  at  Ernst  &  Young’s  regional  head¬ 
quarters  in  Auckland,  New  Zealand,  says, 
“Recentralization  puts  a  lot  of  pressure  on  IT 
groups  to  document  how  good  of  a  job  they’re 
doing.  If  you’re  going  to  take  control  away  from 


I  Go  online 

I  for  more 

I  CZ3  resources 


a  department,  they’re  going  to  want  you  to 
prove  that  you’re  still  meeting  their  needs.” 

But  IT  lacks  an  understanding  of  how'  to 
quantify  those  needs.  “The  IT  department  needs 
to  report  to  the  business  based  on  the  value 
they’re  getting  from  the  network,”  says  Stephen 
Eliot,  senior  analyst  at  Business  Research  Group 
in  Newton,  Mass. 

“IT  is  still  operating  in  its  historical  role  of 
focusing  on  the  technology  itself  and  not  on 
what  the  various  applications  and  services  it  pro¬ 
vides  do  for  the  business,”  says  Eliot. 

Until  that  issue  is  overcome  communications 
between  IT  departments  and  their  business  con¬ 
stituencies  will  continue  to  be  rather  limited, 
Eliot  says.  “There’s  a  lot  of  education  to  be  done 
on  both  sides,”  he  says.  “But  it’s  really  up  to  IT 
to  start  educating  the  business  side  about  what 
it’s  doing.” 

The  real  question,  though,  is  whether  busi¬ 
ness  managers  will  take  the  time  to  listen.  “If 
you’re  running  a  customer  call  center,  your  pri¬ 
mary  concern  is  the  reality  of  handling  volume 
on  a  day-to-day  basis,”  says  Cus  Estrella,  senior 
network  engineer  at  Eleet  Credit  Card  services 
in  Horsham,  Pa. 

“Users  don’t  want  to  have  to  think  about  the 
network  or  performance  statistics.  Theyjust 
want  it  to  be  there,”  Estrella  says. 

Liebmann  is  a  runsultant  and  freelance  writer 
in  Highlands,  N.J.  He  ran  be  reached  at 
ll@hiway  l.exit  1 09.  com. 


Here’s  what  250  IT  managers  interviewed  by  Business  Research  Group 
had  to  say  about  service-level  agreements. 


Service-level  agreements  will  be  a 
primary  part  of  our  network  and 
systems  management  strategy  in  the 
next  two  years.  Undecided 

No 
23% 


Network  and  systems  management  vendors 
should  focus  on  creating  software  that  can 
be  explained  or  linked  to  a  business 
process.  ^ 

. .  "  I  4% 

Undecided 
12% 
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Proving  that  victories  are  won  by  teams, 
not  individuals. 


CSC’s  workforce  is  comprised  of  highly 
talented  professionals  well-versed 
in  cooperation. 

At  CSC,  “win-win”  scenarios  are  everyday  occurrences.  We’ve  been  a  total  solution 
provider  in  management  consulting,  systems  integration  and  outsourcing  for  nearly 
40  years,  and  we’ve  learned  that  camaraderie  among  teammates  is  much  more 
rewarding  than  cut-throat  competition.  After  all,  sharing  your  enthusiasm  makes 
success  even  more  enjoyable. 

At  CSC,  the  phrase  “you  get  out  what  you  put  in”  rings  especially  true.  Here,  the 
individual  is  highly  respected,  partnerships  encouraged,  personal  initiative  prized  and 
contributions  duly  noted.  Our  decentralized  and  entrepreneurial  atmosphere  allows 
open  communication  between  established  leaders  and  emerging  talent  every  day. 
And  by  playing  an  integral  role  in  CSC’s  industry  leadership,  our  professionals  receive 
competitive  compensation,  a  comprehensive  benefits  package  and  countless 
opportunities  for  professional  growth  and  development. 

Contact  CSC  today  regarding  employment  opportunities  and  begin  working  on  a 
masterpiece  of  your  own.  The  extraordinary  is  commonplace  here. 

To  be  considered  for  a  position  in  any  of  the  disciplines  listed  below,  please  e-mail 
your  resume,  in  ASCII  format  only,  to:  federalsector@csc.com,  referencing  NWFS- 
0615  in  the  subject  line.  No  file  attachments,  please.  You  may  also  mail  your  resume 
to  our  scanning  facility: 

CSC,  Resume  Scanning  Services,  NWFS-0615,  P.O.  Box  3455,  Buriington, 
MA  01803. 


Network  Operatlons/Desiqners/ 
Security/Help  Desk 

Data,  voice  and  video  networking  fall  into  this  domain, 
where  expertise  with  site  operations,  carrier  services, 
cable  systems  and  voice  systems  is  key.  Many  levels 
of  opportunities  are  available,  including  senior-level 
positions  that  will  lead  bid  and  proposal  teams.  Some 
knowledge  of  the  following  technologies  is  expected  of 
all  candidates:  LAN/WAN,  X.400  &  X.500,  IDNX, 
Telecommunications,  Novell,  UNIX,  Firewalls, 
Windows  NT,  Cryptology,  AIX,  HP  OpenView,  SNMP 
ATM,  Cisco,  TCP/IP,  Frame  Relay,  Network 
Administration,  SUN,  SOLARIS,  Mainframe  Operating 
Systems,  Installation  and  Maintenance,  and  Network 
Security  Administration. 

Programmers/Analysts 

Programmers/ Analysts/Developers 

A  strong  background  in  object  modeling,  data  modeling, 
object-oriented  technology,  development  of  financial 
systems,  high-level  architecture  or  distributed  computing 
may  qualify  you  for  an  opportunity  like  no  other. 
Representative  knowledge  of  the  following  is  strongly 
preferred:  lEF,  HTML/WWW,  Java,  Visual  Basic, 
Windows  NT,  UNIX,  Motif/X-Windows,  DB2,  MS 
Access,  Mainframe  &  C/S  Operating  Systems, 

RDBMS,  MVS/ESA,  CORBA,  Perl,  IMS,  PowerBuilder, 
Lotus  Notes,  C  or  C++,  ORACLE  Developer  2000, 
Claims  Processing  Software  Maintenance  under 
MVS,  COBOL,  CICS,  Ada,  Y2K,  GUI,  OOD,  CM  Tools 
(Clearcase,  PVCS),  GIS,  HP/UX,  JCL  ISPF, 

INTRANET,  and  Delphi. 


Technical  Consultants 

A  wide  variety  of  systems  and  network  knowledge  is 
needed  by  candidates  seeking  Technical  Consultant  posi¬ 
tions.  A  minimum  of  one  to  five  years  of  UNIX  experience 
is  preferred,  as  is  previous  exposure  to  at  least  some  of 
these  technical  areas:  NFS,  Facsimile  Technology,  DNS, 
Telephony,  E-mail,  TCP/IP,  Cisco  Routers,  Digital 
Switching,  WAN  Concepts,  Space  Management, 
Software  Development,  Tool  Evaluation,  Software 
Configuration  Management,  and  Project  Management. 

Engineers 

^  We  are  seeking  applicants  with  a  proven  background 
d  in  any  of  the  following  disciplines:  Electrical, 
Software,  Database,  Environmental,  Systems, 

C  Logistics,  Network,  Information,  Test,  Spacecraft, 
^  Aerospace,  or  INFOSEC. 

Business  ProPessionals 

Positions  in  this  area  demand  the  skills  of  analytical, 
detail-driven  professionals  who  have  a  good  understand¬ 
ing  of  financial  and  business-related  computer  applica¬ 
tions.  A  background  in  Program  Control,  Finance,  Pricing, 
Accounting,  Human  Resources  or  Contracts  is  also 
required  of  candidates  in  any  of  the  following  areas: 
Finance/Accounting:  Deltek  Systems,  Financial 
Management,  Resource  Planning,  Bid  and  Proposal 
Preparation,  Invoicing,  Earned  Value  Analysis 
and  Reporting.  Human  Resources:  Recruiting, 
Employee  Relations,  Compensation/HRIS, 

Benefits,  and  Training.  Contracts:  Commercial  & 
Government  Contracting/Subcontracting,  and 
Quality  Assurance  Management. 


Systems  Integrators 

IT  Application/Systems  Integrators 

The  ability  to  develop  systems  requirements  is  a  must  for 
these  positions,  as  is  the  knowledge  to  prepare,  input  and 
test  data  for  a  variety  of  platforms.  Experience  in  one  of 
the  following  areas  is  equally  essential:  Systems 
Analysis,  Workflow  Management,  Legacy  Migration, 
Data  Modeling,  Open  Systems  Migration,  Project 
Planning,  Performance  Analysis  and  improvement, 
COTS,  Desktop  Architects,  and  Y2K  compliance. 


Senior  Architects 


O 
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These  professionals  will  provide  technical  design  and 
leadership  expertise  of  the  highest  caliber  to  various 
client/server  development  and  complex  system  inte¬ 
gration  projects.  Applicants  must  possess  a  degree 
in  Computer  Science  or  a  related  discipline,  and  a 
minimum  of  five  years’  experience  in  any  of  the 
following:  Network/software  configurations; 
network  hardware  and  architectures;  mainframe 
hardware  and  software  support  and  configuration; 
capacity  planning  or  systems  programming; 
distributed  desktop  frameworks;  desktop  systems 
and  networking;  CA  Unicenter  TNG,  Tivoli  or  point 
solutions;  and  distributed  UNIX  frameworks. 
Positions  include:  Telecommunications  Architect, 
Mainframe/Data  Architect,  Desktop  Architect  and 
UNIX  System  Architect. 


For  some  positions,  applicants  selected  will  be  subject  to 
a  government  security  investigation  and  must  meet  eligi¬ 
bility  requirements  for  access  to  classified  information. 


For  more  information  about  CSC,  visit  our  website:  www.csc.com.  An  Equal  Opportunity  Employer  M/F/D/V. 


r“" 


•  *->• 


lodaii; 


you’re  working  on  a  myriad  of  separate 
communications  technologies. 


TOmOffOUJ'  ‘leploying  a  single  converged 


global  network. 


oiu?  Via  3coni 


A  single  network  of  sights,  sounds,  and  information  will  connect 
people  everywhere  —  placing  the  entire  worlds  collective  knowledge, 
ideas  and  even  people  within  easy  reach.  It’s  the  future  of  networking 
and  it’s  coming  to  you  via  3Com. 

From  handheld  computing  to  internet  commerce,  and  mobile  com¬ 
munications  to  cable  modem  technology...  3Com  is  the  networking 
place  to  be.  TODAY,  our  combination  of  surefire  R&D,  multi-market 
dominance,  and  $5.6  billion  in  financial  backing  makes  us  uniquely 
positioned  to  capitalize  on  the  end-to-end  connectivity  that  is  the 
foundation  for  TOMORROW’S  networking  solutions.  In  addition, 
we’re  a  company  of  many  different  divisions,  from  start-up  ventures 
to  established  R&D  powerhouses.  Pervasive  global  networking  —  be 
a  part  it  via  3Com. 

Exciting  opportunities  exist  in  the  ateas  of: 

•  Hordiuare  Engineering 

•  Sofliiiore  Engineering 

•  Engineering  Hanagemenl 

•  Manufacluring 

•Technical  Supporl 

•  Marheling  &  Sales 


For  more  information  on  the  above  opportunities  at  3Com,  visit  our 
website  at:  www.3com.com. 

3Com  offers  a  highly  competitive  compensation  and  benefits  package 
including  stock  option.  For  consideration,  please  send  your  resume 
to:  3Com  Corporation,  Professional  Staffing,  Job  Code: 
GSA/NW/6/15,  MS  1403,  RO.  Box  58145,  Santa  Clara,  CA 
95052-8145.  E-mail  (ASCII  text  only):  3Com_resumes@3Com.com. 
FAX:  (408)  764-8181.  EOE. 

When  faxing  your  resume,  please  use  white  paper  with  12  point  black  font.  Please 
refrain  from  using  bold  type,  underline,  italics,  or  fancy  typefaces. 


Hi-Tech  Jobs 


www.dlce.com 


Don’t  gamble  with  your  job  search! 
Point  your  browser  to  www.dice.com 
for  FREE  access  to  thousands  of 
contract  and  full-time  job  listings  for 
Programmers,  Analysts, Technical  Writ¬ 
ing  professionals  and  more! 

Data  processing 

I NDEPENDENT 

Consultant's) 

Exchange 


A  service  of  D&L  Online,  Inc.  515.280.1144 


http://www.nwfusion.com 


Go  to  the  Careers  section  on  Network  World 
Fusion  at  the  above  address. 

Eight  past  weeks  of  Networking  Careers 
can  be  found  under  Job  listing. 


Network  Support  Analyst.  Overland 
Park  Metro  area.  Primarily  responsible 
for  coordinating  and  installing  local  area 
networks,  wide  area  networks,  fax 
servers,  remote  access  hardware,  net¬ 
work  print  servers  and  database  manage¬ 
ment  software.  Install  and  configure 
workstations  with  various  software  appli¬ 
cations.  Review  productivity  reports  and 
problem  records  to  evaluate  and  fine 
tune  performance  of  systems.  Analyze 
customer  network  security  requirements 
and  set  up  network  users  and  security 
rights.  Provide  customers  with  basic 
introductory  network  operating  instruc¬ 
tions  and  on-going  support,  assistance 
and  training  in  using  existing  applica¬ 
tions.  Provide  system  level  technical  sup¬ 
port  for  internal  clients.  Must  have  a 
Master's  Degree  in  Electrical  Engineer¬ 
ing  (with  computer  emphasis),  Com¬ 
puter  Science  or  similar  program  and 
two  years  experience.  Must  have  experi¬ 
ence  with  administering  and  installing 
Local  Area  Networks,  Wide  Area  Net¬ 
works,  Desktop  Computers  and  their 
respective  operating  systems  (Novell  Net¬ 
ware,  Windows  NT,  Windows  95,  Win¬ 
dows  3.x,  and  Disk  Operating  Systems), 
experience  with  computer  hardware 
such  as  Concentrators,  CSU/DSU,  Fax 
Servers,  Network  Interface  Cards,  Hard 
Drives,  and  cable  architectures  ranging 
from  10Base2  to  100BaseT,  working 
knowledge  of  56K  to  ISDN  lines,  work¬ 
ing  knowledge  of  software  including 
Word  Processors,  Accounting  and  Distri¬ 
bution  packages,  and  Backup  software 
and  Macola  Software,  especially  installa¬ 
tion  procedures  for  Different  Network 
Operating  systems.  40/hrs./wk.  M-F,  8:00 
a.m.  to  5:. 00  p.m.  Salary  $48,275/yr. 
Please  apply  with  a  resume  in  person  to 
the  local  Kansas  Job  Service  Career  Cen¬ 
ter  or  send  resume  to:  KS  Dept,  of 
Human  Resources  #KS  1409806,  Attn: 
Jane  Burbridge,  401  SW  Topeka  Blvd. 
Topeka,  KS  66603-3182.  Applicants  must 
have  proof  of  legal  authority  to  work  in 
the  United  States. 


•ould  B« 

Icre  FoU: 


$380. 
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Programmer  Analyst:  Must  have  one 
year  experience  in  job  offered  or  one 
year  experience  as  Programmer.  For 
IBM  3090  and  ES  9000  hardware  plat¬ 
forms,  provide  IDMS  database  program¬ 
ming.  Convert  IDMS  version  10.2  to 
12.0  and  provide  user  support  for  both 
versions.  Convert  COBOL  to  COBOL 
II.  Provide  COBOL  and  ADS/O  pro¬ 
gramming.  Document  all  programs 
appropriately;  fully  describe  program 
development,  logic,  coding  and  correc¬ 
tions.  Consult  with  clients  to  evaluate 
requests  for  new  or  modified  programs. 
Provide  technical  expertise,  training  and 
assistance  to  program  users.  Instruct 
users  on  principals  of  hierarchical  and 
regional  databases.  In  UNIX  software 
environment,  implement  C,  PASCAL 
and  FORTRAN  programming  and  sys¬ 
tem  change.  M.S.  in  Mechanical  Engi¬ 
neering,  Electrical  Engineering  or 
related  is  required.  Education  and 
experience  must  include  the  use  of  IBM 
3090,  ES  9000,  UNIX  and  programming 
languages  COBOL,  C,  PASCAL,  FOR¬ 
TRAN,  and  ADS/O.  40  hours  per  week 
from  8:00  a.m.  to  5:00  p.m.  Salary 
$60,000.00  per  year.  Interested  appli¬ 
cants  should  send  resumes  with  Social 
Security  Numbers  to  Indiana  Depart¬ 
ment  of  Workforce  Development,  10  N. 
Senate  Ave.,  Indianapolis,  Indiana 
46204-2277  Attn:  D.  Gordon  Include 
ID#3450708 


Programmer  Analyst:  Must  have  two 
years  experience  in  job  offered  or  t’wo 
years  experience  as  Programmer.  For 
IBM  3090  and  ES  9000  hardware  plat¬ 
forms,  provide  IDMS  database  program¬ 
ming.  Convert  IDMS  version  10.2  to 
12.0  and  provide  user  support  for  both 
versions.  Convert  COBOL  to  COBOL 
II.  Provide  COBOL  and  ADS/O  pro¬ 
gramming.  Document  all  programs 
appropriately;  fully  describe  program 
development,  logic,  coding,  and  correc¬ 
tions.  Consult  with  clients  to  evaluate 
requests  for  new  or  modified  programs. 
Provide  technical  expertise,  training  and 
assistance  to  program  users.  Instruct 
users  on  principals  of  hierarchical  and 
regional  databases.  In  UNIX  software 
environment,  implement  C,  PASCAL 
and  FORTRAN  programming  and  sys¬ 
tem  change.  B.S.  in  Computer  Science, 
Engineering  or  related  is  required.  Edu¬ 
cation  and  experience  must  include  the 
use  of  IBM  3090,  ES  9000,  UNIX  and 
programming  languages  COBOL,  C, 
PASCAL,  FORTRAN,  and  ADS/O.  40 
hours  per  week  from  8:00  am  to  5:00 
pm.  Salary  $60,000.00  per  year.  Inter¬ 
ested  applicants  should  send  resumes 
with  Social  Security  Numbers  to  Indi¬ 
ana  Department  of  Workforce  Develop¬ 
ment,  ION.  Senate  Ave.,  Indianapolis, 
Indiana  46204-2277  Attn:  D.  Gordon 
Include  ID#3450709 


Take  a  look  at  the  career  potential  at 
two^f  the  HOTTEST  Career  Fairs . 

NETWPRLOUNTEROP  98 


where:  NetWorld-nlnterop  '98,  Atlanta 
Georgia  World  Congress  Center 
When:  October  21  st-23rd 


MNET 


Where:  ComNet  San  Francisco'98 
AAoscone  Convention  Center 
When:  September  30th-October  2nd 


For  more  information 
Talk  to  Network  World 
800-622-1108  ext  7510 
ccapp  @  nww.com 
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http://www.castlerock.com 


SNMPc  and  CiscoWorks  for  Windows  Users 


Castie  Rack 

Computing 


Castle  Rock  Computing,  Inc. 
12930  Saratoga  Avenue 
'  Saratoga,  CA  95070 


Tel;  408-366-6540 
^  Fax:  408-252-2379 


INRS' 


NT 


•  Distributed  Architecture  Scalable 
to  25,000  Devices 

•  Multiple  Console  Logins 

•  Automatic  Baseline  Alarms 

•  View/Report  TopN  Statistics 

•  Scheduled  Printed  and  WEB  Reports 

•  Derived  MIB  Data,  Including 
Utilization  and  Volume 

•  RMON  and  Device  Specific  Applications 


Network  Manager 
for  Windows  NT 


Reader  Service  No.  300 


Jiew  passwwd: 


fild  password: 


Newpasswoi] 


Coiifirm 


r  Cancel 


Confirm  n® 


fWWl  LeeMah  DataCom 
mk  Security 

6200  Paseo  Padre  Parkway 
Fremont  CA  94555 

800-331-2734 

y^w^Jeemahxom 


Change  Password 


Change  Password 


Password 


Cha  Password 


1 1 

.1 

Cancel 

Keep  mmteil  eyes 
ell  yeer  tesims 

You  work  very  hard  to  keep  your  business 
running  smoothly.  Your  employees  con  work 
from  anywhere  over  state-of-the-art  networks. 

But,  if  your  security  policy  begins  with 
passwords,  you  are  working  with  a  false 
sense  of  security. 

There  is  a  better  way.  Begin  with  strong 
user  authentication  that  is  easier  to  use  than 
passwords,  but  cannot  be  hacked.  Begin 
with  user  authentication  that  works  very  well 
with  other  security  measures,  like  firewalls 
and  VPNs. 

And  choose  the  solution  that  is  right  for 
your  needs. 

We  specialize  in  token-based  authentication 
that  is  affordable  and  hassle-free. 

We  offer  five  choices  in  hardware  and  software 
tokens.  We  design  authentication  server 
software  for  NT,  Java,  NetWare  and  mixed 
environments.  We  make  secure  modems  and 
secure  remote  access  servers.  We  even  make 
access  control  systems  to  protect  service  ports 
on  network  switches  and  PBXs. 

Let  our  solution  choices,  our  affordable  prices, 
and  our  product  longevity  prove  that  there 
IS  a  better  way... 


Reader  Service  No.  301 
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So  Full  of  Features.  You  Won’t  Believe  the  Price 


Capturr  and  Decode  Vtvtoco/s 
A  lomtor  Bandii'idth  I 

Grade  I-^4N  lifficiency 
luin^Term  \’efU‘ork  Trending 
. '  1  uto-disconr  Sctn  vrk  Addresses 
Set  T dggers  and  Alarms 
Lixiensih/e  with  Probes 
Afonitor  i\’e/Jt‘ork  hrrors  h  Station 
A  lany  new  decodes  including  IPi>6 


$995. 


Etbernet,  Token  Ring  and  FDDI 
Windows  95 1 9S  and  NT 


Multiple  Mode  Interface 
I  iew  L.4N  Errors  (V’ital Signs) 
Monitor  WEB  Serrers 
Track  Router  traffic  in  real  time 
Full  32-hit  (95)98  <&NT4.x  Only) 
Filter  MAC  or  IP  address,  protocol,  or  offset 
View!  Chart  IP  and  IPX  usage  by  sennee 
Detect  duplicate  IP  addresses 


If  you  have  netw'ork  slowdowns,  would  you  cause  is  found,  solutions  and  action  plans 
know  if  they  are  due  to  overloaded  become  clear.  Start  seeing  what  you  have  been 

bandwidth,  broadcast  storms,  or  errors?  missing!  Call  800-526-7919  for  a  FREE 
Observer  will  show  your  LAN  traffic  in  real  DEMO  or  download  from  our  web  site, 
time,  and  with  this  information,  help  you 
pinpoint  problems.  Once  the  source  and 

www.networkinstruments.com 

©  1998  Network  Instruments,  LLC  -  Corporate  Headquarters  (612)  932-9899  FAX  (612)  932-9545,  UK  and  Europe 
+44  (0)  1474  702427  FAX  +44  (0)  1474  707830  Internet:  info@networkinstrumcnts.com  wvew.networkinstruments.com 
Obser\'er®,  Netwf)rk  Instruments  and  the  “N”  logo  are  trademarks  of  Network  Instruments,  LLC  Minneapolis,  MN  USA 


Reader  Service  No.  290 


NETWORK 

INSTRUMENTS 


TM 


Hosting  the  World 


Why  choose  NetNation? 


High  performance  1 55  Mb/sec 
fiberoptic  internet  connection 

(3  times  faster  than  a  T3) 

Redundant  network  and  backup  systems 
provide  99.98%  uptime 

50  MB  disk  space,  1  GB  traffic/month 
(100,000  hits) 

Our  "Gold  Premier"  partnership  with  InterNIC 
allows  us  to  provide  Domain  registrations  and 
modifications  in  as  little  as  10  minutes 

Latest  features  include; 

Frontpage™  '98,  Cybercash™, 

Storefront™,  Truespeech™, 

SSL™,  Java  Chat™,  and  Web  Alert™ 

Web-based  Control  Panel 

30  day  money  back  guarantee! 


w 

seiup' 


lNSnbty|i96 


#  Silicon 
Graphics 


1-888-277-0000 

International  +1(604)688-8946 
E-mail  saies@netnation.com 
Web  site  www.netnation.com 

letNation 

Communications  Inc. 


CyberCash* 

attention 


Offer  web  bosling  services  lo 
your  cusiomersata 

HUGE  DISCOUNT! 

IMiltflM'S 

DateCerttr 
locaM  li  SwM)r*il«, 
Caltfonih,  Ih*  Howt  of 
Sllkoo  Vifloy. 
349CoMtWi), 
Souyvil*,  CA  94086 


USS70  domain  name  registration  fee  is  required  by  InterNIC  (third  party  entity) 


All  trademarks  are  the  property  of  the  respective  owners. 


Reader  Service  No.  278 


70  •  Network  World  •  June  15, 1998  •  www.nwfusion.com 


SHUT  -  UP!! 


Stay  Connected 


Dataprobe’s  network  protection  an6  redundant 
system  switching  provides  maximum  uptime 
for  your  critical  operations. 


^\clataprobe^ 

•  1 1  Park  Place 

•  Paramus,  NJ  07652 

•  Tel:  201 -967-9300 


Check  us  out  on-line: 


Your  Reach 


Website:  www.dataprobe.com 
Email:  sales@dataprobe.com 


Reader  Service  No.  285 


When  your  cables  have  to  be 

RIGHT,  RELIABLE,  x 
COMPETIVELY  d 
PRICED,  and 
ON  TIME... 

they  have  to  be 


OEM  Compatible  Custom  Cable  Assemblies 
Made  to  Suit  Your  Needs.. .Now! 


800/242-6075 

314/894-1465  •  FAX  314/894-0583 
www.cablesnow.com 


Affordable 

lO/lOO/lOOOMbps 


10/100  Network  Cards 


Gigabit  Network  Adapter . Cali  for  Prices 

3COM  Fast  EtherLink  XL 

Auto-sensing  10/100  PCI  RJ45  network  adapter . 
(3C905-TX)  . Call  for  Prices 

INTEL  PRO/100TXPCI 

High  performance  10/100  32  bit,  RJ45,  adapter. 
(PILA8460) . Call  for  Prices 


Hubs 


3COM  SuperStack  II  Hub  500 

Dual  speed  auto-sensing  10/100  hub. 

12-Port  (3C 166 10) . Call  for  Prices 

24-Port  (3C16611) . Call  for  Prices 

BAY  NETWORKS 

BayStack  100BASE-TX  RJ45  stackable  Hub 

12-Port  (AT2202001)  . $1,150 

24-Port  (AT2202003) . $1,200 


D-LINK  10/100  Hubs 

1 0/1  OOBase-TX  Dual  Speed  Unmanaged  Hub 


16-Port  (DFE-916X)  Dual  Speed . $730 

24-Port  (DFE-2624X)  Dual  Speed . $970 


BAY  NETWORKS  BayStack  28115R/ADV  LattisSwitch 

A  Fast  Ethernet  Switch  with  16  RJ-45  ports  for 


supporting  lO/IOOMbps.  (28115R)  . $7,459 

BAY  NETWORKS  303/304  Switch 

12-24  lOBaseT  ports  and  one  100TX  port. 

12-Port  (AL2001E05) . $850 

24-Port  (AL2001E04)  . $1,120 

BAY  NETWORKS  BayStack  350T 

16  10/100  auto-sensing  ports. 

(AL2012E01) . Call  for  Prices 

BAY  NETWORKS  BayStack  350T-HD 

24  10/100  AutoSence  Switch 

(AL2012E10) . Call  for  Prices 

BAY  NETWORKS  Accelar  1250 

4  slot  chassis  switch  (DJI 402002) . $1,220 


Cisco  Catalyst  1924 

24  port  1 0Base-T  switch  with  2  1 0OBase-TX  port. 


(WS-C1924-A)  . $1,140 

Cisco  Catalyst  2924 

24  port  10/100  (WS-C2924XL)  . $2,320 


NBASE  MegaSwitch 

16-port  10/100  auto-sensing  switch  (NH2016)  .  .  .$2,799 
NBASE  MegaSwitch 

16-port  10/100  auto-sensing  (UTP)and  4  slots  for 
optional  uplinks  to  upgrade  to  32-port,  SNMP 
(NH2032)  . $4,479 

NBASE  MegaSwitch 

8-port  lOBase-T  and  2-port  10/100 

(NH210) .  $780 


Remote  Access 


ADTRAN  T1/FT1 

TSU  LT  V.35,  CSU/DSU.  (1202060L1)  . $659 


NBASE  MegaStack  100  -  Fast  Ethernet  Hub 

24  10/100  Port  autosensing  stackable  hub 

with  option  for  fiber  uplink  {NH1026) . $1,556 


Switches 


3COM  SuperStack  II  Switch  3300 

Switched  1 0/1 00Mbps  RJ45  ports 

12-port  (3C1 6981)  24-port  (3C1 6980)  .Call  for  Prices 

3COM  SuperStack  11  Switch  1100 

The  Switch  1100  provides  12-24  switched  Ethernet  ports 
and  2  10/100  ports.  (3C1 6950/1)  . Call  for  Prices 


- 

sijs:  ” 


NBase  MegaSwitch  II  10/100/1000 

The  only  10/100  auto-sensing  switch  with  8-ports  and 
2-slots  to  offer  Fiber  up  to  IIOKm,  ATM,  and  Gigabit  Eth¬ 
ernet  “All  in  one  box.  (NH2012) . $2,900 

Gigabit  Ethernet  Module  (NH2002/GE/M) . $2,495 


ASCEND  Pipeline  85 

Pipeline  85  ISDN  Bridge  Router  with  2  Pots  and  4  RJ45 
ports  (P85-1BRI) . $725 

ASCEND  Pipeline  130 

Pipeline  130  Router  ISDN  BRI,  Built-in  NT1,  IP/IPX 
(P130-UBRI-V35)  . $1,276 

3Com/USR  Access  Concentrator  3000 

Supports  Full  T1  and  Handles  24  to  144  Modems 
(001843-00) . $5,430 

CISCO  2501  Router 

1  Ether  port/2  serial  ports 

(Cisco2501-CH)  . Call  for  Prices 


NBASE  MegaSwitch  228  (24-i-2-i-2) 

24  lOBase-T  Ports,  2  auto-sensing  10/100  ports,  and 
slot  for  2  optional  1 0OBase-TX/FX  uplinks. 

(NH228-10)  . $2,330 


CISCO  2509  Router 

1  Ether  port/2  serial  ports/8  Asynchronous  ports. 
(Cisco2509-  CH) . $2,139 

Special  Pricing  for  ISP’s 


100Base-TX  to  100Base-FX  Transceiver  .Call  for  Prices 


lOBase-T  to  AUl/FL  Transceiver . Call  for  Prices 

BNC  to  RJ45  Transceiver . Call  for  Prices 


Call  for  Current  Pricing  on  Any  Manufacturer’s  Products 


1-800-FOR-LANS 

7949  Woodley  Avenue,  Van  Nuys,  CA  91406 

1-800-367-5267 

1  iij 

HILLS 

Technical  Support:  818-773-8171 

sales@west-hill$.com 

t|  .  r 

LAN  mm 

Fax:  1-818-773-8932 

V'isa/MasterCard/Discover/American  Express  •  Fast  Delivery  •  Most  Orders  Ship  The  Same  Day  •  Prices  Subject  To  Change  Without  Notice 


Reader  Service  No.  297 


Introducing  MasterConsole  II 

The  KVM  switch  that  does 
everything  but  make  the  coffee! 

Brains.  Brawn.  Beauty.  This  KVM  switch  has  it  all.  Control 
for  4,  8,  16,  up  to  256  computers  -  PC,  Mac,  Sun,  and  others. 

_ On-screen  user  interface.  Hi-res  video.  Password  security.  And 

‘^***'*  a  dedicated  processor  per  channel  for  automatic  computer 
-  booting  and  flawless  operation.  As  for  the  coffee, 

we’ll  take  care  of  that  when  you  call  to  learn  more. 

Call  toll  free  1-800-724-8090,  XI 9. 

Or  visit  us  online  at  www.raritan.com 


Have  a  FREE  cup  on  us! 


Receive  a  coupon  good  for 
a  FREE  cup  of  Dunkin’  Donuts 
coffee  and  choice  of  a  donut, 
muffin,  or  bagel.  Just  mention 
Code  19  when  requesting 
MasterConsole  II  information. 


^Raritan 


E-mail:  sales@raritan.com  Phone:  732-764-8886  Fax:  732-764-8887 


1 

1  1 

_ 

1 

Reader  Service  No.  314 

1 

- 1 

The  Network  Protection  Software 
you  have  been  waiting  for! 

SessionWall-3 


TM 


^  Immediately  puts  you  In  control 
^  Shows/Reports  what’s  going  on 
V  Detects/Identifies  hackers  and  abusers 
Or  Detects  mallcous  Java/ActiveX  applets 
nt  Blocks  unwanted  sessions/intrusions 
^  Content  level  scanning 
^  Email  and  attachment  viewing 
a  Protects  your  entire  network 


'^Affordable 

rfse/f  configuring/monitoring 
m  Easy  to  Install  ■  less  than  5  minutes 
0^ No  network  changes  required 
No  network  overhead 
fj[  Monitors/Controls  from  a  single 
Windows  95  or  NT  System 
URL  and  virus  library  currency  option 


Download  Free  Test  Drive 

WWW.  abirnet  com 


We  take  the  work  out  of  Network  Protection 


phone:  1-817-251-7000  fax:  1-817-251-7001 


Active  Network  Protection 


Reader  Service  No.  305 


Aearrta,  ePortStatMc**tFr«m«e.i.1  -  (mw) 
Current  -  S  /  tO  Mcortde  Pt«K ' 


Gfph.N0mME.GRF 


Synoptic* 


RMON 


lohw  |Genert<  SWMq  to  UNTITLEO 


Protected 


•  CNtIrv 


•  Full  RMON  Support 

•  Integrates  with  HP  OpenView 

•  TCP/IP.  Telnet,  TFTP,  BOOTP 

•  WinSNMP/^’inSock/DDEAPIs 

•  SNMP,  ICMP,  IPX  Polling 


CasrOe  Rack 

Computing 


Reader  Service  No.  252 


Node  Discovery 

Long  Term  Statistics/Thresholds 
Custom  Event  Actions/Forwarding 
Over  100  Device  Specific  GUIs 
MIB  Compiler/Browser 


408-366-6540 

Fax:  408-252-2379 


Finally.  A  Network  Test  System 
THAT  Works  as  Smart  as  You. 


Intelligent  testing  and  monitoring  of  complex 

COMMUNICATIONS  NETWORKS  —  INTRODUCING  THE  NTS. 


The  smart  choice  for  monitoring  and  testing 
thousands  of  local  and  remote  V.35,  X.21, 
RS-232  and  RS-530  circuits  along  with 
monitor/test  access  of  T1  circuits.  Simply  set¬ 
up  the  criterion  for  each  of  your  circuits  -  the  NTS 
does  the  rest. 


A  External  BERT  changes  interfaces  allowing 
various  circuit  types  to  be  read  by  a  single 
piece  of  test  equipment. 

A  Dozens  of  test  functions  routinely  conducted 
through  the  Internal  BERT. 

A  Cross-connect  capability  facilitates 
troubleshooting,  enables  remote  patching. 

Call  us  today  at  800-344-3934  for  a 
technical  information  package 
on  comprehensive  end-to-end 
circuit  testing  for  complex 
communications  networks. 


■  Comprehensive  management  system  features 
GUI  interface  for  an  at-a-glance,  graphical 
view  of  the  status  of  your  enterprise 
wide  network. 

‘Automatic  alarming  notifies  you  _ _ 

of  an  event  visually,  audibly  and  i  iDfllll 

via  pager.  Anytime.  Anywhere.  VHI  lllhl'n 


itures 
ical  y 


105  James  Way,  Southampton,  PA  18966  800-344-3934  Fax:  215-364-0920  ^  Web:  wvvw.virinc.com 
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The  Hub  of  the  Network  Bti 


Reader  Service  No.  279 


Are  You  Puzzled  By  Your  Network  Problems? 


Put  the  Pieces  Together  with  LinkView  PRO^ 

A  Software-only  32-bit  Network  Analysis  Application. 


HdBaap 


FREE  LAN  ANALYZER 
Just  For  Trying 
LinkView  PRO! 


With  LinkView  PRO: 

•  See  problem  areas  highlighted  on  a  graphical 
map  of  your  network 

•  Determine  why  and  when  the  network  is  slow 

•  Decide  when  to  segment  your  network 

•  Locate  the  top  talker  or  sender 

•  Monitor  critical  network  parameters 

•  Set  alarms  to  detect  both  existing  and 
potential  problems 

•  View  and  decode  protocol  frames 


u* 


njiyysS 


Take  the  guesswork  out  of  analyzing  your 
network  with  Wandei  &  Goltermann’s 
LinkView  PRO.  LinkView’s  unique,  powerful, 
and  cost-effective  anaiysis  of  Ethernet,  Fast 
Ethernet,  and  Token  Ring  Networks  lets  you 
quickly  and  easily  monitor,  diagnose, 
troubieshoot,  and  understand  your  network. 
LinkView  PRO  is  a  real-time  monitoring  and 
analysis  system  that  provides  continuous 
network  information  down  to  a  singie  node  in 
networks  of  all  sizes.  Compatible  with 
Windows  95  and  Windows  NT. 


Wandei  &Goltermann 

Communications  Test  Solutions 


Download  a  fully  functional  demo  of 
LinkView  PRO  from  our  web  site  at 
http://www.wg.com/linkviewfree.html. 

We  think  you’ll  be  so  impressed  with  what  you 
see  that  we’ll  give  you  a  registered  single-user 
copy  of  LinkView  LAN  Monitor  FREE,  just  for  trying 
our  product  (a  $395  value).  Limited  time  offer. 

LinkView  and  LinkView  PRO  are  trademarks  of  Wandei  &  Goltermann,  Inc. 
Windows  is  a  trademark  of  Microsoft  Corporation 


CMMtvt  1  -.,.4  • 
««!«( 

NkXt  CoUt 

la  3 

Stie>\  coqiiAM  aiWMT 
rad*  out  ;Aa«ooAii 

^ _ ;*«ji 


The  UltraView! 


UltraView:’  the  keyboard-monitor-mouse  switch  allowing  you 
to  control  multiple  platform  systems  on-screen  from  one  console! 


Visit  OUR  WEB  SITE  AT  WWW.ROSELCOM 

aiVROSE 

ELECTRONICS 

10707  Stancliff  Road  Houston,  Texas  77099 

Phone  281-933-7673  Fax  281-933-0044 


THE  Ultimate  View! 


800-333-9343 


MetwSbK 

COMPUTING 

vl» 


Create  space  in  your  computer  room  by  eliminating  extra  equipment. 
UltraView  allows  one  keyboard,  monitor,  and  mouse  to  control  all  of 
Iters,  any  mix  of  PC,  MAC,  SUN,  HP,  SGI,  and  more. 

UltraView  accesses  each  CPU  from  menus  that  pop  up  over  your  existing  video. 
Switch  from  the  keyboard,  on-screen  menus,  front  panel,  or  RS  232  port  of  the  UltraView. 

Customize  your  UltraView  on-screen  menu  with  personalized  port  names,  colors, 
fonts,  and  display  window  placement  so  that  the  entire  system  makes  sense  to  you. 

Upgrades  are  easy,  too!  Add  up  to  16  CPUs  on  one  switch  and  daisy-chain  to 
access  up  to  256  computers!  Plus,  Flash  memory  upgrades  keep  you  on  the  leading  edge  of 
future  improvements  ensuring  that  the  switch  never  becomes  obsolete.  The  excellence  you 
have  come  to  expect  from  Rose  is  apparent  in  UltraView's  simple  setup.  You'll  easily  define 
the  automatic  Scan,  Screen  Saver,  and  other  parameters-so  you  quickly  get  down  to  the  real 
business  at  hand. 

UltraView  is  the  most  flexible  KVM  switch  on  the  market.  You  can  choose 
between  3  different  chassis  sizes  and  4  different  platforms:  PC  Only,  SUN  Only,  APPLE 
Only,  and  Multi-Platform. 

With  UltraView  you'll  see  how  simple  it  is  to  switch  from  CPU  to  CPU-making 
your  work  a  lot  easier  and  faster.  Call  our  sales  staff  today  for  detailed 
information  on  any  computer  system  application. 


Call  For  A  Free  Catalog; 

♦  K.eyboard/'Video  Control 

♦  Print  Servers 

♦  Data  Switches 


ROSE 

ELECr«Mt« 


On-screen  display  menu-This  screen  shows  the  overlay 
menu  with  the  selection  for  the  color  scheme  popped  up. 


Reader  Service  No.  289 
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^^M^fietwork  Buy 


Introducing  LANWatcli32™for 
Windows  95  and  NT  4.0 


P«edsiON>^  / 

Five  Central  Street,  Topsfield,  MA  01983 

^  - 


Reader  Service  No.  254 


(978)  887-6570  (phone) 

(978)  887-6552  (fax) 
http://www.guesswork.com 
Email:  info@guesswork.com^ 


Reader  Service  No.  302 


American  Technology  Labs’  NEW  1510  Series  of  T I  /FT  I  CSU/DSUs  are: 

THE  RIGHT  TOOLS  FOR  THE  JOB 

-  SNMP  Managed  -  Starting  at  only  $895! 

-  4  Models  to  choose  from 

-  Solutions  for  Everyone  who  needs  reliable  T I  Access 


Phone  800-223-9758  Fax  30 1  -874-3465 
http://www.atli.com 

AMERICAN  TECHNOLOGY  LABS 


Guaranteed  Lowest  Price 
for  Certified  Timeplex 
Equipment 


All  hardware  is 
pre-tested  and 
staged.  If  it 
doesn't  say 


then  it's  not! 


Sell  •  Warranty  •  Fast  Turnaround 


1  ALL  TIMEPLEX  EQUIPMEIUT 

i  FODI 

CSU 

TIME/LAN 

F  LINK/2+ 

MICROLINK 

TIME/PATH 

E  LINK/1 

MINILINK 

MICROPLEXER 

LINK/1 00 

ROUTERS 

OEM 

For  information  on  our  competitive  prices,  call 

TimePICM  Group 
1-800-726-LII\IK  1777 

or  Fax:  1-813-531-2102 


Reader  Service  No.  239 


Switch  to  Speed 


The  P8400  Fast  Ethernet  Switch 


When  traditional  Ethernet 
networks  can't  meet  increasing 
performance  demands,  the 
network  manager  takes  as 
many  hits  as  the  network.  The 
p8400  Fast  Ethernet  Switch 
keeps  the  peace  by  boosting 
network  performance  with 
5  gigabytes  of  aggregate 
throughput.  Up  to  twenty-four  10/100  Mbps 
auto-selecting  ports  integrate  easily  into  both 
Ethernet  and  Fast  Ethernet  networks  with  a 
flexible  modular  design  that  lets  you  order  a 
switch  for  today's  requirements  and  to  install 
on-site  upgrades  to  meet  tomorrow's.  If 
you'd  rather  switch  than  fight,  please  call/fax 
us  at  905.238.0473/905.238.4976,  visit 
our  web  site,  or  call  your  local  reseller. 


proteon 

■  LAN  PRODUCTS  BY  MlCROVTTEC  INC 


Visit  www.l9ntracercom/sale/fsw.htm 

Reader  Service  No.  226 
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The  Hub  of  the  Network 


Network  slow?  Need,  to  add  more  users?  ProteO^jlall^M 
Products  makes  it  easy  ,  to  ‘solve  both 
problems. Instead  of  sharing,  10 ^Mbps  i?ei.w0en  all  your 
users,  turbocharge  your  network  widt#  6S^^  Ser{S^?f 

switch  that  delivers  twenty-four  TO  :Mbps'  dOai^^^tions-.^ 
and  two  100  Mbps  uplinks.  Find' out  just:hdw,^W:|” 
simple,  and  inexpensive  it  is-,  to*  install -Hhexo^^;^' 
price/performance  in  town'.  '  <^ll/fax,,.J 
905.238.0473/905.238.4976,  visit  our  web  Site, 
your  local  reseller  '  jf.  '*  ’  ; 


IAN  PRODUCTS  BY  MIGROVITEC  INC- 


1 


DoYbu  Want 


...to  increase  sales? 

...more  leads  and  qualified  buyers? 

...an  effective  advertising  campaign? 

...to  sell  your  products  and  services? 

Network  World's  Marketplace  has  helped  many  new  and  established 
companies  accomplish  these  and  many  other  goals. 


Advertise  your  product  or  services  here  and  watch  your  company 
succeed.  Call  Direct  Response  Advertising  today 
at  1-800-622-1108  ext.  7507. 


Server  Farm  Management  starts  with  Keyboard, 

Video  &  Mouse  switching.  KVM  System  designs  use  more 
than  just  switches.  They  including  sharing  and  extension 
products  from  one  or  more  vendors. 

•  Provide  strategic  positioning  of  hardware 

•  Distribute  KVM  signals  to  the  user 
Boost  overall  productivity 

•  Multi-vendor  interoperability 

•  DeskTop  to  Enterprise  Wide  Solutions 


NET -911 


Network 
Systems , Inc . 


M1N1C.-"M 


The  KeyboardA^ideo  &  Mouse  Switch 

Tron  features  products  from  all  of  these  companies. 
Because  different  products  offer  features  that  are  more 
relevant  to  one  design  than  another,  you  need  a  supplier 
experienced  in  multi-product  and  multi-vendor  solutions. 


Call  (800)  808-4672  for  the  complete  KVMS  price  catalog! 


Download  the  Industiy  Standard  White  Paper  on  KVMS  Technology  from  our  web  site! 


http://www.tron.com 


Raritan 


Reader  Service  No.  217 


Network  Ready 
CD-ROM  Servers 


Excel  custom  designs 
powerful,  expandable 
CD-ROM  Solutions  for 
Netware,  Windows  NT  and 
Unix  Systems  ranging  from 
7  to  256  CD-ROM  Drives. 


REBOOT  -and-  ACCESS 

Remote  Networking  Equipment 
With  ONE  DS-RPC 


f  Power  control  end  console  port  access 
Menu  driven  device  selection 
■  Programmable  device  names 
HI  Built-in  modem 

Hf  EIA-232  console  port  for  onsite  access 
■  Reboot  all  or  individual  equipment 
■  4-12  control  ports,  4  receptacles 

The  DS-RPC  is  not  just  another  code-activated  switch,  the  DS-RPC 
provides  a  menu  driven  “user  friendly”  interface  for  device  selection  and 
power  control.  Call  today  for  all  your  remote  site  management  needs. 

Contact  us  today  for  a  demo  of  the  DS-RPC 


Ba^ech 


Toll  Free:  800-523-2702  International:  228-467-8231 
Fax:  228-467-4551  WEB:  www.bayt0chdcd.com 


Reader  Service  No. 
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Reader  Service  No.  233 


*  Guaranteed  End-to-End  Service  Level  Commitment 

*  Performance  Monitoring,  Policing,  Shaping  and  Billing  Tools 

*  Hot  Swappable  Interfaces  for  Media  /  Rate  Adaptation 

*  LAN  Network  Termination  Access 

*  Greater  Customer  Flexibility 

*  Supports  OA&M  Standards 

*  Pricing  Starts  at  $5,000 


HyNEX  HUNT  7100 


HyNEX  Switching  to  Affordable  ATM 

'  Tel:  +972-9-970-4110  •  Fax:  +972-9-970-4210  •  email:  info@hynex.com 
P.O.Box  286,  Shefayim  60990,  Israel  •  http://www.hynex.com 


Reader  Service  No.  299 


METROCOM 

COMMUNICATIONS,  INC 


VOICE  COMPRESSION 


DROP/INSERT 


si*! 


»  X- 


T-1  f 


^  1.  TELCO  I 


ROUTER 


Newbridge . CALL 

Channel  Banks . $995 

Adtran  TSUI 00 . $850 

Kentrox  T-Serv  II  with  Power . $450 

Drop/Insert  CSU/DSU . $795 

T-1  CSUs . $250 

T3  Mux  (28  T-1  Channels) . $2,995 

Internet  Routers . $895 

Telco  Systems  Channel  Banks . $1 ,795 

Adtran  56K  DSU . $150 

Kentrox  T3/E3  DSU  New . $2,500 

T1/Fn  CSU/DSU  V.35 . $495 

Channel  Bank  Rentals . $1 99/Mo 

Kentrox  T-Smart  CSU . $750 

56Kbps  DSU  V.35  RS232 . $99 

Micom  56K  Voice  Mux . $995 


BUY-SELL-NEW-USED 

T1/E1  CHANNEL  BANKS 
ROUTERS  CSU/DSUs 

SAME  DAY  SHIPPING 

RECONDITIONED  WITH 
ONE  YEAR  WARRANTY 

OVERNIGHT  ADVANCE 
REPLACEMENT 


(800)  364-8838  OR  (281)  495-6500 

FAX  (281)  495-8449 

Reader  Service  No.  220 


Proven  Firewall  Technology 
Network  AcJdress  Translation 
Unlimited  User  License 
High  Performance 
Transparent  Network  Access 
Easy  to  Configure  &  Use 
Remote  Web  Based  Management 
Minimal  Hardware  Requirements 
Ideal  for  Intranets 
Cost  Effective 


$  995.00 


1-800-775-4GTA 


The  Simple,  Powerful  &  Affordable 


Web:  http://www.gnatbox.com 
Email:  gb-sales@gta.com 
Tel :  + 1  -407-380-0220  Fax :  1  -407-380-6080 
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S  uppressThe  Surge, 
Not  The  Urge. 


Invest  in  your  network,  order  a  NetUPS®  today. 


Exide  Electronics  NetUPS 
line-interactive  UPS,  4S0VA— 3000VA 


A  mwTMr  •(  Vw  BTH  Orsi* 


A  perfect  power  protection  solution 
for  stand-alone  computers,  small 
office/home  office,  and  broad 
based  network  applications. 

The  NetUPS  line-interactive  UPS 
delivers  premium  features  at  a 
very  competitive  price. 


€XIDE 

ELECTRONICS 

Strjiegicf‘owarM3niigBnwt“ 


•  INCLUDES  AWARD-WINNING 
LANSAFE  lll/FAILSAFE  III  PDWER 
MANAGEMENT  SOFTWARE— FREE 

•  User-replaceable  hot-swappable 
batteries 

•  Modem/data  line  surge  suppression 

•  Cell  Saver’'  technology  doubles 
battery  life 


Fax:1-919-870-3411  lnternet:http://www.exide.Com  E-mail:info@exide,com 

•MSRP 

(C)  1997  Exide  Electronics  Group,  Inc.  All  rights  reserved.  a  trademark  of  Exide  Electroncs  Group.  Inc. 


Reader  Service  No.  268 


Use  any  browser,  anywhere 
to  analyze  your  network! 


AU 


See  your  network's  utilization,  errors,  packets,  and 
broadcasts  -  on  one  screen  -  and  'drill  down'  for  detailed 
reports  and  graphs 


Display  a  live  network  map,  with  color  coding  for 
vital  top  'n'  stats 


Analyze  data  with  packet  filter,  capture,  and  decode 

Configure  upper  and  lower  thresholds  and  alarms  or 
let  LAN  tracer  set  them  for  you 


..f^  Analyze  multiple  Ethernet,  Fast  Ethernet,  and  Token 
Ring  segments,  remotely,  from  a  single  browser 


(905)  238.0473 
(905)  238.4976 


pfoteon 


LAN  PRODUCTS  BY  MICROVITEC  INC 


Network  Analyzer 

«IIS 

How  about  an  instant  intranet  site  that  delivers  live  statistics 
about  your  network?  LANtracer's  software-only  RMON  probe 
collects  comprehensive  network  data  and  serves  it  to  any 
browser.  This  powerful  and  easy-to-use  package  pinpoints 
today's  problems  and  prevents  tomorrow's. 

www.lantracer.com  -  download  a  copy  today 


Reader  Service  No.  224 


fREL  email  newsletters  from  the  most  trusted  name  in  networking. 

Network  World  has  introduced  a  series  of  free,  email  newsletters  developed  exclusively  for  busy  network  IS  professionals. 
These  newsletters  are  emailed  twice-weekly  and  will  alert  you  to  key  developments  in  areas  such  as: 

Franne  Relay.  Web  Application  Development. 

Network/Systems  Management.  Higli-Spg«»d  T.ANs.  NetFlash  Daily. 

Windows  NT.  Groupware  and  Messagings  and  more. 

They  will  provide  advice  and  insights  on  the  key  issues  shaping  these  technologies. 

There’s  also  a  Career  Advisor  newsletter  aimed  at  helping  you  get  the  most  from 
your  job.  The  newsletters  combine  the  expertise  and  knowledge,  along  with  the 
immediacy  of  email  to  help  you  keep  abreast  of  the  changing 
networked  world. 


CISCO,  SAYNErWOmS/CAmTRON 


ASCEND 


CHimM 


Visit  Our  WEBSiTE@www.bizint.com 

NY  Office/Sales:  Office: 


Tel:  (315)  458-9606 
Fax:  (315)  458-9493 


Tel:  (978)  667-4926 
Fax:  (978)  663-0607 


Systenu/PjiKiipiifes/Memory 


Circle  Reader  Service  No.  219 


Also  Available:  wellfleet.  Bay,  Fore, 
Xylogics,  Livingston,  &  Ascend 

In  Stock  •  Fast  Delivery  •  No  Expedite  Charges 

COMSTAR,  INC 

The  #1  Network  Remarketer 

612*835*5502 

Fax  612«835»1927  E-Mall:sales9comrtarlnc.com 


Circle  Reader  Service  No.  234 


Save  up  to  80%  on  new/usedi 

NETFmST.  >  Routers  >■  Switches  >T1  CSU/DSUs  vHubs 
►  ISDN/ATM  >■  Frame  Relay  >  Modems 


Cisco  Systems 


WE  BUY  USED 


CISCO  >•  Ascend  >-USRobotics/3COM 

►  Lucent/Livingston  >-  Bay  Networks 
WWW.  digitalwarehouse.  com 

DllilTAL  WJAREIIOIISE 

Your  Information  Superhighway  Discount  Sources 


►  Lorscom  ►Madge  >-Adtian 

►  ADCKentrox  >.Xyplex  ►Fore 

►  Digital Link  ►Paradyne  ►Intel 

►  Motorola  ►Cabletron  ►IBM 


Bay  Networks 


Largest  Inventory  of  Refurbished  Bay  Networks  in  America! 

•  Bay  Networks  Trained  •  Proven  Track  Record  C3BL0TROn 

•  Bay  Networks  Authorized  •  One  Year  Warranties  ,he  complete 

•  Hundreds  of  pieces  in  stock  •  Design  and  Install  Services  _ 

•  New  and  Used  Equipment  •  Technical  Support  3^^.  J=:=l?l 

On-Sight  Router  Installation 
WE  REPAIR  ALL  BAY  METWORKSI 


National  LAN  Exchange  888-89 1-4BAY 

^  (4  2  2  9) 

1403  W.  820  N.  Provo,  UT  84601  FAX  801-377-0078  http://www.nle.com 

C.O.D.’s  *  VISA  *  Mastercard  *  Discover  •  Terms 


h999*9T"€l$CQ'^i 

S6-29  SS'i’ Drive,  Maspeth,  NY  11378  Phone:  1 -888-892-4726  Jdxr 7 18-894-1 573 
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Category,  5 


Premium  Patch  Cords 

Our  Patch  Cords  exceed  the  EIA/TIA 
568a  specification. 

■  Contacts:  50m  gold  platin 

•  Wire:  24  Awg.  stranded,  Category  5 

•  Stranded  wire  is  very  flexible 

•  Molded  strain  reliefs  available 

•  Available  in  Black,  Ivory,  White,  Red, 
Gree,  Blue,  Yellow.  Gray,  Hot  Pink, 
Orange  &  Purple 


3ft  , 
6ft  , 
10ft. 
15ft. 
25  ft. 


.1.45 

.1.90 

.2.50 

.3.25 

.4.75 


In  Lots  of  5 
11  Colors  Available 


Bulk  Wire 

CAT  5  pvc  AS  LOW  AS  $65.00 
CAT  5  plenum  AS  LOW  AS  $190.00 
19”  Data  Rack  $126.00 

CAT  5  Patch  Panels 

12  PORT  Mini . $55 

24  PORT  . $85 

48  PORT . $170 

96  PORT . $330 

AH  Patch  Panels  are  UL  &  EIA/TIA  Verified 

Outlets 

CAT  5  Inserts . 3.20  ea 

Faceplate . 1 .00  ea 


Fiber  Optic  Cords 

5T-ST  Duplex  62.5/1 25  . $23.00 

ELectro  PRoducTS*  Call  1-800-423-0646 

Or  fax  your  request  to  (253)  859-9101 
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SMcr  pj'pitgon  <|iKi.ip»n.  ^^CHIPCOM  ^SynCptics  | 


Bay  Networks 


llARGESrj 


3  Com  HUBS 
&  SWITCHES 

SUPER  STACK  2  -  lOBASE-T  SWrTCHES 
12PORT-W/T)(3a690IA 
24  POI7r-W/TX3a690CA 
:  2  PORT-W/2  1 0/ 1 00-320  MODEL  . 

12  PORT  PS40  HUB/SWn‘CH-3C16405 
24  PORT  PS40  HUa/SWrCH-3CI6406 
12  PORT  lOBASET  HUB-3C 16670,  . 

SUPER  STACK  2  1 OOBASE-TX  SWITCHES  &  HUBS 
AUTO  10/100  12  PORT3CI6942A 

SWITCH  3000  5  lOOBASE-FX-I  TX . 

1 2  PORT  lOOa^E-lX  HUB-3C250B-TX 
1 2  PORT  I  0/ 1  00  BASE  HUB-3C 1 6590 
24  PORT  1 0/ 1 00  B^SE  HUB-3CI659 1 
OFFICE  CONNECT  SWITCHES  AND  HUBS 
SWITCH  I40-3C3CI6730  W/4  lOB^ES-T  i.  I  TX 
SWITCH  140M-3C16731-SAMEAS  140  W/MNGMI\/T 
HUB  TP  140-3C  16723  W4  100BASE-TX  PORTS 
TP1200-3CI6721  W/12  100BASE-TX  PORTS , 
NETWORK  ADAPTERS 
3C905TX  10/100  PCI 
3C90OTPO  lOBT  PCI 

3C509B-TPO  lOBT  IS . 

3C509B<OMBO  lOBT  ISA . 

BAY  NETWORKS 
BAYSTACK 

101  12  PORT  lOBT. 

102  24  PORT  lOB  .  , 

150  24  PORT  lOBT  W/MNGMMT 
153  I2PORTNONMM 
152  16  PORT  lOBT  I  COAX 
INTEL  NETWORKING 
12  PORT  10/100  HUB 
24  PORT  10/100  HUB  ...  . 

8  PORT  lOOBASE-TX  HUB  . 

24  PORT  lOBASE-T  SWITCH. 

SPORT  10/100  SWITCH  . 


NEW /USED  3COM 


3C509-TP , 

3CI667I  . 

3C16670  . 

3CI6900 . 

BAY  3308 B 
BAY  5308  P 
BAY  3304-Sr 

IBM  8228  MAU . 

CISCO  CSMEC6 . 

3C6555B^D16R . 

CHIPCOM  5102M-FBP. 
CHiPCOM  5 1 08M-TP  . 
CABLETRON  TPMIM-24 
CABLETRON  MRXI  , 
NETWORTH  UTPM-S,  . 
KALP/ANA  EPP21  1  . 


SHOO 
S650 
$2395. 
...$700. 
.  .,.$95. 
$1200. 
$9000. 
...$550. 
..$550. 
$795. 
.$200. 
$600. 
.  $250 


S6099/I00PACK 
SI 300/20  PACK 
$4099/100  PACK 
$6900/100  PACK 


|j^.ugp  com 


fATlTHORIZ^^P^bbirCT^ 
&' SERVICEr^CENTER® 

©^JjE'S^AraSRfS 

^  B'EFORi^VrS'H  i  PM 


147  WERMAN  CT. 


Pl>MNVIEW.  NY  SMI  1803 


'f^^tkeitetwork  Buy 


*WAND 
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Become  Cisco 
Certified...FAST! 


-jt  The  Cisco  Self-Study  Course 
•  from  CBT  Systems  is  based 
on  Cisco’s  own  classroom 
courses.  Learn  to  install  and  maintain 
Cisco  routers,  as  well  as  understand 
their  role  in  intranet  and  Internet  tech¬ 
nologies.  This  course  fulfills  the  ICRC, 
ITM  and  ACRC  requirements  for  the  Cisco 
Career  Certifications  program.  Cisco 
codeveloped  and  approved! 


•  Gain  Valerie  Kaowla^ 

and  ShUis 

•  Incraaaa  Ysnr  earaar 
Oppoiianlties 

•  IncraasB  Yanr  Income 

•  Self-Paced  Fopmat, 

Study  Whenever  You  Want 

•  Interactive  Hands-on  Exercises 

•  One-on-One  ITalnlng 
Consulting  Available 

da//  Now  for  Details! 

1-800-475-5831 

(813)  724-8994  •  Fax:  (813)  726-6922 

FOREFRONT 


For  More  Information  About  Marketplace 

1-800-622-1108 


’vi'CT'ia  Vsars  01  Exteptiunal  Sen;icr 


ROUTERS  •  HUBS 
DSU/CSU  •  SWITCHES 
TERMINAL  SERVICES 

BUY/Sill/lEASE 


Macje  in  U.S.A. 


Solve 
Ethernet 
Distance 

Limitations  with  Fiber  (soo)  894-9694 
(Convert  Copper Fiber!) 

Qty1-5 

Description  Unit  Price 


10BASE-T  -  10BASE-FL  Converter* 

$190. 

AUl  -  10BASE-FL  Fiber  Oolic  Transceiver 

$131. 

AUl  -  10BASE-T  Transceiver 

Call 

100BASE-TX  -  100BASE-FX  Converter* 

$556. 

SM-MM  Converters  &  Repeaters  Available  $825. 

*20  Unit  Rack  Mount  Available 

Call 

^FIBERDYNE  LABS,  INC. 

127  Business  Park  Dr.,  Frankfort,  NY  13340 
Tel  (315)895-8470  Fax(31 5)895-8436 
wvvw.fiberdyne.com 

FACTORY 

DIRECT 

SAVINGS 

Circle  Reader  Service  No.  291  | 

ORDER  IT  TODAY, 
USE  IT  TOMORROW! 


VNETEK's  vast  inventory 
allows  same-day  shipping. 


Ov0raight  Dtisnry:  Fully  Ouaranteud 


BAY*  3COM  eADTRAN^KENTROX 


8Q0-S30-6638 

~  Ph:  805-964-1314 
”  fax:805-964-5649 

www.networkhardware.com 

Network  Hardware  Resale,  Inc. 

644S  C«ut  Rui,  Sn.  0,  Smiu  Barmiu,  CA  931 17 


USED/REFURBISHED 
Cabletron  >  3Com  •  SynOptics 
Compex  •  Cisco  •  and  morel 


888-663-3313 

Fax:  (603)  893-8666 


¥ 


COMMUNICATIONS,  LLC 

BUY/SELL/TRADE 

e-mail:  vnetek@tiac.net  Web:  www.vnetek.(om 

Brand  names  are  registered  trademarks 


25400  U.S.  Hwy.  19  N.,  #285,  Cleanwater,  FL  33763 

Copyngtit  0 1996  ForeFront  OirecL  Inc.  All  Rights  Reserved.  N  WC I 
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Data  Communications 
- Specialist  - - 


ADC  Kentrox 

New  ' 

Adtran 

Refurbished 

AT  &T  /Paradyne 
BAT  Electronics 
Bay  Networks 
Cray/Datatel 
CISCO 

Bridges 

Channel  Banks 
DSU/CSU’s 
Hub/Switches 

Codex 

Erame  Relay 

Micom 

ISDN 

Motorola 

Modems 

N.E.T 

Multiplexers 

Newbridge 

Routers 

Paradyne 

T- 1/FT- 1 

Racal  Datacom 

Voice/Uata 

UDS 

X.25 

Information  Data  Products  Corp. 

1-800-362-3770 

http://www.planet.net/idpe 

Qtiality  Products  ♦  Competirive  Prices  ♦  Immediate  Deliveries 
_ Pre  and  Post  Sales  Support 


Circle  Reader  Service  No.  273 


Livingston  I 

Ascend  0AY  /y 

Specialist  in 
^  Cisco  produk 
W  including  Mem 

^  LANAVANProc 
Q  New,  Used,  Le; 

3Com%_ 

Adtran  ‘MoU^ 
Motorola 

We  carry  all  Manufai 


Millennium  Solutions  Group,  Inc.l 


•Routers,  Bridges  -Frame  Relay 
•DSU/CSU’s  ’Hubs,  Modems 

•Switches,  ATM  -Voice  over  Data 


We  Buy  and  Sell 

888-801-2001  Fax  (916)  797-9997 
Visit  our  Web  Site  at: 
http://vvww.millenniumsolutions.net 


Circle  Reader  Service  No.  244 

Circle  Reader  Service  No.  260 

Circle  Reader  Service  No.  293 

American  Institute  for 
Computer  Sciences 

(800)  767-AICS  www.aics.edu 

BS  and  MS  in  Computer  Science 
Distance  Education,  Free  Catalog 

Pine  Mountain  Group 

(800)  645-8486 
www.pmg.com 

Router,  server,  desktop,  NT 
Troubleshooting.  Multi-vendor. 

Edutec  TYaining  Rooms 

TYanscender  Corporation 

(212)  634-4288 

(615)  726-8779 

www.hertztec.com 

www.transcender.com 

Modem  rooms  for  LEASE  in  NYC 

MCSE,  MCSD,  MCP  Exam 

15-20  wkstn  per,  T1  lines... 

Simulations 

OmniWorldWide 

Maroraft  Internationai 

(800)  809-6906 

(800)  441-6006 

www.0mniWorldWide.com 

www.mic-inc/Aplus.com 

FREE  Online  NT  4.0  Training 

A-f  Certification  with  Books,  CD 

CALL  NOW  FOR  PASSWORD! 

and  over  500  test  questions  $l65 

NCR  Customer  Education 

Evernet  Education  Svcs 

(800)  845-2273 

(800)  447-3658 

www.ncr.com/trainus 

www.Evemeted.com 

Cisco,  MCSE,  NT  &  Networking, 

Authorized  Microsoft  MCSE  and 

Training 

Novell  CN5-CBT’SE  also  available 

ForeFront  Direct 

To  Piace  Your 

(800)  475-5831 

Listing  Here 

www.ffg.com 

Computer  based  training  for 

Cali  Enku  Gubaie 

the  I.T  industry 

at  1-800-622-1108 

For  information  on  listing  your  service  here,  contact 
Enku  Gubaie  at  800-622-1108  x7465,  egubaie@nww.com 


•  Cisco 

•  Bay 

•  Paradyne 

•  Livingston 

•  Newbridge 
^  ^  •  3Com/USR 


•  Motorola 

•  UDS/Codex 

•  Micom 

•  Kentrox 

•  Ascend 
•And  More 


4:11 


7  Waterloo  Rood 
Stanhope,  NJ 
07874 


Phone 

(973)  347-3349 
Fax 

(973)  347-7176 


o 

b 

b' 


I 


.CO 


Muitivendor  solutions  with  a  turnkoy  approach 

ON  THE  IHARK  EQUIPMENT... 
WITHOUT  THE  HIGH  AAARK-UP 


MSI  is  different,  and  the  better  value. 
Here's  our  chedtiist  to  prove  it. 

•  Large  Inventory 

•  Quick  Delivery 

•  Manuals  on  CD  Rom 

•  Overnight  Replacement  Service 

•  24  X. 7  Engineering  Support 

•  Design  Assistance 

•  Staging  and  Configuration 

•  On-site  Installation 

•  1 00%  Sa tisfactio  n  G  uaranteed 


Visit  our  VVeb  site:  www.msic.com 
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Advance  betting  was  that  the 
FCC  would  preserve  E-rate  but 
either  scale  back  or  extend  over 
18  months  the  subsidy  pay¬ 
ments  to  school  districts  for  the 
most  controversial  part  of  the 
program:  support  for  inside 
wring  and  LAN  connections. 
Congressional  critics,  including 
the  Republican  chairmen  and 
ranking  Democrats  of  both 
houses’  telecom  oversight  com¬ 
mittees,  have  scolded  the  FCC 
for  including  those  items 
instead  of  just  subsidizing 
Internet  access  service. 

But  E-rate  defenders  — 
including  FCC  Chairman 
William  Kennard,  the  National 
Education  Association  and 
President  Clinton  —  have 
blamed  AT&T  and  MCI  Com¬ 
munications  Corp.  for  passing 
on  their  universal  service  sub¬ 
sidy  costs  to  residential  users. 
And  the  FCC’s  expected  action 
was  considered  unlikely  to  stop 
impending  rate  increases  for 
business  users. 

For  example,  MCI  plans  to 
hike  its  universal  service  sur¬ 
charge  for  large  businesses’ 
interstate  voice  and  data  traffic 
from  4.4%  to  4.9%  on  July  1, 
bringing  it  up  to  levels  originally 
set  by  AT&T  and  Sprint  Corp. 
for  business  users. 

All  this  has  led  to  a  growing 


chorus  of  demands  to  scrap  the 
universal  service  system  entirely 
and  start  over. 

“We  believe  it  is  too  late  for 
the  commission  to  rescue  itself 
merely  by  tinkering  with  a  fun¬ 
damentally  flawed  and  legally 
suspect  program,”  wrote  the 
four  congres-sional  critics  to  the 
FCC,  led  by  Senate  Commerce 
Committee  Chairman  John 
McCain  (R-Ariz.).  “Instead,  it  is 
time  for  you  and  your  colleagues 
to  put  the  mistakes  of  the  [past] 
behind  you  and  start  anew.” 

The  crux  of  the  current 
brouhaha  began  in  May  1997 
when  the  FCC  voted  in  E-rate. 
The  vote  followed  Clinton’s  call 
to  put  Internet  access  in  all 
classrooms  across  the  nation  by 
the  year  2000. 

The  way  E-rate  works  is  school 
districts  post  a  competitive  bid 
on  a  Web  site  operated  by  the 
Schools  and  Libraries  Corp. 
(SLC),  a  corporation  established 
by  the  FCC  to  run  the  program. 
The  SLC  has  drawn  criticism  for 
its  lavish  salaries. 

Whoever  wins  the  bid  —  a 
carrier,  distributor  or  value- 
added  reseller  that  has  put 
together  the  necessary  pieces  — 
then  sells  the  eligible  services 
for  20%  to  90%  off  their  regu¬ 
lar  prices.  The  higher  discounts 
apply  to  poorer  school  districts, 
usually  measured  by  the  per¬ 
centage  of  student’s  eligible  for 
the  government’s  subsidized 
school  lunch  program. 


Even  so,  school  districts  in 
wealthier  areas  have  been 
among  the  first  to  apply, 
requesting  discounts  for 


sophisticated  services  such  as 
ATM  to  the  desktop  and 
Switched  Multimegabit  Data 
Service  to  concentrate  Internet 
access  traffic. 

Numerous  academic  authori¬ 
ties  say  the  program  is  out  of 
control  and  should  be  junked 
entirely. 

“The  plan  is  stupid  because  it’s 
subsidizing  Chevy  Chase,  Md., 
and  Greenwich,  Conn.,  as  well  as 
the  inner  cities,”  said  Jerry 
Hausman,  a  professor  of  eco¬ 
nomics  at  the  Massachusetts 
Institute  of  Technology.  “Uni¬ 


versal  service  was  never  meant  to 
subsidize  places  where  the  aver¬ 
age  price  of  a  house  is  $800,000.” 
Rather  than  a  true  subsidy 


program,  the  entire  universal 
service  system  “is  just  a  bunch  of 
lawyers  with  their  hands  in  the 
cookie  jar,”  Hausman  said.  He 
estimated  that  for  every  dollar 
raised  to  pay  for  Internet  access 
at  schools,  an  additional  $1.05 
to  $1.25  must  be  raised  for  the 
SLC  to  administer  the  program. 

“I  would  advocate  that  uni¬ 
versal  service  just  go  away 
tomorrow,”  said  Kent  Lassman, 
a  telecommunications  policy 
analyst  at  Citizens  for  a  Sound 
Economy  Foundation,  a 
Washington,  D.C.  think  tank. 
But  since  that’s  not  “politically 
viable,”  the  FCC  should  stop 
blaming  Congress  just  for 
adding  schools  and  libraries  to 
the  list  of  universal  service 
recipients,  he  said. 

“The  act  certainly  didn’t  say 
anything  about  inside  wiring  or 
training,”  Lassman  said.  “[The 
FCC]  could  have  decided  that 
we’ll  send  every  school  $20  a 
month  for  [America  Online] 
and  one  computer,”  he  added. 

But  who’s  to  blame? 

The  controversy  was  muted 
until  AT&T  three  weeks  ago 
filed  a  tariff  to  impose  a  univer¬ 
sal  service  surcharge  of  5.0% 
on  residential  phone  calls. 
Kennard  immediately  fired  off 
an  unusual  public  statement 
criticizing  AT&T’s  action,  say¬ 
ing  the  fees  to  support  universal 
service  are  meant  to  be  paid  by 
carriers,  not  users.  Besides, 
Kennard  added,  other  FCC 
actions  have  saved  AT&T 
money  in  fees  they  must  pay 
local  carriers  to  complete 
phone  calls.  His  statement  cre¬ 
ated  a  firestorm  of  criticism 
from  members  of  Congress  and 


even  another  FCC  commission¬ 
er  claiming  that  no  matter  how 
you  cut  it,  the  money  to  fund  E- 
rate  is  a  “hidden  tax”  that  AT&T 


has  every  right  to  pass  along. 

“The  government  shouldn’t 
tell  businesses  how  to  write  a 
bill,”  Lassman  said.  “It  doesn’t 
hold  water  for  the  government 
to  impose  the  fee  and  then 
think  they’re  not  going  to  pass 
it  along.  There’s  really  nowhere 
else  for  it  to  go.” 

Privately,  some  users  agree. 
“These  extra  charges  are  getting 
tiring,”  said  one  telecommunica¬ 
tions  manager  outside  the  edu¬ 
cation  field  who  asked  not  to  be 
identified.  “But  the  FCC  is  awful¬ 
ly  naive  if  they  thought  the  carri¬ 
ers  wouldn’t  pass  [the  charges] 
along.  They  always  do.” 

He  cited  other  new  sur¬ 
charges  on  800  calls  from  pay 
phones  —  made  up  by  a  sur¬ 
charge  on  those  calls  and  a  gen¬ 
eral  increase  in  800  rates  —  as 
well  as  a  new  fee  due  next  year  to 
repay  regional  Bell  operating 
companies  for  setting  up  local 
telephone  number  portability. 

Even  some  network  profes¬ 
sionals  at  schools  came  to  the 
defense  of  both  AT&T  and 
MCI,  the  two  carriers  that  so  far 
have  said  they  will  impose  a  res¬ 
idential  universal  service  fee. 

“To  me,  the  E-rate  is  like  a 
sales  tax  that’s  added  to  commu¬ 
nications  services,”  said  Steve 
Finch,  a  former  school-district 
network  manager  who  is  now 
principal  of  Finch  &  Co.,  a 
Kansas  City,  Kan. -based  firm  that 
holds  network  management 
contracts  with  schools.  “I  think 
that  anyone  who  thinks  other¬ 
wise  is  being  naive  about  it.” 

Deidra  Massenberg,  editorial 
assistant  in  Network  World’s 
Washington,  D.C.  bureau,  con¬ 
tributed  to  this  article. 


Users  to  carriers:  Let’s  make  a  deal? 


While  carriers  are  tightening  the 
noose  around  universal  service 
charges,  some  users,  reportedly 
including  major  federal  agencies, 
have  been  simply  refusing  to  pay  the  addition¬ 
al  fee,  claiming  the  fee  violates  their  contracts. 

But  carriers  are  making  sure  the  wording 
of  any  new  or  renewed  contracts  makes  it 
clear  they  can  levy  the  fees. 

Case  in  point:  AT&T’s  Tariff  12  —  an  old, 
comprehensive  voice  and  data  contract  that 
now  covers  about  150  users.  The  original 
wording  of  Tariff  12  prevents  AT&T  from  levy¬ 
ing  this  kind  of  fee  in  the  middle  of  a  contract 
term.  But  as  individual  users’  Tariff  12  con¬ 
tracts  expire,  if  the  user  renews  for  another 
term  AT&T  rewrites  the  contract  to  include 
the  fee,  said  Ellen  Block,  a  Washington,  D.C. 
attorney  who  negotiates  user  contracts. 

In  the  case  of  MCI  Communications 
Corp.,  it  has  no  official  exception  to  charging 
the  fees.  MCI  officials  said  they  understand 
why  they  got  a  lot  of  grief  when  the  carrier 
imposed  its  new  fees  on  users  earlier  this 
year.  “Their  telecom  budgets  are  locked 
down  by  the  end  of  the  third  quarter  or  the 


fourth  quarter,”  said  Ron  McMurtrie,  vice 
president  of  product  management  for  MCTs 
Business  Markets  Division. 

But  McMurtrie  implied  that  users  may  be 
able  to  make  up  the  difference  in  new  con¬ 
tracts  via  the  rates  they  pay  for  voice  and  data 
services.  The  reason:  Local  carriers  reduce 
the  “access  fees”  they  charge  long-distance 
carriers  every  July  1,  per  federal  regulations. 
Knowledge  of  such  future  reductions  could 
help  users  when  they  negotiate  a  two-  or 
three-year  contract. 

One  tack  when  negotiating  a  new  contract 
is  to  calculate  your  expected  universal  service 
charge  and  ask  for  reduced  rates  in  services 
such  as  800  and  frame  relay  to  make  up  for  it. 
Block  said.  The  big  three  carriers  are  all 
charging  4.9%  for  large  businesses. 

But  don’t  expect  carriers  to  write  a  credit 
against  the  exact  amount  of  the  surcharge, 
she  added.  “That’s  a  little  transparent  in 
terms  of  signaling  other  customers,”  Block 
said.  “If  the  carrier  wants  to  [write  credit]  for 
some  people  and  not  for  other  people,  they 
have  to  be  discreet  about  it.” 

—  David  Rohde 


A  NUCLEAR  WAR  OF  WORDS  FROM  THE  POLmCOS 

President  Clinton,  at  MIT; 

“E-rate  is  the  most  crucial  initiative  we’ve  launched  to  help  connect  our  schools 
to  the  Internet.” 

Sen.  John  McCain  (R-Ariz.),  to  FCC  Chairman  William  Kennard: 

“The  commission’s  efforts  to  implement  the  universal  service  provisions  of  the 
Telecommunications  Act  of 1996  have  been  a  spectacular  failure  and  a  raw  deal 
for  consumers.  The  commission  should  immediately  suspend  further  collection  of 
funding  for  its  schools  and  libraries  program.” 

House  Speaker  Newt  Gingrich  (R-Ga.),  at  the  Supercomm  trade  show: 

“It  is  wrong  for  five  unelected,  appointed  commissioners  to  be  able  to  establish  a 
tax  on  every  telephone  line  in  the  U.S.  ” 
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In-box 

Continued  from  page  1 

believes  overall  e-mail  usage  is 
near  peaking.  By  the  year  2000, 
according  to  an  Electronic 
Messaging  Association  l  esearch 
project,  the  nnmber  of  e-mail 
users  will  have  grown  by  33%, 
and  total  messages  wall  be  up 
almost  75%  (see  graphic,  right). 

“It  certainly  puts  a  lot  of  pres¬ 
sure  on  nerw'ork  administrators 
and  messaging  systems  adminis¬ 
trators,”  said  Stephen  l.ayne, 
vice  president  of  messaging  at 
Lotus  Development  Corp.  “You 
really  have  to  establish  accept¬ 
able  use  policies  within  your 
organization;  otherwise  you’re 
going  to  wind  up  getting  your¬ 
self  in  trouble.” 

Aside  from  message  storage 
and  bandw'idth  consumption 
concerns,  there  is  the  more 


basic  matter  of  individual 
employees  being  buried  under 
more  e-mail  than  they  can  pos¬ 
sibly  read.  Crocker  has  dis¬ 
cussed  the  issue  with  fellow 
power  users  (he  gets  300-plus 
per  day)  and  other  experts. 

“They  seem  to  believe  that 
the  maximum  they  can  possibly 
process  in  a  day  is  about  200  of 
those  [messages],”  Crocker 
said.  “And,  I  would  predict  that 
on  a  day  like  that  you  don’t  get 
anything  else  done.” 

layne  said  he  receives  about 
200  e-mail  messages  daily.  He 
has  written  a  filtering  macro 
that  feeds  them  in  to  a  Lotus 
Notes  database  that  allows  him 
to  mine  for  the  important 


stuff  using  full-text  searches. 
However,  that  approach  by  no 
means  allows  him  to  read  every 
message. 

“As  a  heavy  e-mail  user,  you 
have  to  be  pretty  quick  and 
pretty  liberal  with  the  delete 
key,”  Layne  said. 

While  spam  rightfully  gets 
much  of  the  blame  for  in-box 
glut,  the  increasingly  popular 
e-mail  subscriber  lists  from 
media  outlets,  professional 
organizations  and  vendors  are 
causing  much  of  the  overload. 

“I  get  more  e-mail  list  server 
traffic  than  junk  mail,”  said 
Tom  Connors,  a  senior  member 
of  the  technical  staff  at  Texas 
Instruments,  Inc.  in  Attleboro, 
Mass.  “Most  of  my  problem  is 
my  own  making.” 

In  addition,  inconsiderate 
e-mail  users  —  such  as  the  glory 
hounds  who  Cc:  everyone  every 
time  they  issue  a  memo  —  con¬ 
tribute  greatly  to  the 
overload.  “Who  sends  a 
paper  memo  and  copies 
300  people?”  asked 
Gary  Rowe,  a  consultant 
with  Rapport  Commu¬ 
nications.  “People  do 
that  with  e-mail.” 

The  filtering  and 
sorting  capabilities  of 
e-mail  clients  such  as 
Microsoft  Corp.’s  Out¬ 
look,  Lotus  Notes  and 
Eudora  Pro  from 
Qualcomm,  Inc.  have 
matured  considerably 
in  recent  releases.  Out¬ 
look,  for  example, 
allows  e-mail  to  be 
color-coded  by  sender; 
say  red  for  the  boss, 
blue  for  key  customers 
and  green  for  friends. 

Usage  policies  are  a 
vital  tool  for  keeping  e- 
mail  volumes  under 
control,  experts  say, 
but  they  are  not  a 
panacea. 

“We  do  limit  student  e-mail 
storage  to  lOM  bytes,  [which] 
forces  [the  students]  to  keep 
their  mailboxes  under  control,” 
said  Greg  Scott,  IS  manager  for 
the  College  of  Business  at 
Oregon  State  University. 
“Student  chain  letters  are  a 
problem.  We  have  policies  that 
prohibit  them,  but  the  students 
still  send  them.” 

Mass  circulation  of  video 
clips  and  joke  lists  also  con¬ 
tribute  to  the  e-mail  clutter, 
according  to  Alky  Poulias,  a 
LAN  administrator  at  xpedx, 
a  division  of  International 
Paper  Co.  in  Covington,  Ky. 
Rather  than  try  to  ban  the 
practice,  Poulias  tried  a  differ- 


What  you  can  do  about  e-mail  overioad. 


...  As  a  network  manager 

•  Draft,  distribute  and  enforce  acceptable 
use  policies. 

•  Consider  limiting  the  maximum  size  of  end 
user  in-boxes. 

•  Make  shared  filters  part  of  standard  desktop 
configurations. 

•  Encourage  use  of  shared  folders  for  fun 
stuff  -  joke  lists,  video  clips,  etc.  -  that 
otherwise  clutter  in-boxes. 

...  As  an  end-user 

•  Filter  messages  with  your  name  in  the  “to:” 
field  to  a  “must  read”  folder;  “Cc:s”  to 
“when  time  permits.” 

•  Exploit  template  and  automatic  response 
features. 

•  Copy  only  those  who  need  to  know. 

•  Don’t  send  large  files  to  remote  recipients 
who  are  using  slow,  expensive  connections. 

•  Make  subject  lines  meaningful. 

•  Keep  messages  short. 


ent  approach. 

“Instead  of  being  heavy 
handed  and  forcing  it  under¬ 
ground,  I  set  up  a  Notes  docu¬ 
ment  database  the  users  can 


E-MAIL’S  BIG  PICTURE 
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DSL 

Continued  from  page  1 

public  relations,  part  education, 
part  self-enhancement  and  part 
improvement  for  the  end  user, 
which  is  what  I  am  interested  in,” 
said  Virginia  Brooks,  an  analyst 
with  Aberdeen  Group,  Inc.  in 
Boston.  More  than  10  DSL  fla¬ 
vors  exist  based  on  technology 


so  fundamentally  different  they 
could  never  interoperate.  The 
best  users  can  hope  for  is  inter¬ 
operability  within  each  flavor. 

However,  compatibility  with¬ 
in  each  flavor  may  also  be  elu¬ 
sive.  Rather  than  setting  up  a 
single  test  bed  where  any  ven¬ 
dor  could  try  to  sync  its  gear 
with  anyone  else’s,  modem 
makers  are  selecting  their  own 
group  of  partners  for  compati¬ 
bility  testing,  creating  an 
incomplete  compatibility  effort. 

3Com  Corp.  led  the  parade  by 
announcing  a  list  of  other  com¬ 
panies  with  which  it  would  estab¬ 
lish  interoperability,  and  odier 
vendors  followed  (see  graphic). 

Clearing  up  the  compatibility 
issue  is  important  to  customers. 
They  want  to  buy  DSL  modems 
today  with  some  assurance  that 
they  won’t  have  to  throw  them 
away  tomorrow  if  they  choose  a 
new  service  provider  that  uses 
hardware  from  another  vendor. 

Standards  problems  may  also 
stand  in  DSL’s  way.  The  most 
talked  about  DSL  flavor,  asym¬ 
metric  DSL  (ADSL)  can  be  sup¬ 
ported  by  either  of  two  underly¬ 
ing  coding  schemes.  One  of 
those  forms  has  a  standard,  but 
it  is  under  revision. 

Many  ADSL  vendors  are 
promising  to  meet  that  so-called 


access  that  serves  as  a  reposito¬ 
ry  for  the  fdes,”  Poulias  said. 
“So  instead  of  that  15M-byte 
AVI  of  the  Taco  Bell  Dog 
wasting  space  in  20-phis  user 


Number  of  messages 


mail  files  .  .  .  it’s  now  virus- 
checked  and  contained  in  one 
specific  place.” 

Despite  the  e-mail  glut 
problems,  there  is  optimism 
among  e-mail  experts  that 
new  solutions  —  both  techno¬ 
logical  and  behavioral  —  will 
keep  pace  with  higher  e-mail 
volumes. 

“There’s  going  to  be  a  point 
where  culture  and  common 
sense  are  going  to  start  to  take 
over,”  Rowe  said,  “because 
there’s  only  so  much  of  this  we 
can  process.”  ■ 
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G.DMT  standard  when  it  is  set 
sometime  later  this  year.  In  the 
meantime,  though,  vendors  are 
seeking  interoperability  based 
on  prestandard  technology. 

A  similar  problem  faces  a 
lower  speed,  easier-to-install  ver¬ 
sion  of  ADSL  commonly  called 
ADSL  Lite.  The  official  stan¬ 
dards  body  —  the  International 


Union 


DSL  buddies 


Telecommunication 
(ITU)  —  is  working 
on  a  standard,  as 
is  an  unofficial  out¬ 
side  group  called 
the  Universal  ADSL 
Working  Group 
(UAWG). 

The  UAWG,  head¬ 
ed  by  Microsoft 
Corp.,  Intel  Corp., 

Compaq  Computer 
Coip.  and  the  region¬ 
al  Bell  operating 
companies,  is  sharing 
its  work  with  the  ITU, 
but  the  UAWG 
expects  to  finish  first. 

Vendors  intent  on 
cornering  the  mar¬ 
ket  plan  to  make 
modems  based  on 
the  UAWG  proposal 
as  soon  as  it  is  ready. 

They  say  they  will 
ultimately  adopt  the 
ITU  standard  and 
upgrade  their  non¬ 
standard  modems  with  software 
downloads. 

Vendors  of  customer  modems 
naturally  want  compatibility 
between  their  gear  and  carrier- 
end  modems.  If  they  don’t  work 
together,  nobody  will  buy  them. 
“It  is  required  that  the  [cus¬ 
tomer  modems]  are  interopera¬ 
ble  with  carrier  platforms,”  said 
Laura  Howard,  vice  president  of 
marketing  and  business  develop¬ 
ment  for  3Com’s  DSL  group. 

3Com,  which  makes  cus¬ 
tomer-end  ADSL  modems, 
pursuing  interoperability  with 


what  it  considers  the  biggest 
names  in  the  carrier  end  of  the 
ADSL  game.  Other  vendors  are 
pursuing  a  similar  strategy. 

The  ideal  for  end  users 
would  be  if  DSL  modems  from 
any  vendor  worked  reliably  with 
other  DSL  modems  of  the  same 
flavor,  just  as  analog  modems 
do  today.  Brooks  said. 

Because  standards  are  still 


Vendors  are  being  selective  in  finding  DSL 
interoperability  test  partners. 

Company  Interoperability  Test  focus 

test  partner(s) 

3Com 

Advanced  Fibre 
Communications, 
Redback  Networks, 
Alcatel,  Diamond 
Lane,  Lucent, 
Newbridge 

ADSL 

hardware 

Cisco 

Alcatel 

ADSL 

hardware 

Copper 

Mountain 

Netopia 

Symmetric 
DSL  hardware 

Efficient 

Networks 

Newbridge 

ADSL 

hardware 

Lucent 

Analog  Devices 

ADSL  chips 

Westell 

Adtran 

High-bit-rate 
DSL  hardware 

in  the  making,  vendors  are 
stuck  trying  to  sell  modems 
now  as  best  they  can  and  are 
working  tow'ard  meeting  stan¬ 
dards  as  they  are  formalized. 
“We  want  to  use  the  standard 
today,  but  we  also  want  to 
make  money  today,”  said 
John  Reister,  director  of  prod¬ 
uct  marketing  for  Copper 
Mountain  Networks,  Inc.,  a 
DSL  modem  vendor.  ■ 
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IBM’s  Global  Services  boosts  bandwidth 

Strategy  revolves  around  “bonding”  analog  or  ISDN  connections  to  double,  triple  or  quadruple  access  speeds. 


By  Denise  Pappalardo 

New  York 

IBM  Global  Services  this 
week  will  give  its  dial-up  service 
customers  a  bandwidth  boost. 

At  PC  Expo,  IBM  is  expected 
to  announce  a  new  feature  that 
will  let  customers  bundle  or 
bond  up  to  four  ISDN  chan¬ 
nels,  or  up  to  four  analog  lines, 
to  speed  up  access  to  the  ’Net 
or  their  corporate  networks. 

The  service  is  aimed  at 
branch  office  users  who  need 
high-bandwidth  connectivity 
but  not  enough  to  warrant  a 
dedicated  link. 

At  first  glance,  the  service 
looks  as  if  it  would  be  more 
economical  than  a  dedicated 
service,  but  only  if  users  just 
want  bursts  of  high-bandwidth 
connectivity.  For  instance,  if 
users  wanted  to  keep  their 
bundled  ISDN  Internet  Con¬ 
nection  Services  plugged  in  for 
an  entire  40-hour  workweek. 


they  would  pay  $1,120  per 
month  for  256K  bit/sec  worth 
of  bandwidth.  PSINet,  Inc. 
offers  its  users  a  dedicated  256K 
bit/sec  frame  relay  Internet 
access  connection  for  $895 
per  month. 

Service  is  Aces? 

Ace  Hardware  Corp.,  an  IBM 
customer  for  10  years,  has  nego¬ 
tiated  unlimited  Internet  access 
for  its  3,200  retail  stores  and 
believes  that  some  of  its  outlets 
will  be  interested  in  beefing  up 
their  dial-up  bandwidth,  said 
Frank  Murphy,  electronic  ser¬ 
vices  manager  at  Ace  in 
Oakbrook,  Ill. 

About  1,000  of  Ace’s  retail 
stores  are  now  on  IBM  Global 
Service’s  Internet  backbone, 
and  the  remaining  will  be 
migrated  over  from  IBM’s 
remote  access  network  within 
the  next  two  years. 

“There  are  some  fairly  sub¬ 


stantial  files  that  are  sent  over 
our  network,’’  Murphy  said.  “An 
item  inquiry  for  a  riding  lawn 
mower  will  send  over  a  full 


color  JPEG  image  of  the  prod¬ 
uct,  and  we  have  some  2,000 
line  invoices  that  are  300-byte 
records.” 

In  order  to  support  the  new 
service  from  IBM,  users  will 
need  to  add  the  same  number 


of  modems  as  analog  telephone 
lines  to  their  PCs,  said  Craig 
Grills,  program  director  at  the 
Somers,  N.Y.-based  IBM  Global 


Services.  But  in  the  case  of 
ISDN,  users  should  be  able  to 
find  an  ISDN  access  device  that 
supports  two  ISDN  Basic  Rate 
Interface  connections. 

The  feature  comes  with  one 
additional  drawback.  In  order 


to  support  the  seiwice,  each 
user’s  PC  should  run  Windows 
98,  Grills  said.  “Windows  98’s 
remote  access  set-up,  and  its 
dial  wizard,  are  much  more 
intuitive  than  Windows  95,  mak¬ 
ing  Windows  98  a  much  easier 
fit  for  this  service.” 

Grills  did  point  out  that 
users  can  upgrade  their 
Windows  95  dial  wizard  to  sup¬ 
port  bundling,  but  this  method 
has  not  worked  as  well  as  PCs 
running  Windows  98,  he  said. 

PSINet,  meanwhile,  plans  to 
offer  bonded  56K  bit/sec  sup¬ 
port  this  summer  that  does  not 
require  Windows  95  or  98,  said 
Charlie  Cary,  vice  president  of 
product  management  at  the 
Herndon,  Va.-based  company. 
But  PSINet’s  services  will  require 
a  special  hardware  device.  More 
details  should  be  available  by  the 
end  of  next  quarter. 

®  IBM  Global  Services:  (800) 
888-4103 


BANDWIDTH  FOR  HIRE 

IBM  Global  Services  is  offering  its  customers  the  ability  to  bond 
multiple  ISDN  or  multiple  analog  lines  together  to  boost  bandwidth 
without  the  cost  of  going  to  a  dedicated  service. 

Service  Description  Bandwidth  Hourly  rate* 

Bundled  ISDN  Two  bundled  256K  bit/sec  $3.50 

ISDN  connections 

Bundled  Analog  Four  bundled  Approximately  $2.50 

analog  lines  with  200K  bit/sec 
56K  modems 

*Does  not  include  set  up  fees  or  local  access  port  or  line  charges.  Volume  and  length 
of  contract  can  affect  price. 


The 

Art 


MSI 


of 


Go  to  Market 


This  half-day  seminar,  sponsored  by  MSI  Consulting  Group 
and  International  Data  Group  (IDG),  presents  a  proven, 
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IBM 

Continued  from  page  I 

port  Ethernet  hub,  Model 
8242,  priced  at  $18  per  port 
(see  story  on  Network  World 
Fusion,  DocFinder:  7545). 

IBM  executives  said  later  this 
year  the  compan)-  would  build  a 


IBM  wants  a  big  part  of  major 
network  product  revenue.  By 
tlie  year  2000,  IBM  figures  the 
market  wiii  be  worth  some  $69 
biiiion  and  wiil  break  out  as 
follows; 

Workgroup  products: 

®  Token  ring  $1.1  billion 

•  Remote  access  $3.8  biiiion 

*  Ethernet  $10.9  biiiion 

Enterprise  legacy  products 
including  front-end  processors 

$34.5  biiiion 

Carrier  and  service  provider 
products  $10.6  billion 

Internet  infrastructure  servers 

$7.8  biiiion 

new,  mid-size,  low-cost  router  to 
complement  its  low-end  2210 
and  high-end  2216  router  fami¬ 
lies.  Details  from  IBM  executives 
were  sketchy,  but  sources  said 
the  box  will  likely  support  Layer 
2/Layer  3  switching,  tn3270 
server  and  remote  branch  office 
connectivity  capabilities. 

IBM  did  confirm  that  the 
box  will  be  able  to  handle  IP, 
SNA  and  ATM  protocols,  but 
that  it  will  not  support  Gigabit 
Ethernet. 

IBM  will  also  roll  out  a  family 
of  devices  dubbed  infrastructure 
servers,  said  Rob  Greenberg, 
business  line  manager  for  NHD’s 
enterprise  netw'orks  group. 

According  to  Greenberg, 
these  serv'ers  will  be  available  in 
six  to  eight  months  and  will  run 
a  package  of  software  that 
includes  Web  caching,  IP  load 
balancing,  firewall,  security  and 
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Java  application  support.  IBM 
will  likely  bundle  this  software 
across  all  its  servers  from 
Windows  NT  boxes  to  S/390 
mainframes. 

By  pushing  these  servers  to 
the  edge  of  their  nets  for  quick 
downloading  of  Web  pages, 
users  will  be  able  to  cut  down 
on  traffic  congestion  in  the 
network  backbone  and  save  on 
bandwidth  consumption,  said 
Robert  Zimmer,  business  line 
manager  for  NHD’s  service 
provider  networks  group. 

Zimmer  said  his  group  is 
involved  with  a  number  of 
future  IBM  offerings  aimed  at 
telcos  and  ISPs.  The  service 
provider  networks  group  is 
working  on  a  bundled  package 
of  IBM’s  ATM  switches  and 
software  that  it  will  sell  to  tel¬ 
cos,  which  in  turn  will  resell 
the  package  as  a  managed 
ATM  offering. 

Similar  packages  that  will 
enable  ISPs  and  telcos  to  resell 
managed  voice  over  frame 
relay,  ATM  and  IP  services  are 
also  in  the  works. 

According  to  Zimmer,  users 
are  looking  to  outsource  these 
types  of  services,  and  IBM  wants 
to  help  service  providers  offer 
low-cost  services  to  answer  that 
call.  IBM’s  service  provider  net¬ 
works  group  has  inked  half  a 
dozen  deals  for  these  pac’Kages, 
but  Zimmer  declined  to  name 
the  vendor  contracts. 

For  those  service  providers 
that  want  to  harness  two  or 
more  mainframes  joined 
together  in  a  cluster  for 
failover  or  shared  tasks, 
Zimmer  said  managed  Enter¬ 
prise  Systems  Connection 
(ESCON)  service  packages  will 
also  be  available. 

ESCON  is  the  fiber  technol¬ 
ogy  used  to  link  the  main¬ 
frames  to  other  big  iron  or 
peripheral  devices  such  as  stor¬ 
age  facilities. 

IBM  will  also  sell  bundled 
mainframe  and  communica- 
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tions  hardware /software  pack¬ 
ages  under  the  auspices  of  a 
new  service  called  Netplex. 

With  Netplex,  IBM  will  sell  a 
S/390  mainframe  running 
TCP/IP  bundled  with  a  2216 
router  as  a  TCP/IP  package. 
Ideally,  this  package  would  cost 


less  than  if  users  had  to  buy  the 
hardware  separately,  but  IBM 
did  not  reveal  pricing  for 
Netplex  packages. 

“People  won’t  buy  [commu¬ 
nications  products]  just  because 
they’re  IBM’s,”  said  Jerry 
Wetherington,  systems  coordi¬ 


nator  at  the  University  of 
Florida  in  Gainesville. 

But  if  the  products  are  priced 
right,  IBM  has  a  shot,  he  said.  ■ 

Get  more  information  online 
at  www.nwfusion.com 
DocFinder:  7539 


IBM's  Haile  on  acquisitions  and  NHD’s  future 


Donald  Haile  is  one  of  the  shiny 
blue  suits  from  the  golden  age  of 
IBM  networking.  Today,  he  is  vice 
president  of  development  for  IBM’s 
Networking  Hardware  Division  and  is  part  of 
a  team  of  new  executives  charged  with  bring¬ 
ing  NHD  back  to  its  former  glory.  Last  week, 
a  group  of  Netzvork  World  editors  caught  up 
with  Haile  to  talk  about  how  the  battle  is 
going. 

IBM  is  rarely  mentioned  in  the  same  breath 
as  Cisco  Systems,  Inc.,  3Com  Corp.,  Bay 
Networks,  Inc.  and  other  big  network  compa¬ 
nies.  Does  that  bother  you? 

We  know  we  have  a  lot  to  do.  I  know  we 
want  to  be  in  the  lead.  I’m  tired  of  reading 
things  where  bake-offs  happen  and  it’s  Cisco 
and  3Com  and  Bay  or  Cabletron.  We’re  as  big 
as  at  least  two  of  those  com¬ 
panies  combined  and  it  bugs 
me  that  we’re  kind  of  out  if  it. 

It’s  also  sort  of  a  personal 
statement.  You  get  behind 
the  eight  ball,  then  you’re  try¬ 
ing  to  catch  up  with  the 
competition. 


Your  competitors  have 
some  aggressive  acquisition 
strategies.  What  is  NHD’s 
acquisition  plan? 

Acquisitions  are  funny. 

We’ve  looked  at  other  com¬ 
panies,  talked  a  lot.  I  don’t 
think  any  of  us  are  opposed 
to  that.  We’re  building  products  fast,  but  in 
the  case  of  things  like  high-end  switches  or 
routers  it  takes  a  while.  There’s  nobody  in 
IBM  saying  NHD  can’t  make  an  acquisition. 
Take  Gigabit  Ethernet:  I  don’t  think  we’re 
ready  to  make  a  buy  there.  We’re  looking 
around.  There  are  five  companies  I  could 
name  at  the  drop  of  a  hat. 

We  did  Tivoli.  That  was  an  acquisition  of 
over  $100  million.  I’d  love  to  see  something 
like  that.  We’re  getting  a  tough,  shark-like 
sales  force.  It’s  helped  us  immensely  and 
caused  the  rest  of  our  sales  force  guys  to  look 
at  Tivoli  and  see  what  they’re  doing. 
Acquisitions  change  the  corporation.  It 
changes  the  culture.  We  were  lucky  in  what 
we  picked  up  there. 

There  have  been  rumors  that  IBM  might 
spin  off  NHD  as  a  separate  entity.  Has  there 
been  serious  talk  ■within  IBM  about  selling 
NHD? 

Yes.  But  this  is  a  profitable  group  .  .  .  very 
profitable  business.  It’s  not  as  much  as  we’d 


like,  but  it  certainly  brings  in  a  substantial 
amount  of  revenue.  Any  discussion  about 
NHD  going  away  in  the  next  four  months  was 
probably  just  wishful  thinking  on  the  part  of 
our  competitors.  We  have  an  aggressive  plan 
to  roll  out  new  products  and  services  through 
the  year  2000,  so  we  feel  pretty  rock  solid 
now.  We  have  a  huge  amount  to  do  to  get 
products  out  channelwise,  but  we  do  not 
doubt  the  viability  of  our  products. 

One  of  your  tasks  when  you  started  this 
job  was  to  eliminate  old  products  and 
streamline  NHD’s  offerings.  Has  that  effort 
been  successful? 

For  a  long  time  we  were  afraid  to  cannibal¬ 
ize  our  own  children.  I  was  able  to  redirect 
about  10%  of  our  budget  to  products  that 
promised  the  most  growth.  And  so  we  took  it 
out  of  things  that  were  grow¬ 
ing  slower.  Did  I  kill  a  big 
product  to  do  that?  No. 

Playing  devil’s  advocate 
for  a  moment,  why  did  IBM 
take  so  long  to  go  whole-hog 
in  to  the  Ethernet  and 
TCP/IP  worlds? 

Token  ring  was  still 
immensely  strong  until  a 
couple  of  years  ago.  And 
I  there’s  always  this  hesitancy 
S  to  eat  your  children.  Sort  of 
I  like  my  favorite  former  man¬ 
ager  Ellen  Hancock.  She 
wanted  one  path,  and  she 
wanted  to  go  down  that  one  path  come  hell 
or  high  water.  It  doesn’t  work  that  way. 

We  were  doing  SNA  and  all  of  sudden, 
[Open  Systems  Interconnection]  came  in.  I’ll 
bet  you  we  put  $100  million  in  to  OSI.  I 
walked  in  one  day,  and  said,  T’ve  gotten  beat¬ 
en  up  enough  times,  we  have  to  do  TCP/  IP.’ 
It’s  the  same  thing  here.  It’s  like,  what  will  my 
increased  development  dollars  for  TCP/IP 
and  Ethernet  do  to  my  SNA?  Well  guess  what, 
TCP/IP’s  going  to  happen  whether  we  go  in 
the  other  direction  or  not.  People  say  we’re 
SNA  forever,  but  that’s  just  not  the  case  now. 

This  time  as  we  roll  out  Ethernet  products, 
I  think,  channels,  channels,  channels.  We’re 
building  this  stuff  and  you  got  to  get  it  out  in 
the  field.  You’ve  got  to  gel  it  out  to  your  cus¬ 
tomers.  We’re  going  to  turn  it  pretty  fast.  One 
of  things  will  be  Gigabit  Ethernet.  VV’e  know 
we  have  to  do  it.  We’re  working  hard  to  get  it 
done. 

—  Marc  Songini,  John  Gallant 
and  Michael  Cooney 
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ComNet/San  Francisco  —  a  new  event  with  a  winning 
reputation  for  delivering  real  solutions  and  technologies  to 
enterprise  networking  professionals.  Get  all  your  questions 
answered,  preview  all  of  the  hottest  new  product  introduc¬ 
tions,  network  with  your  peers  and  hear  the  industry's  leading 
experts  probe  today's  issues  and  debate  future  trends. 

Two  c:*  .nferences  Set  the  Direction  for 
:  xinterpris--  -networking  Professional- 

—  aimed  at  the  needs  of  network  managers 
and  other  technologists.  It  combines  pure  technology  issues 
with  the  challenges  of  implementing  today's  technology. 

—  focused  on  the  specific 

needs  of  business  executives  responsible  for  balancing  the 
costs  and  benefits  of  burgeoning  network  technologies. 

Conference  tracks  include: 

•  Ins  and  Outs  of  Network  Access  •  Legacy  to  IP  Challenges 

•  Data  and  Voice  Convergence  •  Business  Impact  of  IP 

•  IP-Driven  Desktop  •  IP  and  WANs 

•  Technologies  &  Applications  in  Remote  Access 

■  -  7c  ■■  hitting  ir^iui’ols  examine  the  most 
critical  wide  area  enterprise  networking  issues. 

insgit  ino  Keynotes  fr  Super  Session j  set  the  tone  for  the 
event  with  lively  debates  and  thoughtful  commentary. 

;  I  i.ibK  Fb  >-  5r  Fsapked  v"ith 
cT  Few  Products! 

Experience  hundreds  of  exhibits  showcasing  the  innovative 
technologies  and  solutions  that  are  shaping  the  future  of 
enterprise  networking,  including: 

•  internetworking  &  LANs  •  remote  &  wireless  access 

•  switching  technologies  •  security 

•  carrier/WAN  services 


Mark  your  calendar  NOW 
for  ComNet/San  Francisco! 


September  30  -  October  2,  1998 

Moscone  Convention  Center,  Hyatt 
Regency  Embarcadero  &  Palace  Hotel 


Come  explore  the  latest  applications  and  technolo¬ 
gies  that  are  driving  the  telecommuting  explosion 
and  enabling  over  1 1  million  workers  to  access  the 
network  and  work  effectively  and  efficiently  from 
branch,  home  and  remote  locations.  Combined  with 
the  Technologies  &  Applications  in  Remote  Access 
conference  track,  ComNet/San  Francisco  is  the  place 
to  identify  the  cutting  edge  solutions  that  connect 
remote  workers  to  the  rest  of  the  enterprise. 


Introducing  the 
Remote  Access 
&  Telecommuting 
Pavilion! 


Remote  Access  &  Telecommuting 


SPECIAL  BONUS: 

Register  for  any  ComNet  Conference  or 
Tutorial  Package  by  August  28th  and  receive 
the  official  ComNet  Leather  Portfolio  —  a 
$50  value  —  and  save  $100!  Register  by 
July  17th  for  a  ComNet  SuperPass  and  enjoy 
additional  savings! 


For  the  most  up-to-date  information  or 
to  register,  visit  www.comnetexpo.com 
or  call  800-5A5-EXP0  today! 


Sponsors: 
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Forbes 
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INTERNETWEEK 


The  Public  Network  Newsmagatine 


WORLD  EXPO 


Managed  by: 

IDG  Expo  Management  Company 


Send  me  more  information  about 

□  Attending  □  Exhibiting 

Name _ 

Title _ _ 

Company _ 

Address _ 

City _ 

State _  Zip _ 

Phone  _ Fax  . 

email _ 


ComNet/San  Francisco! 

NWW 


Mail  to:  1400  Providence  Highway,  P.O.  Box  9127,  Norwood,  MA  02062. 
Fax  to;  781-440-0357.  THIS  IS  NOT  A  REGISTRATION  FORM. 


:  Thanks,  but 


no  thanks 


t  only  took  me  six  months 
to  get  around  to  updating 
the  Gibbs  Institute  Web 
site  (www.gibbs.com),  but 
now  it’s  finally  online. 

Wliile  I’m  reasonably  pleased  with 
the  site,  some  of  the  really  fun  stuff  I 
plan  to  put  on  it  will  have  to  wait 
until  I  can  get  my  new  server  up 
to  Silicon  Beach,  my  ISP. 

One  of  my  plans  is  to 
provide  registration  so 
users  can  subscribe  to 
lists  and  services.  And 
along  with  that  I  should 
publish  my  privacy  poli¬ 
cy  defining  what  I  will 
do  with  die  pri¬ 
vate  informa¬ 
tion  of  those  who  register. 

Online  privacy  is  becoming  a  big 
issue.  On  June  4,  the  Federal  Trade 
Commission  (FTC)  released  “Privacy 
Online:  A  Report  to  Congress’’  (you 
find  the  press  release  at 


can 


■wivw.ftc.gOv/opa/9806/privacy2.htm 
and  the  report  itself  at  www.ftc.gov/ 
reports/privacy3/toc.  htm). 

The  FTC  has  been  working  on  the 
problem  of  consumer  protection  for 
many  years  and  has  had  much  suc¬ 
cess.  That  said,  its  successes  are  small 
when  you  look  at  the  sheer  scale  of 
the  problem.  Just  consider  the 
appalling  inaccuracies  of  the  credit 
reporting  bureaus.  They  are  highly 
visible  and  repeatedly  make  the  most 
egregious  mistakes,  yet  they  don’t 
really  get  the  punishment  they 
deserve.  Big  money  talks,  folks. 

So  it  is  with  some  cynicism  that  I 
view  the  drum  banging  of  the  FTC  on 
the  subject  of  Internet  privacy  prac¬ 
tices.  For  example,  its  report  states 
that  around  85%  of  Web  sites  collect 
personal  information,  while  only  2% 
provide  consumers  with  a  compre- 
liensive  privacy  policy.  Only  14% 
notify  consumers  that  their  informa¬ 
tion  is  being  collected. 

So?  Let’s  consider  the  real  world: 
How  many  companies  that  swipe 
your  credit  card  have  their  privacy 
policies  posted?  How  many  have  a 
privacy  policy  that  has  made  it  fur¬ 
ther  than  a  directive  from  the  board 
to  senior  management?  The  answer 


to  both  is  damn  close  to  zero. 

And  consider  one  of  the  trends  that 
has  gone  largely  unnoticed:  Signature 
capture.  In  a  significant  number  of 
retail  operations  these  litde  pads  have 
been  appearing  that  digitize  your  sig¬ 
nature  as  you  sign  the  credit  slip. 

Have  you  ever  wondered  what  hap¬ 
pens  to  that  data?  I  have.  And 
I’ve  often  asked  tellers  if 
k  they  know.  Their  response 
is  always  “no.”  I  can 
imagine  the  pads  might 
be  used  to  “intelligent¬ 
ly”  determine  if  the  sig- 

- m  nature  you  make  is  that 

f  which  is  authorized  for 
the  card,  but  that’s  a 
guess.  There’s  no  state- 
’  ment  I’ve  seen  that  explains 
the  whys  and  wheres  of  the  thing. 

I  could  go  on  at  length  about  these 
and  other  privacy  issues  that  don’t 
involve  the  online  world,  but  let’s  cut 
to  the  chase.  Given  that  privacy  con¬ 
cerns  apply  daily  to  the  lives  of  300 
million  people  in  America,  while 
Internet  privacy  concerns  no  more 
than  perhaps  one  sixth  of  those  same 
people,  isn’t  that  indicative  of  a 
somewhat  skewed  set  of  priorities? 

Once  again  it’s  the  bureaucrats 
and  politicians  quixotically  tilting  at 
the  windmills  of  technology.  It  is  that 
old  mountain  climbing  thing:  They 
do  it  because  it’s  there. 

The  Internet  is  an  easy  target.  It’s 
new,  it’s  partially  understood,  and  it 
is  far  sexier  than  trying  to  bring 
Equifax  into  line  (which  could  give 
any  government  lackey  who  tries  it  a 
whole  heap  of  trouble). 

Once  I  start  collecting  personal 
information  on  my  Web  site  I’ll  add  a 
privacy  policy.  I’d  advise  you  to  do  the 
same  on  your  site.  Until  the  fossils  who 
run  the  FTC  and,  for  that  matter,  the 
government  in  general,  are  replaced 
by  people  who  understand  electronic 
commerce,  we  need  to  keep  them  off 
our  backs  and  out  of  our  pockets. 

Then  for  want  of  targets,  perhaps 
they’ll  focus  on  real  issues  in  the  real 
world. 

ai^aimt  the  machine  to  nwcohimn® 
gibbs.com  or  (800)  622-1108,  Ext.  7504. 


NglBUgZ 

The  latest  on  the  Internet/intranet  industry 


By  Chris  N  e  r  n  e  y 


YOU  WOULDNT  BE  SO  IMPETUOUS  IF  SCOTT  WERE  HERE  industry  pundit  and  venture 

capitalist  Stewart  Alsop  last  week  entered  the  heart  of  Java  Nation  to 
dispense  some  blunt  words  of  wisdom  to  a  group  of  analysts  and  media 
assembled  for  Sun’s  third  Inside  Sun  Software  day. 

Alsop,  a  longtime  trade  publication  editor  and  now  a  partner  with  the 
venture  firm  New  Enterprise  Associates,  opened  his  keynote  address  at 
Sun’s  Palo  Alto,  Calif,  headquarters  by  observing  that  “venture  capitalists 
don’t  know  anything  because  they’re  so  busy  working  with 
their  companies.” 

Further  heightening  anticipation,  Alsop  next  warned  that 
he  had  thrown  together  his  slide  show  at  4  a.m. 

Geez,  Stewart,  nothing  like  raising  audience  expectations. 

We’ve  seen  mimes  warm  up  a  crowd  better  than  that. 

Fortunately,  Alsop  went  on  to  say  a  few  interesting  things. 

First,  he  praised  Sun’s  Solaris  servers  and  predicted  that  “Microsoft 
is  finally  going  to  have  some  bad  news  with  Windows  98.” 

Then  he  took  some  svdpes  at  subjects  near  to  the  hearts  of  his  hosts. 

“NCs  are  dead,”  Alsop  declared,  proving  that  venture  capitalists  actually 
do  know  something. 

This  statement  sparked  a  pro  forma  protest  by  Solaris  division  President 
John  McFarlane,  who  was  left  to  defend  Sun’s  honor  due  to  the  absence 
of  Scott  McNealy.  The  Sun  CEO  was  scheduled  to  be  at  the  event,  but 
reportedly  was  “held  over”  in  Washington,  D.C.,  no  doubt  to  cheer  on  the 
Federal  Trade  Commission  for  suing  Solaris  partner  Intel. 

Alsop  followed  his  network  computer  jab  with  another  one:  “Web  surfing 
sucks  on  consumer  devices.” 

By  this  time.  Sun  officials  probably  wished  they  had  booked  a  mime. 

ALL  ALSOH  ALL  THE  TIME  internet  applications  vendor  2Bridge  Software  has 
pulled  dovwi  $10.1  million  in  second-round  venture  funding  from  New 
Enterprise  Associates,  Goldman  Sachs  and  several  private  investors. 

2Bridge,  based  in  San  Francisco,  sells  an  “out  of  the  box”  browser-based 
server  application  designed  to  allow  real-time  enterprise  publishing  and 
information  management  The  vendor  is  targeting  companies  building  intranets. 

And  sitting  on  the  company’s  board  is  none  other  than  that  tart-tongued 
master  of  ubiquity,  Stewart  Alsop. 

NEWS  YOU  CAN  USE  Usenet  service  provider  Supemews  says  it  will  get  $4 
million  in  venture  funding  from  Benchmark  Capital. 

Based  in  San  Jose,  Calif.,  Supemews  outsources  newsgroup  services  to 
corporations,  ISPs  and  individual  clients.  The  venture  deal  represents  the 
company’s  first  round  of  funding. 

The  start-up  also  has  added  former  Netscape  chief  technology  officer 
(CTO)  Eric  Hahn  to  its  board  of  directors. 

Hahn  joined  Netscape  in  1995  after  the  browser  vendor  purchased 
Collahra  Software,  the  company  he  founded. 

His  tenure  as  CTO  was  relatively  brief  —  he  was  appointed  last  October 
to  succeed  Marc  Andreessen,  but  left  this  spring. 

Netscape  told  ’Net  Buzz  sources  that  Hahn  wanted  to  spend  more  time 
vrith  his  family  and  pursue  investments  in  other  growing  businesses. 

ROWECOM  GRABS  $8  MILLION  Business-to-business  electronic  commerce  .software 
vendor  RoweCom,  Inc.  of  Cambridge,  Mass,  has  closed  an  $8  million 
second-round  venture  deal  with  several  investors. 

RoweCom ’s  software  allows  workers  in  large  corporations  to  access  and 
order  periodicals,  journals  and  books,  and  lets  administrators  manage  large 
orders.  Customers  include  financial  and  professional  services  fiirns,  high-tech 
companies,  heiilth  care  organizations,  and  academic  and  public  institutions. 

Highland  Capital  Partners,  Crystal  Internet  Venture  Fimd  and  Working 
Ventures  Canadian  Fimd  participated  in  the  round. 

Got  a  good  Internet  or  intranet  tip  to  share?  Send  it  along  to  Chris  Nemey  at 
(508)  820-7451  or  aiemey@nzmu.com.  That  nwansyou,  too,  Stewart. 
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CHCX)SING  A  PBX?  Go  with  the  right  one  and  you're  a  hero.  The  wrong  one  and...  let's  not  get  into  that.  That's  why  last  year  more 
enterprises  in  the  U.S.,  North  America  and  the  world  went  with  Meridian  1  over  any  other  digital  switch.  It  has  the  industry's  broadest 
product  portfolio,  providing  multimedia  solutions  to  integrate  voice,  video  and  data.  It  adapts  to  increasing  demands  -  as  your  business 
grows  and  as  your  needs  become  more  sophisticated.  And  Meridian  1  helps  transform  your  network  into  a  Power  Network, 
able  to  meet  mission-critical  user  requirements  -  now  and  in  the  future  -  with  the  least  disruption  for  you  and  your  customers.  So  why 
not  seek  professional  help  before  you  go  with  a  PBX?  You  can  reach  us  atwww.nortel.com/169C  or  call  1-800-4  NORTEL,  dept.  169C. 


©  1998  Northern  Telecom.  Nortel,  the  globemark,  Meridion  and  Power  Network  ore  trademarks  of  Northern  Telecom. 


Wire-Speed  performance  with  the  smarts  to  prioritize  your  most  important  applications. 


•  Wire-speed  performance  with  all  features  enabled 

•  Application-level  Quality  of  Service  (QoS) 

•  Security  filters,  accounting  and  multicast  routing 

•  Capacity  to  support  any  network  environment 

•  Easy  to  manage;  Java-based  GUI,  popular  CLI 

•  Smartly  priced 

Finally,  a  router  solution  that  knows  what’s  critical  to  your  network’s 
success.  With  its  standards-based,  wire-speed  IP  and  IPX  routing, 
the  SmartSwitch  Router  not  only  increases  the  performance  of  your 
existing  applications,  but  is  able  to  prioritize  them  according  to  your 
specific  needs.  This  means  important  applications  like  SAP  are  guar¬ 
anteed  bandwidth  over  the  heavy  traffic  typically  generated  by  Web 
surfers.  If  it’s  got  to  get  through,  it  will  with  the  SmartSwitch  Router. 

The  SmartSwitch  Router  is  built  on  a  foundation  of  performance, 
functionality,  capacity,  manageability  and  price.  That’s  what  Smart 
Networking  is  all  about. 


The  Smarter  Choice* 

Performance  (Mpps**) 


16 

14 

1 

CNJ 

10 

8 

CJ> 

4 

Cisco  Systems  3COM  Bay  Networks  SmartSwitch 

7505  Corebuilder  3500  Accelar  1200  Router 


Now  it’s  your  mission  to  find  out  more.  Call  Cabletron  Systems  at 
1-800-438-3351  or  visit  us  on  the  Web  at  www.cabletron.com.  We’ll 
send  you  a  free  white  paper  on  Smart  Networking. 


"Based  on  Independent  published  benchmark  performance  data.  ""Millions  of  packets  per  second. 
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The  Smart  Networking  Choice. 
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